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THE EQUITY SAVINGS AND 
LOAN COMPANY 


eve d, Oh 
LICENSED INSTALLER 


The Parker Elects npany 


LICENSED AGENT 
eneral € 


ARCHITECTS 


Wakefield “Three-way” Ceiling 


““One-Package”’ Installation Job 


works with completely stand 


tiful akefie ‘ling insta juided by installation draw 


beginning to end. And the job sts prepared by W akefield 


city itself, since the whole system architects oO engineers 





structural, electrical, light diffusing fications. 
diffusing and acoustical elements 

Ceiling is a revolutionary 
livered as a single ‘package 


,environment control. It is als« 

Not only in banks and stores, but in n its “one-package  instal- 
drafting rooms, model rooms ry latio sracter. For a detailed, illus 
rooms, laboratories —- wherever op- trated book on the Wakefield Ceiling 
timum audio-visual-air diffusing c complete with working drawings 
requirements— Wakefield write The F. W. Wakefield Brass 

1e being installed ) ease “ompany, Vermilion, Oh 
~~ 4 }, fe 
7 . : 
Lea KE SCC Over-ALL Lightino 








Walker 


lighting 





panelboards 


For safe, quick, sure 


installations, buy Walker. 


NAB type—ITE Thermal Trip Circuit Breakers, 
AB type—quick make, quick break 


Will meet Federa pecifications WP-131-A, Class ©) 


NLAB type—ITE Thermal Magnetic Circuit 
Breakers 

Quick-Lag type—quick make, quick break. 

Will meet Federal specifications WP-131-A, Class A-1 

or B.1) 


PUSHMATIC type—BullDog Thermal Magnetic 
Circuit Breakers—slow make, quick break 


Will meet Federal specifications WP-131-A, Clas 
wv B-1) 


NTP type—Tumbler switches, arranged for plug 
or cartridge fuses. 


(Will meet Federal specifications WP-146) 


Power and Distribution panels also available as 
follows: 

AB Circuit Breaker Type 

Switch and Fuse Type (Vacu-Break units) 

Switch and Fuse Type (Pullout Type units) 


WALKER BULLDOG DISTRICT OFFICES 
Birmingham, Ala New Orleans, La 
Charlotte, N. C Richmond, Va 
Jackson, Miss lampa, Fla 
Jacksonville, Fla Little Rock, Ark 
Miami, Fla Memphis, Tenn 
Nashville, Tenn 








WECO 


ATLANTA 


WALKER BLECTRICAL CO. INC. 


70 Bennett Street, N.\W. © P.O.Box8 © Station D 
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No lost screws, No scuffed fingers, No lost time! 


Rass 
ie 
ee $ 


New Appleton LOKT*SCREW covers offer 
U % ye A a PL ET Oo Pd time and trouble saving advantages you find 


in no other conduit fitting cover—and you get 


them at no extra cost! 
Ae Precision-threaded, easy-turning screws on 
wy , 
Appleton LOKT*SCREW covers are held per- 
manently in place by steel collars which com- 


pletely surround screws, a feature which also 
COVERS prevents finger-bruising screw -driver slippage. 
The Appleton LOKTe SCREW cover is only 


FOR FORM 35 UNILETS one of hundreds of Appleton wiring devices 


expressly designed to bring greater speed 
New ‘‘Ball-and-Socket”’ 
Action Screws! 





and convenience to every job. For highest 

quality fittings to meet every wiring require- 

ment, specify Appleton—The Standard for 
ws Better Wiring. 
rew beg re sre held per 


ce by stee e tself ! 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY Vet ot TO 


1754 Wellington Avenue ¢ Chicago 13, Illinois 


Sales Engineers: NEW YORK, § hurch £ ETROIT, 3049 E ro Biv e CLEVELAND, 1836 t L E T rs ‘ 
Euclid Ave . AN FRAN 4 Minna * Tt 227 Bidg e § ANGELES, 
100 N. Santo Fe Ave. © ATLANTA, 7248 verd E SHAM. BOOB 


wn-Mara Bidg 
MINNEAPOLIS, 305 Fifth 


Pleasant St. © BOSTON, 10 High St. © DENY 921 e Street H ELPHIA, 231 South 208 
Le PRODUCTS 
BINGHAMTON e¢ DALLAS ¢ INDIANAPOL s T NC MILWAUKEE 

NEW ORLEAN SEATTLE TLAN t 


Baport Representatives: Internationa! ‘ da e ric Corp, 6 t, New York 4.N.Y 
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SOUTHWESTERN STATES 


Vol. 32—No. 8 


In This Issue 


Wiring progress in Fort Worth building 
Construction ideas that reduce labor costs 
How to light a carpet store 

The future of the lighting business 
Novel use of the 500-watt R-40 

Let's sell wiring 

Keeping up with CPR-93 


Dollar savings through standards 


Leonomic c« ment 
Industry news 
Dates ahead 

Names in the news 


New products news 


(Page 81) 


Power companys campaign rockets dealer sales 
Hard work can sell room coolers 

Service on a profitable basis 

Coordinated appliance sales campaign calendar 
Market for radiant electric heat 

Pulsa store opening draws 10,000 prospects 
Chases REA lines to maintain volume 

What dealers expect of distributors” salesmen 


Housewares linked to major appliance sales 


On the appliance front 
Product parade 


Names and faces 
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Simply close the switch blades... 


No Hooks— No Gadgets 


ne Dr ingle BOLTED Pressure Contact 


Service Entrance Switch. 



























They are made in sizes from 1,200 amperes to 6,500 
amperes. The Type X fuse used has an interrupting capacity 
exceeding 100,000 amperes at full recovery voltage when 


ised on a 208/120 vole A Pringle 
Thousands are in use 
ionally known office 
BOLTED Pressure 


T he re 


3 phase, 4 wire system 


requires virtually no maintenance 
wer a period of 16 years. Many nat 
buildings are served through Pringle 
Contact Service Entrance Switches 


is no other to 


« ompare 


NEVER CLOSED AGAINST PRESSURE 


No pressure is applied until the Pringle switch is fully 


closed. The switch latches automatically when the handle is 


pushed upwards. The screw rotates drawing the blades to- 
they are BOLTED against the jaws. Trouble-free 
1 BOLTED 


pressure contact untul you reverse motion at the handle 


gether 


operation is assured. The Pringle switch ts 


CONSTANT CONTACT 
AT ALL TEMPERATURES 


Made for both high and low voltage, the line includes an 


electrolytic cell short-circuiting switch 


THE PRINGLE MECHANISM DOES THE WORK 

Pringle on a BOLTED Pressure Switch is more than just 
a name. It is a guarantee of Quality 
Only 


There is no other to compare 


Service, 
and Performance a Pringle switch can use a Pringle 


mechanism 


Write today for illustrated literature on the Pringle 
A 


BOLTED Pressure Contact Switch, or consult your local 


Switchboard Builder 


Construction, 


PRINGLE ELECTRICAL MANUFACTURING COMPANY 


6,500 Ampere, 250 Volt 
Service Entrance Switch 
For Enclosed Mounting 
And Dead Front Ones: 
tion 


4,000 Ampere, 23,000 
Volt Outdoor Disconnect- 
ing Switch Gang Opera- 
ted 


8,000 Ampere Heavy 
Duty Cell Short Circuit- 
ing Switch 


1906-1912 NORTH SIXTH STREET, PHILADELPHIA 22, PA. 


1891 TESTED BY OVER SIXTY YEARS OF SERVICE: 1952 
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Ecouomie Comment 


HOW CURRENT EVENTS WILL AFFECT BUSINESS TRENDS 








o F Ss co 0 s s o . . f 4 tal ! t 
THE STEEL controversy isn by J. Whitney Bunting, Ph.D. rdeal Deir «PERL Ane 
onger purely ; ayve-price atte . ’ 

FONE purely a Wage-pric matter Professor of Economics, ¥ ‘ 








but it has now developed into the University of Georgia thor st what the intent I 
basis for some prophetic thinking in a may be after a given set of 
In reyard to production Herets positive actic by the United Na 
fore, Most reasoning on the steel imers the form of hiprhe t have been take 
situation considered primarily the prices Because t tuatior the 
impact of the wage demands upon icy on econom ontrols 1 
consumer cost of living and stand Controls relaxation ! ed i bewildered one wit! 
ard of living. Now the paramount As predicted by most eryve isiness men and cor mers alike 
question is what will the lost) pre the present Congress has eased uj yht in the very middlk 
duction of this valuable industrial m controls of all types, me 
material mean to the supply of al - ed mpletely, others : de Report on the Seuath 
. forms of product industrial, con vith definite short term dat f irrent econon ndicators st 
sumer and = militar during the en il. Undoubtedly, the que it the thers te t ! 
ming fal ind winter buvyir f ntinued economic ntrols w ‘ neome a p 
C4801 rt f the vreat election ct t It re ion f 
It is cert rue that the pincl e duri the tall montt ft i) ! te of es due to the 
{ restricted steel production i eal teel strike and the reported exce 
now being felt in many lines. Thi The administration yw pleat t nventory ndit n the text 
: art rly mportant n th e the fact that they have chan t Phere ea dicatior 
iutomotive field vnere tne vritel } hed met nterest eve i ! n \ ‘ t! 
recently = eved mat ew i t nt were ree sine ‘ 1 Nhe resel rrie 
dealers it ric ection f th vith the a ft the Korear It true that farn nditior 
4 ntry ony t find that thelr thic ppeat " nt tt re 
hopes for a continued supply of ne On tk ! 1, the on iting nal income prospect 
irs Was extremely lin t leg familiar narye is that the contr ! ire that ine till hea a 
intil the montt tf September proyran if reated i mew! 1 pendent por igri lture for 
Since the summer months ar nonope t ‘ tuation in tl ¢ od. TH will be more ay 
the princi; automobile buvir merchants te t et prices at the ent later on tl eal 
months, this shortage of new car ‘ b rather than t ‘ The record f ew ! ! 
tends to promote a very depressing mpetitive rees pre the pi t tions throughout ne 
automobile sales picture for the evel dow! rda tf have hay th truly remarkable. Pract 
vear as a whole Other product pened with an absence of ntrol 1] ill southern state ire bene 
ich as refrigerators, washing mia Much discus n of this point ay fiting witl ome ich a Tex 
hines, and other appliances using ears to be certain in the very ne North Carolina, and Geors 
i steel ase n productior wer re t in Tront \ ne te ¢ 
more or less I el ipply sor One further pnase 1 the nti enne et t ! I 
months ag rogran v evident If 1952 mplovment ‘ | the f ' 
Producer f these were re ‘ . ear in intert Toy year 
not vorried er the Il) fer) <¢ Py ff mat redict \ further ’ owt 
ductior Act restrictions n th the tepped » | ted Nat rowtl I ne ner rist 
— P shoe for i] oo mit n |} rea nad the t ©! trade jury the imme if ’ 
re for mmed te lemands hy I : t { . ss ' it ne . 
14 : . f } ‘ vt ‘ — } re 
sing Inventories and stocks 
me r the nr rkable ept 
hand. Even this must me t 
¢ ¢ 
e shut dowr ry me , - There Florid f expect 
ised upor! Stet it mar factur . ’ ne re ‘ | . . : 4 rt 
, nyvredient ma bye ? rat he +} er . 4 m4 f ’ thirt ! 
hort supply during the latter } In the event of flint ae ar et ; 
f 1952 1 nt 195 rt l he ne ’ } ae —— 
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IMPROVED THERMAL RESISTANCE WITH 


yicT 0k 





VICTOR NO. 245 
TRANSMISSION 
PINTYPE 





F complete engineer 


TRANSMISSION 
PINTYPES! 


2 on this insulator 
nd other sizes and 
types, send today for 
Bulletin No. 4 








b| 
| More Uniform Thermal Expansion Aci i 
VICTOR Purified Porcelain has the most uniform thermal ex- 


pansion ever achieved in the insulator field — expansion 
that remains uniform throughout its entire mass. This achieve- 
ment, like Purified Porcelain’s many other advantages, is 











due to the removal of all mineral salts from the water used in \ 
processing. 
With VICTOR Purified Porcelain, failure of shells due to rope Section: 66 
sudden thermal “changes is eliminated. Choose VICTOR ah snciaigs 
TRANSMISSION PINTYPES — made of Purified Porcelain — Here’s Why Purified Porcelain 








3 , ' ‘ . 
finest insulator porcelain ever made! Has Uniform Expansion 





he ra th > « F ¢ anlar > 
VICTOR INSULATORS, INC. VICTOR, N.Y. ee ee ee 
of ord ry porce 1 reve what ceram th, 
ties jree ntribut to c weakness and pos 
le re der 5 vice dit s. The various 
hapes ¢ ke purities which ore 
+ 4 4 ‘ th $ *] 
w Af f t t 
is w y th k y 
we x the 
p Als . $ f 
s pd s } su n 
te ‘4 e thot 2n actually weaken 
the 
drawing at the right shows the homogeneous 
form thern exr s 4 lessens the possibility 
of f ur ther t s 
1 t { 4 s,h echan mpact 
y ‘ k 4 Nv E ength ves d 
higt f : 
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ite S N LTLye leu y the ivi per cent t , amontn e¢ ‘ ‘ 
taye t} nt nal Re ni M Qn} CONSTRUCTION COST OF BRICK RESIDENCE 
Layes soutnel recreatllt ane per ce er May ivol tie 435-1938 +100 
: 3oof——- 
acution travel during the summ«e Estimated total sales of all ele 
BY YEARS 
months. It requires much selling trical ge esalel Ma 
to northerners and residents of the amounted to $394 milli is con = 
mid-west but present results ar pared th $385 million for Apr 
ery gratifying ind $411 m n for Ma ist yeal 
Persons doing business in the Inventorie ilued at cost) of 200}— 
South can take great comfort i elect! ib rood holesalet at tn 
of the fact that economic trend end of Ma re down 4 per cer 
$0 — — 
still continue upward with no pre elow the Apr 80 stock level ar | 
ent ceiling in sight 6 per cent under ocks on hand at | 
the end f Ma last veal By class 100 Bae ae 
; f house, appliances and specialtie 
Wholesale trends in 
vholesalers reported the sharpest 
P 
sales and inventories reduction in inventories from the $0 gan 
SALES OF ELECTRICAL goods previous month 12 and, als | 
holesalers during May, all clase inder a year ago (30 7 L 
houses combined, showed prac At the rrent rate of es of a ee ee eee ee 
= + } } } 
cally no change from the leve t Hol electrical goods wholesalers re How the construct of a brick 
he pre is th, but were uj} rt £ Inventories in con netior residence has increased from the 1935 
‘ . . 
! ent over Ma 1 year ago vith sales tocks on hand repre $9 average. 
Cumulative es for the first five sented approximately 64 days’ bus 
1Qr ” nes } t l lav's ) les 
mont? of 1952 lagyved 17 pet el! t abou i aay PI i€ era « nilat t vhich bewar \ it 
, ort fn boaad z 
behind the same period last veal na reported Tor April, i 1 194] As con ired with the 1935 
d . )] ss th ( } 1 at 
\s many geoyraphie divisions it t pplv le har ! ind a 1939 average, the price f building 
‘ th na of at > 
dicated gains over April sales as re e end of May last yean materials as a whole have increase« 
: Tot swan? a of all tri " 
vorted decline The Pacific Divi otal inventorie Pall eke rica 150 per cent, and the average hour 
i } ood wholesal e ¢ t f 
sion, however, remained at about ds wholesalers at the end « lv earnings of workers in the build 
tir + t $703 ri] 
the same level as a month earlier Ma vere ¢ nated at $703 mil ing industry have climbed about 
: lj ] f Or sil] alin 
Sales increases over a vear ayo were Hol arop ¢ $57 millior crow lov per cent In both cases the rise 
® - rillic T . , 
reflected in the East South Central April and $166 million under May as exceeded that of the wholesal 
= m971 
27 the West South Central Jol price index f all commoditis 
20 and the South Atlanti v} | ry rite to 112 ner cent 
i) while all other divisions ex One measure f the tre of 
perienced decreases varving fron buildir < t in index f the 
to 16 per cent t tion costs of a brick re 
Bb lass of house, appliance and have ! lence compiled by I HI 
specialties wholesalers showed the the Scaaiiated. ih It ‘ 
o gall 7 over the previous evel mont but are far t} erage t. for 20 larwe tir 
montt ‘ is the only increase he figure f ten vears ag r eve material d e rat n 
9 er May last vea) Full eal according t ! hined On the ' ! ! 
} vholesals les dipped slight i put hed in the B é on th j +t, } ear 
| elow April and were dow! Bull of the Clevelar I er a tin toil 
1 per cent fron ear ape while Con ! r} G45 nad } ny +} fror 
\ ’ and onstructior I ke rn ’ ther thir the rote +} } April ‘ 1959 | 
t erial distributors dropped t dvat rpl lur th PP / 
Wholesale trends— es 
t 0 wa TAL SAL aw WVEMTORIE 
Estimated total sales of cs sate . sof ore 
all ele ctrical goods 5 
‘ “fea 
wholesalers for Mav. . ont 
- . 
1952, amounted to 394 / Yon 
; : — 
million dollars, an in- Ve <i . 
: / wvenTOR ES 
crease of 9 million dol- 
lars above April, 1952. 
and 17 million dollars 
be low May. 1951, sales, 
Electrical wholesalers’ 
ntories as of May 
52, were esti nd at 
703 milion dollars, a 
decrease of 57 million va glhaliag iplg - 
dollars — below April, . s me . 
1952. qvetau oF rea cee 
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Contractors-Plant Electricians 


INSIST ON THESE QuaLiTy pRobuCTS 
- from YOUR LOCAL WHOLESALER 




















STAR-A ELECTRIC MFG. CO., INC. 


hr. 
WIRING (4) e) CORD SETS 
DEVICES, + *} SPECIALTIES 
So 


Brooklyn 6, N. Y 


A COMPLETE LINE 


COMMERCIAL ENCLOSED 
FUSE COMPANY 


PLUG FUSES 
NON-RENEWABLE FUSES 
RENEWABLE FUSES—LINKS 


USED BY SOME OF THE BIGGEST INDUSTRIAL 
PLANTS THEY MUST BE GOOD 





OHM 
WIRE AND CABLE 


BROOKLYN, N. Y 
POT, Thermostat Cable, and Bell Wire 


PROMPT SHIPMENTS 


CONDUIT 
FITTINGS 


DIVISION 


PRESSED STEEL CAR 
engage 


Molieable tron Thin Well Fittings 
pre tye J ¢ 
e uf 

ohne TORS ee 
NGS ENT RAN e El : 

vA wy: —E CABLE 

and NNECTORS 

{ Matleable Ir 


4GS. ANGLE Shoe aot Fret 





AFCO- LITE 


CHICATO, ILL 





JERYL LIGHTING PRODUCTS CO. 
Chicago, Ill 
Our new catalog is designed to 
increase the sales 
volume of residential lighting 
fixtures. 








NEWART 


OF CLEVELAND 





MOLDED PLASTICS CORP. 
PROVIDENCE, R. | 
The reliable design for wall 


plates. Ask your wholesaler 


about the premium offer 


DURA 


OF NEWARK, N. J. 





STARRING FLUORESCENT BALLASTS 


All BALLASTS SUPER 


See your 
wholesaler 
or write us 


for details! 








Ogrert ALL 


BALLASTS UNDERWRITERS 


LISTED 





JULES J DREYFUSS’ SONS 


MEMBE bd 


ae FACTORY AGENTS jaa A 


324 PETERS ST., S.W 
ATLANTA 3, GEORGIA 
MAIN 6886 


1820 N. W. FIRST AVE 
MIAMI 36, FLORIDA 


PHONE 2-6736 














LIGHT PATTERNS AS VARIED AS NATURE 


endant mounted in hig 
s achieved. U 
an endless variety 


ffices, stores 








>) 


\B oe ) 
SI \BEAM LIGHTING COMPANY °* 777 EAST 14TH PLACE + LOS ANGELES 21, CALIF. 
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Y ie indo just 
be so 
out, expe 


thing 


om portable 


AMPYRO 


You can practi 
when you rewrre 
replace four 

to pull because 
identification 


insulation 


AMERCLAD .. 


tked in acid mine water 


wed to sunshine 


it} 
l t 


for abusive service 
ible Chevy « 


reeled ur 


thing to Amerclad ¢ 
dragged ove ock 
Amerclad i 


ipphances to do ct 





A zt 


for replacement wiring 


te 


Am] vrol 


Ro wires 


capacity o 


SX l 


for the hot spots 


AMERBESTOS 


When it's too hot 
‘felted 


even when nductor is sharply bent. There's a full 


for anything else, use Amerbestos. Our 


pecial construct tv put 


range of sizes to len ( tov r electric turnaces 


PS SHI 


ling Is 


PS Shi i conductir ' her 


ment of An 


our high voltage 


the original develoy 


} 
itole 
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VARNISHED CAMBRIC PAPER ... for high voltages 


for heavy loads Paper insulated, oil impregnated and lead sheathed cables 


Varnished cambric cables have an unexcelled combination 
of high dielectric strength, chemical stability (against oil 
and ozone) and long life at high temperatures. Also avail 
able in the form of AVC for extra heat resistance 


choice for high voltage, trouble-free service. 


Choose from hundreds of Lypes and sizes of 


American Electrical Wire & Cable 


We'll be pleased to give you more information on any of these 
quality wires and cables. Or, if you have a special 

problem, we'll be glad to give you a complete engineering 
analysis and discuss the many types of special purpose 

wires and cables not mentioned here. Just get in touch with 

your nearest American Steel & Wire office or write: American 
Steel & Wire Division, United States Steel Company, Rockefeller 


Building, Cleveland 13, Ohio. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL COMPANY 
GENERAL OFFICES: CLEVELAND, OHIO 
IN THE WEST—COLUMBIA GENEVA STEEL DIVISION, SAN FRANCISCO + IN THE SOUTH—TENNESSEE AL & |RON DIVISION, FAIRFIELD. ALA 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°S AMERICAN ELECTRICAL WIRE & CABLE 





are rigorously checked with a high voltage time test, dielectric 


power loss test and power factor test. These cables are first 








—the lid 





Announcing the Ultimate in Creative Recessed Lighting 


uni-flow fluorescent troffers 


Here is a picture preview of the MITCHELL UNI-FLOW 
Fluorescent Troffer completely new dramatically 
different and superior vears ahead of anything in the 
recessed lighting field. What you are looking at is the 
result of two full years of development work that has paid 


off in a product so advanced and improved that the 
when you plan for the best irchitects, contractors, utility men and wholesalers who 


in recessed lighting, have had an opportunity to examine it, say 
P ° unanimously This is it! 
specify uni-flow ; 


ou are now planning a recessed lighting installation, 

e it to your customers, your clients and yourself 
learn the full facts about MITCHELL UNI-FLOW 

phone or wire today for the most important nev 


n recessed fluorescent lighting 


MITCHELL MANUFACTURING COMPANY, 2525 N. CLYBOURN AVE CHICAGO 


Mitche 


Ps | Send forit! Address Dept. 8-H 


= 
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KILLARK ALUMALLOY 


opi Fittings... 












iS 


mid a. 





ELECTRIC MANUFACTURING COMPANY 


VANDEVENTER AND EASTON ec ST. LOUIS 13, MISS weunRt 





Bg tee Clee - 





WTCHES ° 

ay MOTOR STARTERS 
. gwir 

“ATER, 

bg + cincult ORSAN 


STARTERS ° 
| anos — MOHTING F 


° maGNeTic mutt 
pous.e THROW 
yit srcaken Tyre © 
BREAKERS * wea 
/ ier PANELBOAR® 


acto 
asinc CONT 
oye 5 + STANDA 


sAGNETIC motor s 
Y wi TCHBOAROS 
/ANELSOARDS * 
TAGE MAGNETIC # 
es MAIN sEnvice 


MANUAL 
ss ° Tyee “0” sare 


paneisoanos * CM 
ryee ASt INoUSTRI 
aT WIRIN@ ' 
STARTERS * 


Install the best and save money too! Meet every 


requirement up to 1200 amps. with the new 


Federal Noark ACI Industrial Type a 


Switches. Up to and including 200 amps., ACI 
switches give you all the design advantages 
of the now famous Front-( perated Safety 
Switches and provide a real Type “A” Switch 
at Type “C” prices 

The new ACI Industrial Switch line — with 
voidable interlock —completely eliminates the 
old Type “C”. Selection is further simplified by 
adding a solid neutral block to each switch 
through 200 amps. Now each and every switch 
within this range meets the requirements of 


TYPE 


re- 


« MAIN AND 


puLLOUT Vetere 


. pus ouet © MANUAL 


AND FUSE BOXES © 
es 


C 


ONTROL . carcult 
LIGHTING PANELBOARDS 


OLASH VOU R 
Now-Federal Noark TYPE. 


at TYPE “C” prices! 


four or more switches under the old system 

The new Front-Operated ACI makes main- 
tenance a cinch. A glance at the man-sized 
handle, even from across the room, tells 
instantly whether the switch is “on” or “off.” 
Coolest operation 1s assured by the patented 
fuse holder and by only two joints per pole, 
both under extreme pressure. Maximum safety 
is provided by guaranteed current break, 
special arc mufflers or Rolare snuffers, and 
accommodations for four padlocks. 

Order money-saving ACI Industrial Switches 
from your Federal Noark wholesaler for any 
oe. 


specification 


D’ LINE ALSO SIMPLIFIED 


CONTACIVE? . 
motor STARTERS MAGNETIC . rasoratory Swi 
¢ : pacaxen Tyre PA aid 
aon evraRTERsS * REDUCED — . 





QWITCH COST! 
“KA ACI Industrial Switches 


FEATURES OF FRONT-OPERATED ACI INDUSTRIAL SWITCHES 


COOLEST OPERATING... There | COOLEST OPERATING 
are only two joints at ea h sure spring } 
pe le, both under tremendous fuse ] 

pressure. As proved by field under fuse 
experience this is the coolest, by fus 


most practic il type of switch- vibrate loo 


ciacult BREAKER! / 

‘ pAULTIOR EAKERS | 
ANG CONTACTORS al 
a switenes * TY?) 
. pusiae | 


SAFEST... All 100 and 200 SAFEST... Man-sized, stream- EASIEST TO MAINTAIN... High 
amp., 230V. Fe deral Noark lined handle smoothly and de Pressure Fuse ( lamps allow 
Front-Operated ACI Industrial pendably snaps the switch to | ready “pull out” removal and 
Switches have arc mufHers on off", or “cover open” 


Patented Rolarc Snuffers are | position Handle can be locked cross bar or fibre hooks inter 


snap in insertion of fuses. No 


used on all 575V. switches. with as many as three padlocks. |  fere with fuse removal. 











FEDERAL ELECTRIC PRODUCTS 
COMPANY 


50 PARIS ST., NEWARK 5, N. J. 


“ LIGHTING P ONTACTORS ‘ 
e Ane ma AGNETIC c - ~ nenTINnG PANELS 





Ol: 


Contemporary 


Electrical Contractors 


and Architects Specify Li 


RECESSED 
LIGHTING 
\ FIXTURES 


guaranteed 
consumer acceptance 
and satisfaction 
a 
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Easy to (Buy ! 





i 


- / 
Complete warehouse stocks at: 


@Philadeiphia, Pa. 

/ 1817 Callowhill Street 
eBerkeley, Calif. 

f 800 Bancroft Way 
elos Angeles, Calif. 

125 South Santa Fe 


J removable Pf 
access plates ¥ 


U S Potent No 2561986 
U S Patent No 2593513 
Other potents pending 


Prescolites are pre-sold to your customers by a 
continuous schedule of advertisements in leading 


contractors’, 


tions. 


engineers’ and architects’ publica- 


Exclusive patented features! Pre-wired units, no 
asbestos wire required. Complete line—the right 
light for any installation—round, square or ob- 
long. 3 beautiful lasting finishes, chrome, satin 
brass and aluminum. 


Easy to Stock ! 


Call your nearest Prescolite sales representative: 
Vancouver, B. C.—J. S. Edwards, 1206 Hamilton St 

Los Angeles, Calif.—DeRamus, Barney & Assoc., 125 S. Santa Fe 
San Diego, Calif.—Calif.-Ariz. Sales Agency, 301 West ‘'G”’ St. 
Denver, Colo.—Kenneth Schumann, 814 Twelfth St 

St. Petersburg, Fla.—Frank McPherson, 6417 - 7th Ave., North 
Atlanta, Ga.—Charies L. Woodyard, 2234 Westminster Way, N. E 
Chicago, Illinois—Rudolph H. Soukop, 1585 Merchandise Mart 
Des Moines, lowa—). H. Hull, 1300 - 47th St 

Boston 10, Mass.—John W. Fay, 176 Federal St 

Baltimore, Md.—T. H. Bailey, Jr., 609 Garrett Bidg 

Detroit, Mich.—L. H. Beck, Electric Sales Co., 7744 Hamilton Ave 
St. Paul, Minn.—Charles L. Schwab, 345 N. Wheeler 

Kansas City, Mo.—Car! W. Thorsell, 1195 E. 77th St 


Visit our new plant — the industry's finest, newest 


P R €E S 
800 


$ T E €E€ Lt Cc 


Bancroft 


Way ¢ Berkel 


Save time and money in handling—Presco- 
lite master carton contains housing and sep- 
arate frame and glass—simply re-label and 
ship to job. Housings or frames and glass 
may be ordered, stocked and sold separately. 


St. Levis, Mo.—J. A. Noser, 3204 Bailey St 

Omaha, Nebr.—Geo. C. Mittaver & Assoc., 111242 Farnam St. 
Syracuse, N. Y.—Fay-Sullivan, inc., 1117 Cumberland Ave. 
Newark, N. J.—P. M. Sales Co., 443 Broad St 

Cleveland, Ohie—Cam Norton Company, 2725 Derbyshire Rd 
Dayton, Ohio—Gary Roof, 221 Stockton 

Oklahoma City, Okia.—The Tom Fielder Company, 313 N.W. 4th St 
Erie, Pa.—O. S. Pollock Co., 622 W. 9th St 

Philadelphia, Pa.—Bond & Kyack, 1817 Callowhill St 

Dalias, Texas—The John Hancock Company, 2921 Fairmount 
Salt Lake City, Utah—). R. Christensen, 247 E. 5th South 
Richmond, Va.—W. H. Lassiter, Jr., Crenshaw Bidg., 300 E. Main 
Seattle, Wash.—Gleasons, 901 E. 45th St 

Milwaukee, Wisc.—Willis H. Murphy, 4520 N. Woodruff St 


o M P 
2, 


A 
cS aetits 


ni 


N 
r 


Y 
a 


- 7 


ELECTRICAL SOUTH for AUGUST, 1952 





1008—Electrical Equipment. The latest edition of the 
Federalog has just been issued by Federal Electric 
Products Co., 60 Paris St., Newark 5, N. J. This profusely 
illustrated catalog contains complete details of Federal’s 
newest motor controls, safety switches, service equipment, 
circuit breakers, panelboards, switchboards, and busduct. 

1030—Condensed Lighting Catalog. This 8-page de- 
scriptive bulletin issued by Pittsburgh Reflector Co., 450 
Oliver Bldg., Pittsburgh 22, Pa., describes in detail the 
most popular items in the Pittsburgh line of fluorescent 
and incandescent lighting equipment. Each item is fully 
illustrated and cataloged, and many are accompanied by 
installation drawings. 

1032—Receptacles, Plugs, and Connectors. Russell & 
Stoll Co., Inc., 125 Barclay St., N. Y., has released a 
bulletin No. EL-4-46, describing the new Ever-Lok re- 
ceptacles, plugs and cord connections for 30 amperes, 
440 volts, a-c. Typical uses are for heavy duty industrial 
purposes. 

1048—Plug-In Strip. A complete revision of Catalog 
CF-2 has recently been published by National Electric 
Products Corp., Pittsburgh, Pa. This 8-page, illustrated 
brochure pictures the 3 ft. and 6 ft. standard lengths of 
the redesigned multi-outlet branch circuit assembly. Sev- 
eral pages are devoted to detailed instructions for cutting 
the Plug-In strip on thé job. 

1054—Fluorescent Fixtures. Catalog No. 52 illustrates 
the commercial, industrial and residential designs offered 
by the Kayline Co. Featured are troffers, glass and louver 
type, recessed incandescent units, and many others. The 
catalog is available from the Kayline Co., 2480 E. 22nd 
St., Cleveland 15, Ohio. 

1058—Conductor Fittings. A complete catalog, illus- 
trated and listing prices, has been issued by Penn-Union 
Electric Corp., Erie, Pa. Described is the company’s com- 
plete line, including a wide variety of service connectors, 
terminals, tees, and taps; also many other types of con- 
ductor fittings. 

1068—Wire and Cable. Rome Cable Corporation, Rome, 
N. Y., has just published a new “Bare and Weatherproof 
Wire and Cable” catalog, No. 22. By word and picture 
the story of Rome wire and cable including specifications 
and a technical section, is brought to the reader. 


1076—Modular Lighting. A 20-page booklet containing 


interesting and useful information about the “modular 
system” of lighting can be obtained by writing to the 
Mitchell Manufacturing Co., 2525 Clybourn Ave., Chi- 
cago 14, Ill. 

1082—Wakefield Luminous Acoustical Ceiling. Just off 
the press is this booklet devoted to the photometric and 
acoustical performance of the Wakefield Ceiling. This 
covers full engineering data and full engineering informa- 
tion and layout help for architects and engineers. 


1086—Connectors and Couplings. Tomic Sales and En- 
gineering Co., 4864 Woodward Ave., Detroit 1, Mich., now 
have available catalog sheets containing data on the com- 
plete line of their connectors, couplings, and cable con- 
nectors. 

1088—Fittings and Fixtures. A 24-page illustrated cata- 
log covering Killark fittings and fixtures is offered by 
Killark Electric Mfg. Co., Vandeventer and Easton Aves., 
St. Louis 13, Mo. 

1090—Midget-Size Busduct. Complete information on 
Power Plugin, the new, midget-size busduct, is found in 
bulletin No. 703, available from Frank Adam Electric Co., 
3650 Windsor Pl., St. Louis 13, Mo. 

1092—Electrical Boxes and Conduit Fittings. Steel City 
Electric Co., 1207 Columbus Ave., Pittsburgh 12, Pa., offers 
a catalog of their complete line. 

1094—Photoelectric Controls for Street Lighting. A 
four-page catalog sheet. Bulletin 63300B, gives full infor- 
mation on photo-electric controls available from Fisher- 
Pierce Co., Inc., 59 Pearl St., So. Braintree, Miss. 


1110—Flexible Cords and Portable Cables. Bulletin 
H-420, a 55-page illustrated booklet describing Hazacord 
cords and cables, is being offered by Hazard Insulated 
Wire Works, Div. Okonite Co., Wilkes-Barre, Pa. 

1130—Conduit Fittings. The latest completely illustra- 
tive catalogue on their diversified line of conduit fittings is 
announced by The Atlantic Conduit Fittings Company, 589 
Atlantic Avenue, Boston 10, Mass. 

1134—Portable Cables For Low Voltage. A well illus- 
trated 24-page catalog. Describes and illustrates the wide 
variety of single and multi-conductor cables for this volt- 
age. Complete splicing instructions included. Copies may 
be obtained from Simplex Wire & Cable Co., 79 Sidney 
Street, Cambridge 39, Mass. 





ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 
Gentlemen: 


Please send me the bulletins and catalogs indicated. 
(Print Plainly) 


Name 
Company 
Address 


City & State 





August, 1952 


Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 





1030 1054 
1068 1086 
1090 1110 
1134 1144 
1150 1166 
1178 1184 
1188 1194 
1198 1208 











ELECTRICAL SOUTH for AUGUST, 1952 








ACCURATE FRICTION TAPE 


gRICTION 
TAPE 


Features the best of material care- 
fully fabricated to provide maximum 
mechanical protection. Available in 
Standard and A.S.1.M. grades. 


ey 
‘Wiring 
need! 


ACCURATE RUBBER TAPE 


Offers high elasticity, high dielec- 
tric strength and super aging quali- 
ties. Made in both Standard grade 
and A.S.T.M.—A.A.R. Specification 


TAPES 


ACCURATE PLASTIC TAPE 


Thin caliper plus a combination of 
good mechanical and dielectric 
strengths. Recommended for use 
wherever plastic tape is practical, 


for the electrical industry 

are manufactured to precision standards by 
men who have devoted a lifetime to producing 
tapes of superior quality. Every foot is 
carefully made and constantly inspected to 
assure uniform high quality. The sure way 
to complete tape satisfaction is to specify 
ACCURATE by name — every time. Get all 
the facts on ACCURATE Tape now! Just 
call or write the Accurate Manufacturing 
Company, Garfield, New Jersey, for new 
illustrated literature which includes 
complete specifications and technical data 
covering the entire ACCURATE line of 
quality tapes. There is no obligation. 


ACCURATE your best buy in tape 


MORE THAN A QUARTER CENTURY OF. TAPE SPECIALIZATION 


mas 
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1136—Cavalier Heaters. A booklet is available from 
Cavalier Corp. Chattanooga, Tenn., describing the special 
features of the Cavalier Wall Insert Automatic Electric 
Heaters, and including specifications on the four models of 
the line. Cutaway views and photos illustrate exclusive 
features. 


1140—Pole Line Hardware. Catalog No. 50 has just been 
announced by Hubbard and Co. Hundreds of new products 
in the pole line hardware and accessories line are included 
in this new edition which is bound in burgundy fabricoid, 
embossed, and printed in two colors throughout. 


1144—F luorescent Fixtures. Fluorescent Catalog No. 34 
has just been issued by Lithonia Lighting Products Co., 
Lithonia, Georgia. It contains descriptive material and 
specifications on a wide range of fluorescent equipment 
suitable for residential, commercial, industrial and other 
applications. 


1146—Ceil Heat Electric Radiant Heating Cables. New 
illustrated folders, fully describing Ceil Heat invisible 
Electric Radiant Heating Cables, have just been issued by 
the Ceil Heat Division of Homes, Inc., 5212 Homberg Dr., 
Knoxville, Tenn. Consumer explanation of radiant ceiling 
heat as well as technical installation instructions are in- 
cluded in the literature. 


1150—Fluorescent Fixtures. Colorful, 20-page catalog. 
Front cover shows interesting illustration of “Light 
through the Ages.” Catalog gives complete specifications 
and pictures of entire Naturlite line manufactured by 
Light & Power Utilities Corp., 1035 Firestone Blvd., Mem- 
phis, Tenn. 


1154—Wall and ceiling fans. PERFECT-LINE Manufac- 
turing Corp. is now offering their fan Catalog No. 51. Fans 
presented include the latest models of PERFECTAIRE 
industrial and residential wall and ceiling fans. Write to 
Perfect-Line Manufacturing Corp., Old Country Road and 
Railroad Avenue, Hicksville, L. I., N. Y. for a copy. 


1156—Industrial Lighting. The new Abolite Catalog and 
Handbook contains a complete descriptive story of all com- 
mercial, industrial floodlighting equipment manufactured 
by the Jones Metal Products, Inc. of West Lafayette, Ohio. 
Several new sections have been added and all major light- 
ing units have revised illustrations, cutaway views, di- 
mentional drawings, plus typical installation diagrams and 
photos. 

1166—Electrical Fittings. 40-page illustrated catalog 
and price list and wide Gedney line. Shown and listed are 
conduit, threaded entrance, SEC, EMT and ground fittings, 
and box connectors for both armored and non-metallic 
cable. Most of the line is made of tough malleable iron and 
hot dip galvanized. Desired copies available from Gedney 
Electric Co., RKO Bldg., Radio City, New York 20, N. Y. 


1172—Bus Duct Manual. A new 68-page manual describ- 
ing types of bus duct and accessories available, and pre- 
senting application and test data, specifications, informa- 
tion on pricing a typical bus duct installation, and a typi- 
cal bill of materials, is available from Westinghouse Elec- 
tric Corporation, Box 2099, Pittsburgh, Pa. The manual 
is designated as Bulletin No. B-4272A. 


1178—Remote-Control Wiring System. Bulletin 16-200 
is a 36-page manual describing layout and installation of 
remote-control wiring, and is available from General Elec- 
tric Co., Construction Materials Dept., Bridgeport 2, Conn. 
Advantages and explanation of the system are followed by 
illustrated installation procedure. System components, cir- 
cuit diagrams, and a typical home layout round out this 
completely descriptive manual. 

1180—Fluorescent Lighting. 24-page catalog describing 
complete line of commercial, industrial strip and kitchen 
lighting units, shielded and open, showing installation and 
maintenance data and price lists. Available from Louisville 
Lamp Co. Louisville, Ky. 


1182—Switch and Bus Insulators. A new bulletin giving 
specifications engineering data, contours, dimensions, etc. 
on its full line of Switch and Bus Insulators has been re- 
cently published by Victor Insulators, Inc. of Victor, N. Y. 
Write for Bulletin No. 5 or use reply coupon below. 

1184—Underground Cables. Complete 16-page catalog. 
Describes construction and illustrates uses for Simplex- 
ANHYDREX Cables. Catalog contains cable weights and 
diameters, as well as complete splicing instructions. Copies 
may be obtained from Simplex Wire & Cable Co., 79 Sid- 
ney Street, Cambridge 39, Mass. 
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1186—Industrial and Domestic Heaters. Electromode 
Corporation, 45 Crouch Street, Rochester 3, New York, is 
currently offering an Industrial and a Domestic Catalog. 
The Industrial Catalog (EC-62R) gives complete descrip- 
tions, specifications and illustrations of Electromode Sus- 
pension-Type, Combination Portable and Suspension, and 
Explosion-Proof Heaters, and includes data on control 
equipment, mounting and wiring diagrams, illustrations of 
typical installations. Also information on how to figure 
heat loss. The Domestic Catalog (EC-63R) is full of typical 
installations for wall-type, portable, automatic and non- 
automatic Electromode Heaters, with complete specifica- 
tions and suggested uses; also includes instructions for 
installation of wall model heaters. 


1188—CSP Distribution Transformers. A 32-page, three- 
color catalog, “Transformers That Cut Distribution Costs,” 
is now available from Westinghouse Electric Corp., Box 
2099, Pittsburgh 30, Pa. The “how” and “why” of these 
transformers is presented in four divisions: performance, 
evidence, construction, and the products. 

1190—Electrical Fittings and Fixtures. Blackhawk In- 
dustries, Dubuque, lowa offer a new 2-color bulletin describ- 
ing and illustrating B-I Electrical Fittings and Fixtures. 
Included are conduit and cable fittings, conduit and cable 
straps, staples, box supports, sill plates, locknuts and 
bushings, wire holders and yard lights. 

1192—Wire Pulling Lubricant. Illustrated six page 
folder showing the advantages of an improved Y-Er Eas 
wire pulling lubricant is available from Electro Compound 
Company, 3812 West 150th Street, Cleveland 11, Ohio. 


1194—Residential and Semi-Commercial Fixtures. Ac- 
cent lighting fixtures are the subject of a new catalog 
page, Form A-267, released by Amplex Corp., 111 Water 
St., Brooklyn 1, N. Y. These Amplex Swivelite Residential 
and Semi-Commercial Units come in desk and table lamps, 
downlites and wall fixtures and pin-ups for a variety of 
applications including offices, hotels, department stores, 
specialty shops, and homes. 


1196—Recessed Lighting. The relative efficiency of 
Kirlin recessed lighting is explained and illustrated in a 
new bulletin, of special interest to contractors, which is 
available from The Kirlin Co., 3435 FE. Jefferson Ave., 
Detroit 7, Mich. Concise data are listed alongside illus- 
trations of various installations utilizing both incandescent 
and fluorescent. 


1198—TOOLS AND WIRING MATERIAL. A _ new 
eight page folder showing the new JIFFY SAW ATTACH- 
MENTS and other hole cutting tools, as well as SNAP-IN 
BLANKS, BOX SUPPORTS, NO-KINK FISH TAPE, and 
other wiring specialties, has just been issued by CLYDE 
W. LINT CO. 

1200—Fluorescent Fixtures. Complete information on 
fluorescent lighting for offices, commercial interiors of all 
types, industrial plants, school, libraries, etc., available 
from Leader Electric Company, 3500 N. Kedzie Avenue, 
Chicago 18, Illinois. 

1202—Hazardous-Location Equipment. Bulletin 2631 
contains up-to-date information (following 1951 Code re- 
vision) on why equipment for hazardous locations is de- 
signed and built as it is, and is available from Crouse- 
Hinds Co., Wolf & 7th, No., Syracuse 1, N. Y. A detailed 
treatment of Article 500 of the 1951 Code is found in 
Bulletin 2627, also available from Crouse-Hinds. 


1204—Electrical Conduit Fittings, Conduit Nipples, 
Couplings, Elbows. Illustrated Catalog available upon 
request to Electrical Fittings Corp., Woodside, N. Y., or 
our nearest warehouse in your locality. 


1206—Electrical Tape. Available in catalog sheet form 
are Haartz-Mason specifications for Paramount Friction 
Tape, Stronghold Rubber Tape, and the new Paraplastic 
Plastic Tape which effectively does the work of both rubber 
and friction tapes for faster and neater taping. Haartz- 
Mason, Inc., Watertown 72, Mass. 


1208—Contemporary Lighting Fixtures. New catalogs 
are available from Pressteel Company, 800 Bancroft Way, 
Berkeley 2, California. Profusely illustrated, the catalogs 
feature their Recessed, Swivel-Lite and Architectural 
Series, and include prices, framing-in-dimensions and 
candle-power distribution curves. The Swivel-Lite and 
Architectural Series are available in a wide range of 
decorator colors. 
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Steel clad = 
winng systems 


Protection against shock. Steel raceways 
are completely grounded systems. 
Protection from external mechanical 
damage to prevent time-consuming 
breakdowns. 


ABC is the fostest type steel clad 
system to install. 


Protection against moisture. 


Protection against corona cutting and 


breakdowns on high voltage work. Easiest to handle . . . Easy to carry. 


Protection against fire hazards. 


Protection against tampering. Wires and raceway are installed 


Steel for permanence. :. 


grounded for safety One piece from outlet fo outlet. 


No special tools .. . No waste... 
No threading . . . No coupling. 
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Other National Electric Steel Clad Wiring Systems 


y= 7), 
SHERARDUCT 


Conduit 


a eS 


NEPCODUCT 





4x4 WIREWA 


Surface es ; 
Raceway a METAL See 


Systems 


FLORDUCT 


*“*PLUG-IN'’ STRIP 





Busway Lek “SEIN? Gas 
Systems 


“*LO-LOSS"' FEEDER BUS 
Listed by Underwriters’ Laboratories, Inc. Sold through leading electrical wholesalers. 


For complete information, write to National Electric Products Corporation, 1307 
Chamber of Commerce Bidg., Pittsburgh 19, Po. 


EVERYTHING IN WIRING POINTS TO 
> 


National Electric Products 


PITTSBURGH, PA. 
3 PLANTS * 6 WAREHOUSES + 42 SALES OFFICES 
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Fact: Average life-span in the U.S.A. is 67.6 


years. The estimated average expect- 
ancy for the rest of the world is 44 years. The Bureau 
of Labor Statistics estimates U.S. life expectancy at 
74 by 1975. 


Answer: No one. It is the result of 


a process, not a plan. It 
came about largely through the American process of 
Vigorous competition to provide life-saving new med- 
icines, proficient doctors, modern hospitals, better 
shelter, abundant food supplies and machines that 
reduce work-effort. The average man-hour of work in 
1951 produced 314 times as much goods as the average 
man-hour in 1900. Hence, the same process is respon- 
sible for more leisure to enjoy longer life. Competition 
compels wider distribution, increasing productivity 
and better products, thereby improving and extend- 


ing our individual lives. 
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uestion: @ Who worked out the 


plan under which this 
was achieved? 
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THIS REPORT ON PROGRESS-FOR-PEOPLE is published by this magazine in cooperation with 


National Business Publications, Inc 


., asa public service. This material may be used, with or without credit, 


in plant city advertisements, employee publications, house organs, speeches, or im any other manner. 


THE COMPFTITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
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New! Leaderall 
Suspension Clips 
New grooved suspension 
clips of steel hold louvered 
plastic units firmly at end 
of adjustable tie rods to 
form a completely level, 
rigid ceiling at any desired 
height. ’ 


‘oF joining 
end-to-end sections 


LING 
OF 
GHT 





or 4 inter- 
secting sections 


For finishing 
individual corners 





Leader’s plastic louvered ceiling provides light from wall to wall, 

evenly distributed and properly shielded for maximum efficiency, freedom 
from glare, and minimum shadows. The Leaderall grilles are easily 
installed, instantly removable... feather light, yet tough and warp-proof. 
May be used with any type of fluorescent fixture, in finishing new 
ceilings or remodeling old ones. No interference with air conditioning 

or sprinkler systems. Ideal lighting for drafting rooms, a wide 

variety of commercial interiors, offices, cafeterias. 


Soid and installed by the better 
electrical wholesalers and contractors 


YAMS rwrises Ne / Lighting Eguypment Maniufaciinee 





LEADER ELECTRIC COMPANY + 3500 North Kedzie Avenue, Chicago 18, Illinois 
Leader Electric—Western: 800 One Hundredth Avenue, Oakland 3, California 
Campbell-leader, Ltd.: Brantford, Ontario, Canada 








an 


And now we have not one BY or two ‘ie 
_ but three times > fe &‘>the capacity 


to meet the demand <“= for 


~, 


ee: 
Se 


| | cast iron boxes like our types ys 


--faz.| 


Everybody wants them | 8ira0. & 
SY wy Ve ” 
for 02 boxes are quality controlled 
from drawing board VA =\ Theyre OK 


if they're 0. 2. 
to completed box * S597 ELECTRICAL 
. MANUFACTURING 
Of course, increased production COMPANY, INC. 


262 BOND STREET - BROOKLYN 2,N. Y. 


means reviged IpRICES ~ CONDUIT FITTINGS © CABLE TERMINATORS © CAST IRON BOXES 


a SOLDERLESS CONNECTORS » GROUNDING DEVICES » POWER CONNECTORS 


E “ . ini 
“= for your new price list today | 
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ALL IN THE 


culsccie ,FRMALY 


OF QUALITY PRODUCTS 


for the electrical south 








HOME OF THE SOUTH’S 
FIRST INSULATING MACHINE 


We are proud that the South's 
first and only continuous vulcaniz- 
ing insulating machine is in our 
modern plant. 


Southwire compounding is an- 
other exclusive. To assure top qual- 
ity and complete process control, 
we produce our own Southwire 
Neoprene compound from raw 
Neoprene supplied by DuPont. 


A complete, modern testing 


laboratory assures the finest quality 
always in Southwire products. 





Look to SouTHWIRE for a// your needs in meeting the 
wire requirements for the Electrical South. 

In our modern, centrally located plant, we are now 
producing a complete variety and range of products. 
Only at SOUTHWIRE can you get them all. 

QUALITY FIRST 

SOUTHWIRE is building its reputation by furnishing 
the finest quality products possible — made by skilled, 
experienced craftsmen on the latest-type equipment. 
Naturally they meet ASTM specifications. 

We'll be most happy to tell you about the complete 
SOUTHWIRE line at your convenience. 


Write, wire or telephone 


- CU Lom 


C// be hy 
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5 REASONS WHY 


These Features Make 
Yew (C || 0} /a\WlLT NILE the Difference! 
Guarantees More Comfortable, Oe aces 
More Productive Plant Lighting i 


To give industry the comfortable, 
vision-saving illumination it needs, 
Day-Brite has completely rede- 
signed its famous Day-Line indus- 
trial line. Now—for the first time— 


IO 


industry can have the strong, sturdy {j 


construction it needs plus the most 


important advance in plant lighting 90% user oistrieution cown 

in years—10% upward component 

10% UPWARD LIGHT—Eliminates harsh 
brightness contrasts and dark ceilings 
that can result in irritation or nervous 


to provide “comfort for industry.” 


CFi MEANS COMFORT FOR INDUSTRY a geckos guias tees pent of Gis 


DECIDEDLY BETTER 


_ DAY-BRITE. 
Lighting Firtuw 


LOWER COST—Yer with all the advan- 
tages you get with the new CFI DAY- 
LINE, prices are substantially lower! 
Better lighting at less cost! Day-Brite 
Lighting, Inc., 5435 Bulwer Avenue, 
St. Louis 7, Mo. In Canada: Amalga- 
mated Electric Corp., Ltd., Toronto 6, 
Ontario. 


proven 10% upward, 909% downwar 
distribution of light is the most practica 
for industrials. 


tive research by Day-Brite engineers ward 


ae 


>, 


ALL-WHITE PORCELAIN ENAMEL 
REFLECTORS— Outside as well as inside 
further improve the efficiency of the up 
ward component. Embossed apertures are 
scientifically sized and placed to achieve 
10% upward light distribution and still 
retain the famous Day-Brite strength and 
rigidity needed for the toughest installa- 
tion conditions 


VIBRATION-PROOF TURRET* SOCKETS COOLER, CLEANER PERFORMANCE— 
are standard on all CFI DAY-LINE Constant air-flow through the apertures, 
industrials, including the 85-watt fluo- around the lamps, and over the inside 
rescent lamp units. These finest of all and outside of the reflector keeps CFI 
heavy-duty sockets give you positive lamp DAY-LINE fixtures cooler, more efficient 
seating and allow trouble-free lamp ... and reduces light loss due to dust 
mounting. Servicing is quicker and easier. and dirt deposits. Circulating air keeps 
® G.E.Co reflectors cleaner longer 


Distributed Nationally by Leading Electrical Wholesalers 


YOU'LL FIND THE DAY-BRITE REPRESENTATIVE IN YOUR AREA HELPFUL AND COOPERATIVE: 


ATLANTA 1, GEORGIA BALTIMORE 17, MARYLAND MEMPHIS 3, TENNESSEE NEW ORLEANS, LOUISIANA 
Cecil Cannon & Oren Ruff, Jr. Sam Masland Munding Elec. Sales Agency Paul Hogan, Jr. 
P. O. Box 1304 625 West North Avenue 166 Monroe Ave 342 International Trade Mart 
HOUSTON, TEXAS MANDARIN, FLORIDA MIAMI, FLORIDA RICHMOND 24, VIRGINIA 
N. O. Reed Joseph N. Crevasse James Foerster Earl Dagenhardt 
1602 West Main P. O. Drawer 7 1010 Chamber of Commerce Bidg 4000 Maury St. 

CHARLOTTE 2, N. CAROLINA DALLAS, TEXAS 

Gordon Wells H. A. Auchter 

212 Builders Bidg 102 Thomas Bidg. 
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you get 


Efcorlets 


for easier, longer-lasting connections! 


Here are ruggedly-made iron conduit bodies that can be installed with 
the maximum of ease and a minimum of effort. EFCORLETS are newly 
engineered with accent on durability and trouble-free performance. 
EFCORLETS get that way, because they're made that way! Carefully 
made of high tensile strength iron, EFCORLETS are threaded so that the 
conduits will never shake loose. 





for:—Clean, carefully gauged threads ® Maximum room for wire pulling and 
splicing © Rounded and bushed openings ® Large radii to protect con- 
ductor insulation © Threaded straight to insure perfect conduit alignment 
@ Interchangeable with almost all other round bodies. 


For FREE illustrated literature and price lists, 
contact your nearest wholesaler. 
Warehouses In All Principal Cities 
Electrical Fittings Corp. Dept. $8 
Woodside 77, New York 
SOLD THROUGH WHOLESALERS ONLY! 
Look for the 


attractive Red and 
Block carton <4 


\ 


“J 
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PROGRESS FIXTURES SELL EVEN FASTER WITH 


> PROGRESS DISPLAYS! 


An all-star cast of eye-filling sales builders. 


Attractive — compact — economical — easy to set up. 


Still more to follow ! 


VAR-7 
VARIETY BOARD 
LA-5S 
FOR LANTERNS 
KB-6 


FOR KITCHEN AND 
BATHROOM FIXTURES 






PL-4 
FOR POST LANTERNS 
AND POSTS 








FOR ART SQUARES 


a me ~ fs we er 
— AS-2 
ed 
= 


: R-1 > 
CIR-8 FOR RECESSED UNITS 
FOR CIRCLINE UNITS 


HERE’S EXTRA VOLUME FOR YOU! 


CASH IN NOW — WRITE TODAY FOR DETAILS | 





PROGRESS MANUFACTURING COMPANY 


LEADERS IN LIGHTING FOR HALF-A-CENTURY ° PHILADELPHIA, PENNSYLVANIA 


We have an army 
in the field 


BELL SysTEM communications for the powerline indus- 
try are guarded constantly by an army of trained 
specialists in the field. That’s one of the big advantages 
in using Bell System communication services. This army 
is on the job to keep your service in operation 24 hours 
a day, 365 days a year. 

The knowledge and skill of these and other Bell 
System technicians are the result of more than 75 years 


of experience in communications — experience that 


will give you good, dependable, economical communica- 
tions for all of your needs. 

We provide —by radio, wire or cable—a wide 
variety of services. They include private-line telephone, 
mobile telephone, and teletypewriter services, and 
channels for remote metering, supervisory control, 
facsimile and other signaling. 

Your Bell Telephone Company will be glad to study 


your communications problems and needs without charge. 





PRIVATE-LINE TELEPHONE TELETYPEWRITER MOBILE TELEPHONE 
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TELEPHONE 
SYSTEM 
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METERING CHANNELS 
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“You may ewe to stand outside!” 


REMEMBER Aesop's fable of the camel 
and his master--how the kind master allowed 
the shivering beast to put into the tent first 
his head, next his shoulders, then his forelegs! 

And then the camel said, “Master, I think I 


ought to come wholly inside,” and crowded 
in. Immediately he said, “There is hardly room 
for us both, sol think it would be better for you 
to stand outside so I can turn around and lie 
down.” And without further ado, the camel 
kicked the man out and took the entire tent. 

Men have heard this story for 2,500 years-- 
repeatedly have seen how it illustrates what 
happens when one man or group of men gain 
power over others. Men saw it happen in 


Italy and Germany when Mussolini and Hitler 
took over. Men saw it happen in Russia. 
Even here in America a similar trend is evi- 
dent. Powerful influences overlook no op- 
portunity, through political manipulation, 
central controls and bureaucratic regulations, 
to intrude more and more in our private lives. 
The situation demands continual, alert watch- 
fulness by all citizens who believe in indi- 
vidual liberty and freedom, to prevent this 
camel of big government from creeping fur- 
ther into the tent. Before we realize it, “we, 
the people,” the master, may find ourselves 
“standing outside.” In America it is govern- 
ment, which is the servant of the people. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


The steel industry is using all its resources to produce more steel, but it needs your help and 
needs it now. Turn in your scrap, through your regular sources, at the earliest possible moment 
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expect the best value from G-E fluorescent lamps 


How an extra coil gives 
your customers extra light 
from G-E slimline lamps 
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A special chemical deposited on tungsten wire at each end of a 
fluorescent lamp helps start the stream of electrons that bring 
light. When the chemical finally burns out or drops off, out goes 
the lamp. So in most fluorescent lamps, slimline and standard 
alike, wire twisted into a double coil is used to hold as much of 
the chemical as possible as long as possible. 

But General Electric lamp scientists found a way to coil the coil 
again — making a triple coil. This triple coil holds more of the 
starting chemical and holds it more securely. Used in G-E slimline 
and other General Electric instant-start fluorescent lamps, it gives 
your customers extra light for their money because it makes the 
lamps last longer. This is another example of why you and your 
customers can expect the best value from G-E fluorescent lamps. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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Wiring progress 


marks new Fort Worth building 


® SYMBOL of progress in electrical 
wiring methods describes the new 
Fort Worth National Bank Build- 
ing, in Fort Worth, Texas. It is one 
of three buildings, all under con- 
struction simultaneously, utilizing 
such modern products as General 
Electric Company’s “Q-Flooring” 
(cellular metal floor raceways) for 
the first time in Fort Worth. 

The $600,000 electrical job for 
this 16-story, T-shaped structure, 
which faces West Seventh Street 
and extends across the entire block 
from Main to Houston Street, was 
designed by O. W. Yandell, of Yan- 
dell, Cowan, and Love, Fort Worth 
consulting engineers, and installed 
by Wills Electric Company, of Fort 
Worth. 

Although much more considera- 
tion was given by the architects to 
the space requirements of the elec- 
trical equipment and raceways than 
has ever been the practice in the 
past, there still remained the prob- 
lem of designing a switchboard of 
the needed capacity and dimen- 
sions, yet compact enough to per- 
mit installation in the space which 
had been allotted for it in the ma- 
chinery room of the sub-basement. 


Unique switchboard design 

This was accomplished by Mr. 
Yandell in a masterly fashion by 
designing a rectangular switch- 
board 12 feet, 7 inches wide, and 
18 feet, 8 inches long. This ar- 
rangement resulted in a space re- 
quirement of less than one-half the 
amount which would have been re- 
quired for the conventional double 
boards facing each other, to say 
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by Walter R. Stone 
Electrical Inspector 
City of Fort Worth, Texas 


nothing of the one long single 
board, both of which were com- 
pletely out of the question in this 
instance. 

The switchboard was fabricated 
by Federal Electric Products Co. A 
special feature of the board is the 
silver plating of the busses at all 
joints. This was done by the Wills 
Electric Company on the job. 

This switchboard, 
closed in completely at the top, 
houses all of the live parts on the 


rectangular 


interior, Figure 1, making the four 
exterior walls dead front. Light 
gray in color, it is lighted on the 
inside with incandescent lamps and 
on'the outside with ten six-foot 
fluorescent tubes—three on each 
side and two on each end. 

On the north end, Figure 2, are 
mounted the three main switches 
two 4000 ampere capacity and one 
5000 ampere capacity, Pringle pres- 
sure type. On the east side, Figure 
3, at the right side, are the boiler 
room power breakers and the air 
conditioning power breakers, which 
are supplied by one of the 4000 
ampere mains. An access door is 
also located on this side. 

On the south end, left of Fig- 
ure 3, are mounted the breakers for 
the bank power and lights. These 
breakers are supplied by the same 
4000 ampere main as the boiler 
room and air conditioning power. 

On the south end, left of Fig- 
cess door and the breakers for the 
rental areas, which are supplied by 


the other 4000 ampere main. The 
5000 ampere main supplies current 
to three Ideal air conditioning 
compressor motors through a 4000 
ampere Federal busduct which 
emerges from the top of the board, 
see front of Figure 6, and termi- 
nates in Cutler-Hammer motor dis- 
connect switches at the motor loca- 
tions, Figures 3, 4, and 5. One of 
these compressor motors is 500 
horsepower, one is 350 horsepower, 
and one is 200 horsepower, about 
which more will be said later. 

The three main Pringle pressure 
switches are supplied by a 7000 am- 
pere Federal busduct which enters 
the switchboard from the top, see 
extreme rear of Figure 6, and is it- 
self supplied by the Texas Electric 
Service Company’s four 500 kva. 
General Electric transformers, Fig- 
ure 7. 

However, the Texas Electric Ser- 
vice Company terminated their 
secondary transformer connections 
into a 6-inch by 6-inch by 3/16- 
inch square ventilated type bus 
made by Chase Brass and Copper 
Company, Figure 8. In order for 
them to fit this square bus to the 
flat parallel bus installed by Wills 
Electric Company, it was necessary 
to devise an adapter before the 
could be made. This 
was done by the power company 
simply by inserting %4-inch pipe 
spacers machined squarely on each 


connection 


end to a length to fit exactly cross- 
ways inside the square bus one- 
fourth of the way down from the 
top edge and one-fourth of the way 
up from the bottom edge. Then 
14-inch 60,000 pound steel studs 
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Figure 1. Inside of switchboard as seen from access door 
on southwest corner. Busses are silver plated at all joints. 
The board is rectangular in shape, measuring approxi- 
mately 12 feet by 18 feet. It is enclosed on top as well as 
sides—dead front in every respect. 


Figure 3. Lower left is partial view of south end of switch- 
board. Column hides part of it including push buttons and 
pilot lights for air conditioning motors. Lower right is 
part of east side of switchboard. 

columns. 


Access door is hidden by 
Motor and controller is shown. 


Figure 5. Lower center shows Cutler-Hammer motor dis- 

connect switch and starter on right, and speed control on 

left for 500 hp Ideal motor. Upper right is Federal bus- 

duct supply. Upper left is improvised wireway made from 
busduct enclosure, extending to resistors. 
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Figure 2. North end of switchboard showing three Pringle 
pressure type main switches, 5000 ampere capacity in 
center, and 4000 ampere capacity on each side. At right, 
which is part of the west side of the switchboard, a blank 


space is necessary because of the bus structure inside. 


Figure 4. Right center is rear view of Cutler-Hammer drum 

type controller for speed control of 500 hp Ideal motor on 

left. The electrician enlarged wire entrance fi 

motor for convenience in making up the many connections 
necessary for multi-speed motor of this type. 


Figure 6. Right center shows 4000 ampere Federal busduct 

emerging from top of switchboard and extending to the 

right to supply three large motors. Center rear shows 

7000 ampere Federal busduct emerging from «witchboard 
and entering transformer vault above. 
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were inserted through the bus and 
spacers. The flat busses were then 
placed one on each side so that the 
same studs passed through them. 
Lock washers and nuts were then 
installed and the entire assembly 
thoroughly tightened. 

The three large compressor mo- 
tors referred to earlier, together 
with the Cutler-Hammer control- 
lers, Figures 3, 4, and 5, were set 
at an angle in relation to the in- 
coming busduct, upper right center 
Figure 5, to allow for a wider pas- 
sageway. This arrangement, how- 
ever, left the busduct and the con- 
troller out of line in relation to each 
other. 

J. E. “Red” McGee, electrical 
foreman, in order to make adjust- 
ments, utilized a spare section of 
Federal busduct by stripping the 
copper out to make the half-twist 
connection inside the controllers. 
He then used the empty busduct 
enclosure for a ventilated wireway, 
upper left center Figure 5, from 
the controller to the resistors, top 
/ center, Figure 3, which resulted in 
+ an excellent job. 

Mr. McGee also found that the 
' motor entrance heads were much 


' too small and improvised by enlarg- 
¥ ing them as shown in Figure 4 in 
' order to have ample room in which 
to make up the joints in the many 


Figure 7 (Top). Two of the four 
General Electric 500 kva transformers 
installed by Texas Electric Service 
Company to supply three-phase, 120 
208 volt service to the building. The 
square, ventilated type, Chase Brass 
and Copper Company busses are 
shown extended to the left side of the 
vault for connection to the building's 
service—a Federal busduct installed by 
Wills Electric Company. 


Figure 8 (Center). Here, with the 

camera facing away from the trans- 

formers, is seen Chase Brass and Cop- 

per Company's square, ventilated type 

busses overhead connected to the flat 

Federal busses going down to the main 
service switches. 


Figure 9 (Bottom). General Electric 
“Q-Flooring” makes its debut in Fort 
Worth in three large buildings being 
erected simultaneously. Some 3600 
feet of triple headers are being in- 
stalled in the Fort Worth National 
Bank Bldg., covering three floors a 
block long and half a block wide. The 
photo shows how conduits are attached 
to the Q-floor cells to serve outlets in 
partitions, 
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wires of the multi-speed motors 

General Electric “Q-Flooring” 
was installed on the ground, second 
and third floors. Three rows of 
headers were used, one for electric 
outlets, one for telephones, and one 
for auxiliaries, such as buzzers and 
intercommunication. 

Each set of headers extended a 
distance of 200 feet, and there were 
six sets on each of three floors. Fig- 
ure 9 shows conduit attached to in- 
dividual cells for outlets which are 
to go in partitions. Later floor out- 
lets will be inserted where needed 

Sixty-three thousand feet of Na- 
tional Electric ‘“Nepcoduct” (un- 
derfloor raceway) was installed in 
the first basement and on all the 
floors from the fourth through the 
fifteenth. 


Figure 10 gives a close-up view 


of a junction box where splices in 
the wire are made and out of which 
conduit is brought for individual 
outlets in partitions. Floor inserts 


were installed at the insert loca- 
tions. Triple duct was used with 
factory inserts on 24-inch centers 
One duct was used for electric out- 
lets, one for telephones, and one for 
auxiliaries as was done in the 
“Q-Flooring. 

In addition to the “Q-Flooring” 
and the “Nepcoduct,” 90 miles of 
copper wire of various sizes were 
used to complete the wiring in this 
building, all of which was installed 
in rigid steel conduit, Figure 11. 


(Please turn to page 80 


Figure 10 (Top). Sixty-three thousand 
feet of “‘Nepcoduct” was installed on 
thirteen floors for electric outlets, 
telephones, and auxiliary call and 
communication systems. The triple 
duct extends in four directions from 
each junction box. In addition, con- 
duits were connected to the junction 
boxes at 45 degrees to the duct runs. 
These conduits provide for outlets in 
partitions. 


Figure 11 (Center). In spite of the 

extensive use of floor duct, a tremen- 

dous amount of conduit was used. 

Here are some typical runs shown be- 

fore scaffolding and temporary wiring 

were removed. About 90 miles of wire 
was pulled into raceways, 


Figure 12 (Bottom). Lighting in east 

wing lobby before finish plaster was 

applied. Cove lighting is Frink 100- 

watt fluorescent fixtures. and down 

lights (not vet installed) are 750- 
~ watt Frink fixtures. 
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Construction 


Specially improvised clamps 


speed up conduit work 


by Wendell O. Givens 


® A METHOD that reduces drasti- 
cally the time required to install 
switch legs, exit lights, and similar 
installations, has been developed by 
Dyer Electric Co., of Birmingham, 
Ala. 

A clamp device, made by Troy 
Ward, who supervised electrical 
work at the new Birmingham vet- 
erans hospital, holds switch legs 
and dome stations securely and ac- 
curately in place while brickmasons 
work around them. 
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Previously, Mr. Ward points out, 
it was necessary for an electrician 
to be present to hold switch legs 
and other 


while the 


installations in place 


brickmasons worked 
around them—each job requiring 
as much as 20 minutes. By using 
the new clamp device, electricians 
need only five minutes or so to “set” 
it; then they are free to work else- 
where, coming back at their own 
convenience to remove the clamp. 


With 65 brickmasons working, 


ideas that 


Here is the way Troy Ward’s clamp 
arrangement fastens on to a door 
buck. A seat clamp is welded to each 
end of the flat iron bar and the clamp 
on the right holds the conduit in place. 


Mr. Ward estimated he would have 
With the 
new clamp, he never needed more 
than 12. Time 
worth the small cost of making the 


needed 30 electricians. 
saved was well 


clamps, he said, in view of the fact 
that there were about 2,000 switch 
legs and 500 dome stations to in- 
stall. 

Ward sketched his plans for the 
clamp, got hearty approval from 
company officials, made two model 
clamps (one for switch legs, one 
for dome stations) with the assis- 
tance of Wayne Thompson, of Bir- 
mingham electrical workers union. 
The models were highly satisfac- 
Ward more 
from the Dyer machine shop. He 
figured the cost at about $6.50 each, 
so that 
itself. 

The clamp for switch legs is de- 


tory, so ordered 25 


a clamp quickly paid for 


This drawing shows special clamp de- 

signed to hold boxes for exit lights. 

ete. The spacer attached to the upright 

bar fits into the device plate and holds 

it in proper relative position when the 

clamp is fastened as shown to the top 
of the door buck. 
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reduce labor 


costs 


This sketch of the clamp for holding switch leg conduit in place shows the 

offset which gives the switechbox proper alignment when the left end of the 

clamp is clamped to the front edge of the metal door buck. Note sections of 
split pipe brazed to right clamp so that conduit cannot slip out. 


(Left) Troy Ward holds the clamp device he made to hold switch legs in place 
while brickmasons work around them. Mr. Ward reports the clamp cuts instal- 


lation time drastically on major construction jobs. 


(Right) This clamp is 


designed for use on dome stations. Here it is fitted to the top of a door buck. 


signed to anchor to the top of a 
door buck, extending beyond for 
the exact distance between the 
switch and door. It consists of a 
flat iron bar with seat clamps 
welded to each end. Clamp No. 1 
anchors to the door buck; No. 2 
holds the conduit securely in place. 
To make certain the conduit doesn’t 
slip, a small pipe is slit in half and 
brazed onto the jaws of the seat 
clamp. 

For the dome station, exit light, 
etc., a single clamp is welded to 
tne iron bar. The clamp fastens to 
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the top of the door buck, and the 
upward. A 
which fits into the device plate, is 


bar extends spacer, 
brazed onto the bar. The clamp is 
then wired to the box. 

Ward figures that on jobs requir- 
ing hundreds of switch legs, exit 
lights, etc., the ratio of electricians 
to brickmasons can be cut from one 
to three to as low as one to 25. 

The clamps, he pointed out, can 
be applied at the electrical contrac- 
tor’s convenience, then taken off 
any time after the brickmasons are 
finished. For the hospital job, the 
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25 clamps he had made up were 
used over and over again. “They 
said. And 
Thompson, business agent of Local 
No. 136, IBEW, was just as enthu- 
silastic about them. 

The 10-story, 487-room vet hos- 
pital is scheduled for occupancy 


this fall. 


were lifesavers,” he 


Welding saves time 
on Q-floor job 


® By USING tack welding to fasten 
header ducts to Q-flooring, Canter- 
bury Electric Co., of Birmingham, 
saved more than 25 per cent on la- 
bor costs on a recent job. 

With more than 2,000 feet of 
header duct to install in a 10-story 
addition to the Liberty National 
Life Building, Frank Canterbury 
and Dudley Trayler decided to try 
the -welding method instead of 
using the conventional screws 

They picked up an electric weld- 
ing machine at a junk yard—and 
the machine paid for itself 100 
times over, they report. There was 
no saving on materials, of course, 
but the welding method often was 
twice as fast in fastening couplings 
and will be more secure, as screws 
sometimes become loose through 
vibration. 

For added strength, the ducts 
were tacked between couplings as 
well as at the couplings. 

The Liberty National addition 
was one of the largest electrical 
jobs in the Birmingham district in 
recent months. 


Job shanty serves 
as workshop, too 


by E. C. Tabor 
General Foreman 
Howard B. Foley Company 

@ THE JOB SHANTY can be more 
than just a place in which blue- 
prints are read and noon lunches 
With or without the 
addition of a leanto or open shed, 


are eaten. 


its extra floor space can be used 
for either floor models or bench 


models of power-operated tools 
which will increase the over-all ef- 
ficiency of the job and make condi- 
tions easier for the crew. 


(Please turn to page 78 








‘Prefabrication on 
repetitive plans 


@ LABOR COSTS were reduced one- 
third on the electrical installation 
of the Rosedale Housing Project, 
Fort Worth, the electrical contrac- 
tor estimates, through prefabrica- 
tion of electrical metallic tubing 
into combinations that repeat many 
times throughout the installation. 
C. E. Cernik, of the Greve Elec- 
tric Co., Houston, who is supervis- 
ing the company’s projects in Fort 
Worth, is now applying the same 
principal to another project, the 
Jarvis Heights Apartments. For 
this project, which has 47 two-bed- 
room, one-story duplex units and 55 
two-bedroom, one-story, four-fam- 
ily units, Mr. Cernik has devised 


23 basic patterns for prefabrica- 


“ay? . 


ae 


- 
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tion of electrical metallic tubing to 
cover the entire job. 

Each pattern is numbered from 
one to 23, and each numbered pat- 
tern fits a similarly numbered sec- 
tion in a given type structure. 

For instance, number 13 repre- 
sents a section of l-inch tubing 
extending from a meter base to a 
service switch. The total run is 19 
feet, 10 inches long. Three pieces 
of tubing are required as follows: 
one straight length 6 feet, 7 inches 
long; one straight length 3 feet, 3 
inches long (these two are made 
from one standard 10-foot length, 
cut once); and one ten-foot length 
turned up six inches on each end. 

Together, they represent a rise 
of 7 feet, 1 inch, a horizontal dis- 
tance of 9 feet, 3 inches, and a drop 
of 3 feet, 9 inches. 

Number 18, on the other hand, 
requires four pieces of '%-inch tub- 


“3 10-6" 


wee 


Fipt /éfet int ti sak. 


~ elder 
Serre whos 2 7” 


ing, and represents a run 22 feet, 4 
inches long from a switch panel tc 
an outlet, as follows: one straight 
piece 3 feet, 3 inches long; one 
straight piece 6 feet, 7 inches long 
(standard length, cut once); one 
ten-foot length turned up six inches 
on one end; and one piece 2 feet, 
14% inches long turned up six 
inches on one end. 

This, when put together, repre- 
sents a rise out of the panel a dis- 
tance of 3 feet, 9 inches, a horizon- 
tal run 11 feet, 9 inches, and a drop 
to the opening a distance of 7 feet, 
1 inch. 

The proper number of each pat- 
tern is fabricated in the field shop, 
called for by number as needed, 
This 


practice, then, saves money on a 


and assembled on the job. 


housing project just as surely as it 
does on a “typical-floor” slab job on 
a large building. 
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This is a reproduction of a working drawing made by Greve 
Electric Company for use in fabricating electrical metallic 
tubing for the Jarvis Heights Apartments, Fort Worth. In 
this installation, the same patterns were repeated in a 


38 





int Pe genet 08 neh 
Oe Mp Hance Swen 40%) 




















large number of units. Each run of tubing was numbered 
and exact calculations made for its prefabrication as shown 
at the left of the drawing. The result was a considerable 
saving in labor on this large electrical installation. 
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by L. Lindin 


@ THE LIGHTING installation com- 
pleted recently for the Art Carpet 
Co., Houston, Texas, is a good 
example of the need for co-ordi- 
nating the application of lighting 
equipment with the effect of illumi- 
nation color and arrangement on 
the merchandise being sold. 
Bill Newman, vice-president and 
general manager of the Art Carpet 
Co., incorporated some original 
ideas in the lighting for his new 
display room. He reports that car- 
pet displays generally suffer be- 
cause of two negative features: Ceiling mounted spotlights were selected for the illumination of the display 
(1) poor lighting, and (2) adverse room of the Art Carpet Co., Houston, in order to direct an abundance of light 
effect of the artificial lighting and directly upon the merchandise displays. Careful selection of colors for the 


7 ceiling, walls, furniture, and cabinets, permits the display of the rug against 
colors of the furniture, floors, and neutral shades with an over-all effect of dawn light. 
walls, on the rug sample being 


shown to a prospective customer. 

Although Mr. Newman’s concern 
in this respect is limited to the con- 
sideration of carpets and rugs, the 
same principles apply to the mer- 
chandising of other similar arti- 
cles, especially where colors and 
texture are important factors in 
closing sales. 

Mr. Newman is well aware of 
the fact that many retail stores 
are illuminated by “daylight” 
lamps. Nevertheless, in his opinion, 
many of those installations fall 
short of their goal because the 
eombination effect of the daylight 
illumination plus the color, or lack 
of color, of the walls, floor, and 
ceiling is not the result of scientific 
co-ordination. 

The general idea behind his light- viewed against the background of niture is in natural blonde with 
ing design was to provide an abun- neutral colored furniture. very light grey upholstery. His 
dance of illumination against a In planning his new display display tables have tops of pure 
neutral or essentially colorless room, Mr. Newman selected a very white opaque glass. Certain por- 
background. In his opinion, this pale green or “early dawn” shade tions of the display cabinets utilize 
accomplishes two things: (1) It for the ceiling. A cocoa-brown light wood shades. 
provides plenty of light to actually color was selected for the walls and These colors are essentially neu- 
illuminate the rug samples. (2) It parts of the display cabinets. His tral, Mr. Newman says, or else they 
accentuates the beautiful colors of floor is covered by a neutral green are neutral by contrast. The pale 
the rug samples when they are rug. Tables, chairs, and other fur- (Please turn to page 78) 
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Look at the future 
of the 
lighting business 


by E. D. Stryker 
General Electric Company 
Cleveland, Ohio 


@ SINCE E:DISON’s invention of the 
first practical lamp and_ bipolar 
generator, the lighting business for 
all of us has been unusualy healthy 
and profitable. Within our lifetime, 
we have seen truly spectacular de- 
velopments, which, in the main, 
have been the results of amazing 
discoveries and improvements in 
light sources and lighting equip- 
ment. 

Like Topsy, we just grew and 
grew, until last year, we rang up 
over $310,000,000 worth of fixture 
business, as represented at the 
manufacturers’ selling price. 

It is the future that rightfully 
demands our attention now. The 
questions we want answered are: 
What can we expect tomorrow? 
What will business be like next 
year? What will we do the year 
after that? 

One indication is given by recent 
estimates made in Washington by 
the National Production Authority 
for the purpose of allocation of 
materials to the lighting industry. 
All of the figures are based on man- 
ufacturers’ selling prices. The 
NPA considers these figures to be 
conservative, yet they have esti- 
mated that for this vear, we will do 
a $331,600,000 business. For 1953, 
they estimate—and conservatively 

$341,200,000 worth of business 


This article is adapted from an ad- 
dress made before the recent conven- 
tion of the National Association of 
Electrical Distributors. Mr. Stryker is 
manager of Utilities and Fixture Pro- 
motion Sales for the Lamp Division of 
General Electric. 


40 


in lighting, or almost $40,000,000 
over the volume of 1951. Although 
hardly the increase shown in pre- 
vious years, the prediction for 1954 
is $341,000,000 plus. 

Just where is this happy increase 
in business going to come from? 
Based on the even trend of the last 
few years, we can safely assume 
that slightly over 85 per cent of the 
large lamp business will be ac- 
counted for in three major markets 

industrial, commercial, and resi- 
dential. 

The growth of the lighting busi- 
ness within these three markets 
can best be expressed by two con- 
cepts. The first we call horizontal 
growth. That is, the approach to 
saturation in the number of poten- 
tial customers, a goal which has 
practically been reached except for 
the lighting of new buildings and 
increases in population. 

The second measure of growth 
can be called vertical. It is the ap- 
proach to saturation in the sale of 
adequate lighting standards to the 
mass of individual customers. This 
goal has constantly risen with the 
progress in the art of lighting and 
with the growing awareness by the 
public of the lighting requirements 
for correct seeing as scientifically 
established by Matt Luckiesh and 
his associates in the Lighting Re- 
search Laboratories, at Nela Park. 

It is this field of vertical growth 
that contains the greatest potential. 
For although precise facts are not 
available, reasonable estimates in- 
dicate that the average lighting 
now in use by industry and com- 


merce is between 60 and 80 per cent 
below the standards of lighting 
necessary for efficient seeing. In 
the residential fieid, similar esti- 
mates show that the average home 
lighting is roughly between 60 and 
80 per cent below reasonable light- 
ing standards. 

While it may be of some comfort 
to know that there is such a tre- 
mendous growth potential ahead in 
all three major markets, it would 
be even more comforting to con- 
template a concentrated effert to 
sell the customer at least the mini- 
mum amount of adequate lighting 
that has been proven to be to the 
customers’ own best interest. 

As an example of what is the cut- 
tomer’s own best interest, let me 
cite this simple case history. A year 
or so ago, the lighting levels in a 
government office were raised from 
10 to 50 foot-candles. In addition, 
the office and equipment were re- 
painted in light, cheerful colors. 
The results: a 5's per cent increase 
in the number of punched cards 
turned out. 


200% return on investment 

This increase paid the cost of the 
improved seeing within six short 
months. Based on these figures, the 
vearly saving is more than double 
the cost of the better seeing. In 
other words, it is a 200 per cent 
rrofit on the investment in lighting. 

This is not just an isolated case. 
In increasing numbers, customers 
are showing their willingess to ac- 
cept not only the minimum of cor- 
rect lighting, but also something 
over and above that. Within the 
I have had the op- 
observe 


past ten years, 
portunity to intimately 
several hundred sales which have 
been achieved, not on the basis of 
the lowest dollar investment, but, 
rather, on the basis of the least 
expensive investment in over-all 
lighting results. 

I have no doubt of the sincerity 
of those who subscribe to the creed 
that lighting at the lowest price is 
in the customer's best interest, but 
theirs is a misguided belief. And it 
is a belief that exists in all seg- 
ments of the great group who con- 
tribute to the decision on what 
lighting is finally installed by the 
user—it includes manufacturers as 
well as distributors, architects as 
well as consulting engineers, gen- 


ELECTRICAL SOUTH for AUGUST, 1952 





eral contractors, and all the others 
in the field. Their’s is a misguided 
effort to truly render the best pos- 
sible service to the client. 

The consuming public in our 
major markets is definitely ready 
and willing to accept better light- 
ing. If they are not, then how can 
we account in industry for the 
growing number of installations of 
the more expensive type of com- 
mercial lighting equipment which 
can provide more comfortable light- 
ing for the seeing tasks along the 
production line? 


Trend to better equipment 


indus- 
trial lighting equipment have rec- 
ognized the trend, and they are 
now beginning to make available 
new equipment that can provide the 
sort of lighting that is needed. In 
the commercial field, practical test 
installations 


Some manufacturers of 


conducted in many 
cases by the users themselves in- 
dicate the growing awareness of 
the value given to lighting for sell- 
ing. 

It is common knowledge that 
supermarkets are setting the pace 
in store lighting—to such an extent 
that they often utilize more light- 
ing than the lighting industry it- 
self has normally suggested. School 
authorities are not accepting, they 
are demanding, better lighting than 
the industry recommended even a 
short time ago. In the case of the 
residential field, I will shortly pre- 
sent some evidence which is as con- 
vincing as it is startling. 

As so many of us know, the resi- 
dential lighting market has been 
in a slump ever since the twenties. 
At that time, style factors plus an 
inability at the manufacturer’s level 
to visualize and adopt new concepts 
and new sources in lighting created 
for the distributor a marketing 
mad-house. Those. distributors who 
were in business during the twen- 
ties will probably remember the 
residential lighting business as a 
sad and sorry story of obsolete 
stock, high inventories, and result- 
ing net losses. 

But present surveys now indicate 
new and encouraging trends. With- 
in the past few years, there seems 
to have been something of a minor 
revolution. For the first time since 

(Please turn to page 76) 
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Novel use for the 500-w R-40 


by Carter Lewis 
Commercial Sales Manager 
Union Electric Company 
of Missouri 


@ AN IMPORTANT application of a 
brand new product—the 500-watt 
R-40 spotlight lamp—has been 
made in Brentwood, Mo., in the il- 
lumination of traffic officers, direct- 
ing traffic at 
after dark. 


The accompanying 


busy intersections 
photograph 
shows traffic officer Stewart Ducey, 
of the Police Department of Brent- 
wood, directing traffic at the major 
traffic artery intersection, Brent- 
wood Blvd. and Eager Road. 

The lighting of this traffic officer 
has been accomplished by the in- 
stallation of one of the newly devel- 
oped lamps, the 500-watt R-40 spot- 
light lamp, mounted in a diecast 
aluminum light 
cross-suspension cables placing the 
luminaire directly over the traffic 
officer. The luminaire is mounted 
16 feet above the roadway. 

Some idea of the amount of il- 
lumination is obtained 
intensity 


street hood on 


from the 
readings in concentric 
Directly under the spot- 
light, in a circle 1 foot, 4 inches in 
diameter, the illumination 
sity is 120 foot-candles. In the next 


circles. 
inten- 


circle, 2 feet, 6 inches in diameter, 
the illumination intensity is 100 
foot-candles. In the next circle, % 
feet, 8 inches in diameter, the in- 
tensity is 85 foot-candles, and at 
the outer edge of a circle 5 feet in 
diameter, the illumination intensity 
is 60 foot-candles. 

Brightness meter readings are, 
perhaps, more indicative of the 
visibility of the traffic officer when 
illuminated by the 500-watt R-40 
spotlight lamp. With the officer 
dressed in a light blue-gray uni- 
form, as shown in the illustration, 
the illumination intensity on the 
shoulders is 180 foot-candles while 
the brightness is 75 foot-lamberts. 
On the upper forearm, the corre- 
sponding readings are 100 and 42, 
respectively. The illumination in- 
tensity on the white gloves, while 


“beckoning” traffic to proceed, is 
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125 foot-candles and the brightness 
is 100 foot-lamberts. The corre- 
sponding figures on white gloves 
while directing traffic to “proceed 
through” are 60 and 50, 
tively. 


respec- 


This installation was made under 
our regular street light filing on 
the contract with the city of Brent- 
wood, Mo. The location is in the 
very corner of that city, adjoining 
the city of Richmond Heights, Mo 
The traffic patrolling at this inter- 
section is jointly 
municipalities. 

The city officials of both munici- 
palities are pleased with the in- 


done by both 


stallation, and we have received 
letters from a number of the offi- 
cials commenting on this light as 
traffic flow and 


improving traffic safety. 


greatly speeding 


The recently introduced 500-watu R-40 
spotlight lamp has been used advan- 
tageously in Brentwood, Mo., for the 
illumination of traffic officers at major 
traffic artery intersections. The aver- 
age illumination on the officer directly 
under the lamp is 100 to 120 foot- 
candles, and the brightness of hi« 
white gloves is in the range of 50 to 
100 foot-candles. 
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Let’s sell wirin 


® Two BILLION dollars in extra 
business is awaiting the electrical 
contractors who shape their pro- 
motion plans to tap the home wir- 
ing modernization market. 

If the estimate of a two million 
dollar market seems large, one has 
only to examine the statistics from 
which it was derived. The 1950 
housing census shows that of the 
45,894,000 homes in the country, 
23,383,000 are owner occupied. Ex- 
perience indicates that almost 
every home five years old, or more, 
needs some supplemental wiring. 
Where special promotions have 
been carried on, the average wir- 
ing modernization job has been ap- 
proximately $100. 

It is only a matter of simple 
arithmetic to determine that 20 
million homes in need of supple- 
mental wiring at approximately 
$100 each represents a potential 
market of 2 billion dollars. 

Obsolescence in home wiring 
has taken place at a very rapid 
rate because of the many new and 
improved electrical appliances that 
have come into active use. 

A review of electrical industry 
advertising shows that in the 20 
year period from 1910 to 1930 some 
22 items of electrical equipment 
for use in homes were actively 
promoted. In the 10 year period 
from 1930 to 1940, 17 new devices 
were actively promoted. In the 
next 10 year period, from 1940 to 
1950, 7 more electrical home appli- 
ances came into existence. And 
even in 1951, 10 electrical appli- 
ances were actively promoted that 
had not previously received exten- 
sive promotion. 

The over-all result is that today 
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some 56 popular electrical living 
items are being bought in great 
numbers, but many of the owners 
of the 20 million owner occupied 
homes are learning that they can- 
not get satisfactory service from 
some of this equipment without 
additional wiring. 

Of the 56 electrical appliances 
for home use, a number of them 
require separate circuits and, gen- 
erally, a three-wire service. Among 
these are ranges, water heaters, 
attic fans, air conditioning, room 
coolers, garbage disposal units, 
dish washers, clothes dryers, and 
automatic washers. 

The National Adequate Wiring 
Bureau is urging a plan of action 
for home wiring modernization. It 
has just issued a most informative 
bulletin under the heading “Let’s 
sell wiring to our biggest market!”. 
The bulletin points out that there 
is more business for everybody in 
organized campaigns to promote 
home wiring modernization. 

In localities where such cam- 
paigns have been conducted elec- 
trical contractors and their whole- 
sale supppliers have_ benefited 
from thousands of dollars of. wir- 
ing modernization business; deal- 
ers and their wholesalers have 
benefited by the sale of more jamps 
and appliances; and utilities have 
had substantial increases in kilo- 
watt - hour consumption. (Actual 
meter records in two towns proved 
that in rewired houses kilowatt- 
hour consumption increased 30 per 
cent.) 

To help the electrical industry 
plan a program that will fit local 
conditions, the Bureau describes 
promotional campaigns in three 


Parade of new appliances has made home wiring obsolete 


and created a $2,000,000,000 potential market 


different areas representing a 

large metropolitan market, a four- 

city trade area, and a small city. 
Metropolitan market 

Co-operative advertising, indi- 
vidual selling, and incentive bo- 
nuses have been most productive 
in seasonal wiring modernization 
campaigns sponsored by an elec- 
trical league in a large metropoli- 
tan market area. 

Such wiring modernization pro- 
grams have been carried on in this 
area since 1949—repeated each 
year at the request of the electri- 
cal contractors. The activity has 
been equally effective in both the 
city and the suburban areas. 

The local electrical league in- 
forms the electrical contractors of 
the campaign plan by distributing 
literature and application blanks 
well in advance of the campaign. 
The league also prepares adver- 
tisements to appear in metropoli- 
tan and neighborhood newspapers, 
listing the names of the partici- 
pating electrical contractors. The 
league also uses other means to 
promote the campaign to the pub- 
lic, one such means being wiring 
displays placed in bank lobbies. 

An interesting feature of this 
electrical league campaign is the 
series of prizes and bonus pay- 
ments made to contractors and dis- 
tributors salesmen. A point sys- 
tem is used as a means of ceter- 
mining the wiring modernization 
done by each electrical contractor. 
This system includes 50 points for 
increasing the size of service en- 
trance (where the wiring isn’t 
necessary as part of an appliance 
installation), 20 points for each 
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branch circuit added (providing it 
isn’t required as part of an appli- 
ance installation), and 5 points for 
each convenience outlet, lighting 
outlet, or each 5 feet or major 
fraction of continuous multioutlet 
assembly. 

At the end of the campaign pe- 
riod, the contractors earning the 
greatest number of points receive 
a total of 10 prizes ranging from a 
first prize of $100 to seven prizes 
of $25 each. 

In addition, as a further incen- 
tive to electrical contractors, cash 
bonuses are paid on the basis of $5 
for each hundred points accumu- 
lated, plus a $3 bonus for each 
home in which at least a hundred 
points are earned. 

The electrical contractors con- 
tribution toward the campaign in- 
cluded a cash contribution from 
each participant of $25. In addi- 
tion, the league urged the contrac- 
tors to run additional small ads at 
their own expense and over their 
own signatures tieing in with the 
campaign, to distribute hand-out 
literature to customers, to explain 
to customers the convenience and 
necessity of adequate wiring for 
modern living, and to 
sell larger service entrances, more 
branch circuits, and extra outlets, 
when in the home doing repairs 


electrical 


and small wiring jobs. They were 
urged to accept even small jobs 
and then make them bigger by ex- 
plaining the customer’s need for 
adequate wiring. 


Four-city area program 
A well organized 
Wiring modernization campaign, 
operating in a four city area, is 
paying dividends both to contrac- 
tors and utility company through 
the utilization of specialty sales- 
men on salary-plus-commissions. 
The sales personnel consists of 
a home wiring supervisor, a full 
time draftsman, and five home wir- 
ing advisors, all employed by the 
utility company especially for 
work on the home wiring improve- 
ment program. The home wiring 
advisors are mature women, all of 
whom are homemakers, and own 
their own cars. 
The sales training for the home 
wiring advisors included a three- 
day training school on adequate 


co-operative 
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Install enough outlets for 
handy use of lamps and 
appliances. 

Install enough circuits for 
efficient operation of lamps and 
appliances. 

Call us for help, advice, 
estimate. 
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We install extra circuits, out- 
lets, larger main panels. We 
replace outmoded lighting 
fixtures. 








— EXPERTS IN MODERN 


WIRING METHODS — 


The electrical contractor operating in an area where there is no electrical league 
or other co-operative promotional group can carry on a good one-man campaign 
for home wiring modernization by making use of the materials available from 
the National Adequate Wiring Bureau. Here are typical mat reproductions that 
can be used advantageously in newspapers and shopping news. The Bureau 


has a series available at nominal cost. 


Also available are hand-out folders and 


other material. 


wiring fundamentals, layouts, etc.; 
detailed instruction on procedure; 
get acquainted calls on electrical 
contractors, city electricians, and 
builders who specialize in remodel- 
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ing work; and practice on custom- 
ers in the field. In addition group 
meetings were held with the home 
wiring supervisor once a week, and 
(Please turn to page 73) 
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Keeping up with CPR-93 


The construction ceiling price order is still in effect and 


applies to the great majority of electrical contractors 


@ THE APPLICATION of Ceiling 
Price Regulation 93 to that con- 
struction industry, with its many 
different types of operators and op- 
erations, has resulted in a- very 
considerable number of questions 
as to the intent of the order. 

In order to help those covered by 
this regulation to fulfill its require- 
ments, the Office of Price Stabili- 
zation has issued occasional inter- 
pretations, explaining how the 
regulation is to applied under cer- 
tain prescribed circumstances. 

Ten such interpretations 
released recently, covering situa- 


were 


tions which may arise in connec- 
tion with the operation of an elec- 
These 
are given in the following para- 
graphs. 


trical contracting business. 


Interpretation 14—Exemption of 
“one-man shop”—Scope of exemp- 
tion (Section 1-b). 

CPR 93, section 1 (b) as 
amended, provides that “Neither 
this regulation, nor any other regu- 
lation heretofore or hereafter is- 
sued ... shall apply to the sale of 
construction services by an individ- 
ual man or woman who neither em- 
ploys or uses the construction ser- 
vices of one or more persons nor 
employs or uses the construction 
services of one or more subcontrac- 
tors .. .” Inquiries have been re- 
ceived whether such sellers are ex- 
empt only from CPR 93 and still 
covered under the provisions of 
CPR 34. Section 1 (b) of CPR 938 
provides for complete exemption 
from price control of sales of con- 
struction services by one who 
meets the requirements of this sec- 
tion and he is, therefore, not only 
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exempt from the provisions of CPR 
93 but also from those of CPR 34. 


* * % 


Interpretation 15—Exemption of 
“one-man shops” — Violation of 
CRP 34 (Section 1-b) as amended. 

The exemption granted “one-man 
shops” went into effect November 
20, 1951, when CPR 93 became ef- 
fective. Acts which occurred prior 
to that date and which violated 
CPR 34 were not legalized by the 
issuance of CPR 93. The languaye 
of section 1 (b) “neither this regu- 
lation nor any other regulation 
heretofore or hereafter issued by 
OPS” is applied only prospectively. 
However, the “one-man shop” ex- 
emption of CPR 93 would apply to 
regulations previously issued. 


Interpretation 16—Exemption of 
“one-man shop’—Occasional em- 
ployees (Section 1-b) as amended. 

In the heating 
branch of the construction indus- 


plumbing and 


try, persons who customarily oper- 
ate as “one man shops” and thus 
would be exempt from price control, 
occasionally utilize one or more em- 
ployees for various intervals. Dur- 
ing the periods when such occa- 
sional employees are engaged the 
exemption from price control no 
longer applies, and ceiling prices 
for work done during such periods 
must be established under CPR 93. 

Where a contract for construc- 
tion services is entered into at a 
time when occasional employees are 
engaged, and thereafter, but before 
performance is completed, there is 
a reversion to the “one-man shop” 
status, CPR 93 is no longer appli- 
cable. However, this does not have 


the effect of abrogating any con- 
tract already in existence. 

On the other hand, where a con- 
tract is entered into while the “one- 
man shop” has no occasional em- 
ployees, and subsequently, before 
performance is completed, occa- 
sional employees are engaged, CPR 
93 thereupon becomes applicable, 
including all applicable reporting 
and record keeping requirements, 
and the price provided in the con- 
tract must be recomputed to the ex- 
tent that it is inconsistent with the 
applicable provisions of the regu- 
lation. 


Interpretation 17—Exemption of 
“one-man shop’—Scope of exemp- 
tion (Section 1-b). 

Where a partnership of two or 
more individuals is engaged in a 
construction business, even though 
it has no employees or subcontrac- 
tors, and all construction work is 
done by one or more members of 
the partnership, such operations 
are covered by CPR 93, since it is 


not a “one-man shop.” 

Interpretation 18—Continued 
use of CPR 34 prices (Section 5). 

Section 5 (a) of CPR 93 permits 
a seller of construction services to 
continue to determine his ceiling 
prices for sales of those services 
under CPR 34 if his (higher) ceil- 
ing prices have been properly re- 
ported pursuant to CPR 34. A seller 
who desires to continue to use 
prices determined under CPR 34, 
must, among other things: 

(a) Have filed the appropriate 
reports of CPR 3¢ 
with the proper 
OPS. 


ceiling prices 
district office of 
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...for service, quality, 
true economy, 


always specify... 


devices 


. acomplete line offering long-life, 
trouble-free performance, and price 
ranges to fit every job requirement. 
Leviton’s vast selection makes 
standardization simple, too. 

For residential, commercial, 
or farm installations 


leading architects and . 
or residential use 
contractors specify 
} : combination devices of T-rated switches and 
Leviton “tested” devices. receptacles ... T-rated flush toggle switches ... 
ceiling receptacles, porcelain or plastic, with 
or without outlets... 


for industrial and commercial use 


T-slotted, double contact, 2 and 3 wire 
receptacles, flush or mounted on covers . 
brass shell, plastic or porcelain pendant sockets 
and switches... cartridge and plug fuse 
cutouts ... entrance switches 

Lev-o-let surface installation 

devices for farm, factory, 

camp and cellar . 

flush and butt mounted 

flourescent, slimline, 

and circline devices . 


Send today for the new Leviton catalog — 96 pages of valuable wiring 


information and full descriptions on more than a thousand Leviton devices. 


LEVITON MANUFACTURING COMPANY | LEWETON 


main office: Brooklyn 22, New York *« warehouses in: Chicago and Los Angeles 





plants in: Brooklyn, New York © Hillsgrove, Rhode Island « Pawtucket, Rhode Island 
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. 


(b) Have filed reports required 
by CPR 34 on or before the dates 
required by that regulation and be- 
fore November 20, 1951, the effec- 
tive date of CPR 93, for construc- 
tion services which he desires to 
continue pricing under CPR 34. 
Unless the reports were filed prior 
to the applicable date, the seller 
may not retain his ceiling prices 
for such construction services un- 
der CPR 34. 

(c) Have filed the report re- 
quired by section 32 of CPR 93. A 
seller who under section 5 of CPR 
93 is accorded a right to continue 
pricing construction services under 
CP 34 may subsequently change to 
CPR 98 ceiling prices for such ser- 
vices. However, once he has put 
into effect prices under CPR 93 for 
such services he may not subse- 
quently revert back to CPR 34 ceil- 
ing prices. 


Interpretation 19—Contracts in 
progress on November 20, 1951 
(Sections 5-a and 5-c). 

Section 5 (c) specifically pro- 
vides that, with respect to jobs 
which were in progress on the ef- 
fective date of CPR 93, sellers with 
ceiling prices established in accord- 
ance with CPR 34 are not required 
to change contract prices to comply 
with ceiling prices determined un- 
der CPR 93. The purpose of this 
provision is to make it clear that 
where a job is in progress pursu- 
ant to a contract, the seller is not 
required to change his prices and, 
in effect, change the contract. The 
seller may, however, change his 
prices to comply with CPR 93 
prices if the other contracting 
parties agree. In other words the 
regulation does not contemplate 
overriding preexisting contractual 
obligations. Modification of an ex- 
isting contract, in order to conform 
to ceiling prices under CPR 93, is 
conditioned upon the voluntary re- 
linquishment of prior contractual 
rights. 


¥ 


Interpretation 20 — Distinction 
between lump-sum contracts and 
installed sales (Sections 12 and 
22). 

Questions have been raised as to 
how to distinguish lump-sum con- 
tracts, which are subject to section 
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12, from installed sales, which are 
subject to section 22 (a) or in- 
stalled subject to 
22 (ce). 


sales section 
Installed sales may be made on 
any of the methods 
prescribed in section 22, including 


the basis of 


section 22 (a), which is an installed 
sale on a lump-sum basis. There is 
no difference in the pricing method 
between a lump-sum contract as de- 
fined in section 12 and an installed 
sale on a lump-sum basis defined in 
section 22 (a). The differential be- 
tween installed sales generally and 
the other types of transactions cov- 
ered by CPR 93 is that an installed 
sale is primarily the sale of a com- 
modity which becomes an integral 
part of the structure, such as a fur- 
nace or hot water heater together 
with the services required to in- 
stall that commodity. 

Installed sales subject to section 
22 (c) are distinguished from 
lump-sum contracts and installed 
sales subject to section 22 (a) in 
that the price is not separately for- 
mulated for each sale and will con- 
sequently represent a_ generally 
offered or advertised price for a 
certain commodity on an installed 


basis. 


Interpretation 21—Trade asso- 
ciation dues—Recovery in hourly 
rate (Sections 20-b-2, 21, and 
45-a-12). 

OPS has received inquiries from 
who supply 
services on a time and materials or 
hourly whether 
trade association dues paid by sell- 


persons construction 


rate basis as to 
ers may be recovered as part of 
their hourly costs. 

Such compute ceiling 
prices by adding together their ceil- 
ing hourly charges for labor, ceil- 


sellers 


ing charges for materials, ex- 
pended, and ceiling charges for the 
use of construction equipment. 
Trade association dues may not 
be included in the ceiling hourly 
charges for labor. Hourly charges 
for labor are determined by adding 
together current wage rates, pay- 
roll costs, and the dollars and cents 
margin between labor hourly costs 
during the base period and current 
labor hourly costs. Payroll costs, 
an element in hourly costs, are de- 


fined in section 20 (b) (2) and sec- 


(12) as follows: 


cost of 


Pay- 
roll taxes; and 
insurance plans; and premiums for 


tion 45 (a) 
pension 


compensation, labor, and other re- 
quired insurance based upon your 
payroll; but do not include associa- 
tion dues even if based upon your 
payroll.” It is thus expressly pro- 
vided that 
may not be 


trade association dues 
included in _ payroll 
costs. 

CPR that the 
seller on a time and materials or 
hourly rate basis may recover the 
same dollars and cents margin over 
hourly costs that he recovered dur- 


93 contemplates 


If trade asso- 
ciation dues were included in this 
margin during the base period they 
would at the present time be in- 
cluded in his current margin. 


ia 7 * 


ing the base period. 


Interpretation 22—Reporting re- 
quirement for installed sales (Sec- 
tion 22). 

Sales which are subject to the 
provisions of section 22 (a) or 22 
(b) do not require a report under 
section 32. Only those installed sales 
subject to the provisions of section 
22 (c) need be reported on Form 
103. 

ie ee 

Interpretation 23—Change from 
time and materials to lump-sum 
basis (Section 37). 

Some contractors who, during the 
base period, set prices for their ser- 
vices on a time and materials basis 
have indicated a desire to discon- 
tinue this method of pricing and 
begin pricing on a lump-sum basis, 
thereby eliminating the necessity 
for reporting on OPS Form 101 
under They have in- 
quired whether this change is per- 
missible in view of section 37. 


section 32. 


A contractor may change to the 
lump-sum method of pricing if he 
makes application, as provided by 
section 16 for sellers without base 
period experience. However, if, by 
reason of the change from a time 
and materials to a lump-sum pric- 
ing basis, a service having the same 
formerly 
was offered at a lower price would 


general purpose which 


not now be available except at a 
higher price, the contractor may 
not thereafter refuse to sell on his 
former time and materials basis 
under the circumstances 


permitted hy section 37. 


except 
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miller LEXINGTON 


new and most advanced for 


school lighting 


the fixture that. gives you 


L.O.C.-(low overall cost — cost of fixture, cost of installation, cost of 





maintenance) is the frue cost of any lighting fixture — an important consideration 
in buying or specifying. MILLER LEXINGTON gives you L.O.C. And further, it gives 

you ideal lighting which will minimize eye-strain and fatigue 
The LEXINGTON embodies the latest advancements in illumination engineering. Built into it 


is the experience gained through 108 years of pioneering and progress 
in GOOD LIGHTING. It is the latest-addition to MILLERS complete line of 


luminaires for a wide range of commercial and industrial requirements. 


Miller field engineers and distributors ore 


conveniently located for nation-wide service 








v MILLER LEXINGTON THE Sslles COMPANY MERIDEN, CONN. 


s extremely low bright SINCE 1844 


ness and overall efficiency at L.O.C 


low overall cost.) 


Field Sales Engineers: H. Connell, 132 Heatherdown Road, Decatur, Ga. C. H. Phillips, 212 West Newlyn St 
J. W. Fowler, 2709 Live Oak Drive, Nashville, Tenn. C. Maddox, 2700 Connecticut Ave, N.W 
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Dollar savings 
through standards 


by H. R. Wade 


Electrical Engineer 
Kansas City Power and Light Co. 
Kansas City, Mo. 


@ THis COMPANY has been doing 
everything possible toward adopt- 
ing and utilizing national specifica- 
tions for the purchase of our equip- 
ment. Memberships in the American 
Standards American 
Society for Testing Materials, and 


Association, 


Edison Electric Institute supply us 
with copies of all new and revised 
specifications of those organiza- 
tions. Other national organizations 
keep us informed about their new 
and revised specifications. 

The present engineering depart- 
ment of this company was con- 
stituted on May 1, 1949. Since that 
date, we have originated two com- 
pany specifications, revised 32, and 
canceled 38, leaving a net total of 
60. The 38 canceled specifications 
covered 76 items, all of which are 
now purchased under 50 national 
specifications, divided as follows: 
6 ASA, 16 ASTM, 2 AWPA, 20 EEI, 
2 NEMA, and 4 Federal. 


Case histories 


Specific instances demonstrate 
finanacial and other types of bene- 
fits derived from standardization, 
and from the adoption of national 
specifications. 

August 1, 1950, we standardized 
on five items of meter test blocks. 
On purchases made during the 
following 12 months, our saving 
amounted to $3,280. 

Each anchor had been purchased 
complete with rod, until it was dis 
covered that considerable saving 
could be effected by purchasing the 
two items separately. 
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For 18 years our manila rope had 
been purchased under a company 
specification. We discovered that 
our minimum breaking strengths 
were obsolete, and in many cases 
too low. We canceled our specifica- 
tion and adopted Federal Specifica- 
tion T-R-601a. 

Prior to 1949 no specification was 
used in purchasing tree wire. Com- 
pany custom and practice dictated 
the use of 8, 64-inch rubber insula- 
tion on 4000-volt circuits, with no 
knowledge as to whether copper 
should be soft, medium hard, or 
hard. We then adopted ASA Speci- 
fication C8.16-1940, which stipu- 
lates medium hard copper and for 
1000 volt circuits, 5 64-inch rubber 
insulation, 3/64-inch less than we 
had been buying. 

EEI Specification TD-6 1940, 
for steel crossarm braces, covers 
7-foot alley arm braces, but not 
10-foot alley arm braces, both of 
which items we use. For 10 years 
after this specification was issued, 
only one manufacturer could meet 
our requirements for either item. 
At our suggestion, 4 other manu- 
facturers then adopted Specifica- 
tion TD-6 for 7-foot braces, and 
standardized with the first manu- 
facturer on 10-foot braces. As a re- 
sult, we now have five sources of 
supply, instead of only one. 

Before the issuance of EEI Spec- 
ification TD-12 1946, for pole 
guards, all our pole guards had been 
made to order. Since then, it has 
been possible to get satisfactory 
guards from any manufacturer. 


EEI Specification TD-17, for bolt 
type steel insulator pins with 1l-inch 
lead heads, was issued in 1947. Be- 
fore then, only one manufacturer 
could meet our requirements for 
such pins. Although other manufac- 
turers have displayed a marked re- 
luctance in announcing their ability 
to meet this specification, we now 
have five sources of supply. 

When first issued in 1937, EEI 
Specification TD-1, for steel bolts 
and nuts, did not require full- 
threading of double-arming bolts. 
This feature in many instances 
saves considerable labor cost. When 
revised 12 years later, this specifi- 
cation included the stipulation that 
all D. A. bolts be full-threaded. In 
the meantime, we experienced much 
difficulty in obtaining full-threaded 
D. A. bolts. 

Because of increasing difficulty in, 
and approaching impossibility of, 
obtaining crossarms under our old 
company specification, it became 
necessary to relax our grading re- 
quirements. This we did by adopt- 
ing EEI Specification TD-90 1949, 
for Dougas fir crossarms, modified 
to fit our dimension and drilling 
requirements. In addition to pre- 
serving our sources of supply, we 
gained the advantage of having 
double-arming bolt holes drilled at 
no extra cost. These predrilled holes 
also assure perfect assembly align- 
ment. 


New preduct originated 

One of our company specifica- 
tions deserves especial mention. Al- 
though not having attained its ma- 
jority, it has reached full maturity. 
In our opinion it would have 
national recognition by 
this time, had its span of life not 


achieved 


been measured by a series of crises 
and emergencies. 

Born in 1934 as the brain child 
of our own D. D. Clarke, this speci- 
fication originated our 3-conductor 
service drop cable. This cable con- 
sists of 2 parallel insulated conduc- 
tors, covered by a spirally wrapped 
bare neutral. Originally designed to 

(Please turn to page 52) 
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For safe, efficient, flexible, economical and dependable power 
distribution for machines and lights in industrial plants, 
@® POWERPLUGIN Busduct is unsurpassed. 


@ Made in standard 10-foot lengths with a plugin outlet every 
foot of the way in one side, or alternately in two sides, & POWER- 
PLUGIN makes power available where and 

when it’s needed. 

@ It enables machines to be relocated and regrouped without 
disrupting production, eliminates temporary connections 

and long leads, cuts maintenance costs and affords other 

big savings by reducing power loss and voltage drop to 

a minimum. Too, it’s 100 percent salvageable. 

@ Underwriters’ Laboratories’ approved, @ POWER- 
PLUGIN is available in capacities of 250 to 1000 

amps, 600 volts AC or less with Klampswitchfuz, 

Shutlbrak or Circuit Breaker plugin units for 

200 amps or less. 

e If you want greater plant efficiency 

@ POWERPLUGIN is the answer. For 

further information contact your 

nearest @ representative, listed in 

Sweets or write for bulletins. 


Features of ( POWERPLUGIN 


@ POWERPLUGIN is made of 16-gauge steel with 
attractive gray enamel finish. It is only 7 inches 
wide, 4 inches deep for 600 amps and less and 6 
inches deep for 800 and 1000 amps, permitting 
its use in restricted areas 


Insulators are one-piece glazed porcelain with 
steel channel supports riveted into position 

Sliding cover type plugin openings,simplified ad- 
justable, two-screw type fasteners for plugin units 
two sliding type mounting brackets per section for 
hanging as desired, electro-Silver plated contact 
surfaces at joints with two or four brass jam bolts 
with phosphor bronze cup washers in elongated 
fastening holes are other features 


Frank e(dam Electric Co. 


P.O. 


Makers 


BOX 357 ST. LOUIS 


3, MISSOURI 
of BUSDUCT © PANELBOARDS © SWITCHBOARDS © SERVICE 


EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER 


ELECTRICAL SOUTH for AUGUST, 1952 


















































a 


ALL-STEEL EQUIPMENT In¢.—so00 Kensington Ave., Aurora, Illinois 
""A BOX FOR EVERY NEED*' 
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EXPERIENCE 
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An innovation in the specifications of the Kansas City 
Power and Light Company is that for service drop cable 
features a_ spirally 
wrapped bare neutral. Although the original cables were 
of copper, the company has just begun use of similar 
cables of aluminum. As can be observed from the photo- 
graphs, the cable is continuous from the pole to the meter, 
a feature which has successfully discouraged power theft. 


which the company pioneered. It 


be made of copper, this cable is now 
being made also of aluminum. We 
know that it has been adopted by 


é 

F one sister utility, and we under- 

’ stand that it is being considered by 

_ still others. 

' By adopting 
specifications, 


suitable national 
utilities simplify, 
and reduce the expense of, purchas- 
ing and storing materials. However, 
much, if not all, of these benefits, 
can be lost if no inspection is made 
before materials are received into 
store room stock. Manufacturers 
still make shipping errors, and 
sometimes even ship 
items. 


defective 


Without inspection before accep- 
tance, it is easy for the wrong or 
a defective item to find its way into 
stock and out on the job. In the 
‘atter case, long and expensive de- 
lays may occur. Our own experi- 
ence has justified the expense of 
ultimate strength tests on all over- 
head conductors, except soft drawn, 
and including steel and copperweld 
strand. Rigid inspection is justified, 
also, before acceptance of such 
items as insulators and crossarms. 

Concerted use by utilities of na- 
tional specifications will urge their 
adoption by manufacturers. A case 
in point is the new EEI Specifica- 
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tion TD-22 1951, for pole top pins, 
which differs from present manu- 
facturing practices principally in 
the locations of the 3 bolt holes. Al- 
though we consider the new loca- 
tions quite desirable, no manufac- 
turer has volunteered his intention 
of changing his design. We propose, 
therefore, in future purchases, to 
break the ice by the use of this new 
specification. 

In spite of the tremendous pro- 
gress made in and by standardiza- 
tion, there are still larger fields 
ahead. For instance, when manu- 
facturers standardize on an item 
such as the pole top pin just men- 
tioned, why should they not further 
standardize by using the same cata- 
log number? This practice should 
not detract from the dignity of 
their product. On the other hand, 
it should actually promote sales, 
and it would most certainly elimi- 
nate confusion on the part of the 
user. 


Uniform numbers desirable 


Another example of confusion 
exists in the field of suspension 
hardware. Much of this hardware 
is made in the plant of one manu- 
facturer, who sells to isulator man- 
ufacturers, only. The latter, under 


The company reports that this type of service drop is 
better in appearance than open wire or triplex, is more 
easily installed, especially through trees. The spirally 
wrapped bare neutral makes the cable self-clearing in 
trees. After 18 years of experience with the cable fabri- 
cated of copper the compary reports that it has never had 
a service drop burn down in trees. They hope that alum- 
inum cable will prove equally successful. 


their own brands, sell to utilities, 
either directly or through agents. 
Some, but not all, insulator manu- 
facturers, 
numbers as designated by the hard- 
ware maker. Why should not all of 
them use the same numbers? 
Manufacturers have been known, 


use the same catalog 


for their own advantage, intention- 
ally to confuse the puchaser. I dis- 
covered that all of our purchases 
of a certain item had been made 
from one manufacturer, who shall 
be nameless. For obvious reasons, it 
is our desire to have more than one 
source of supply. I could not iden- 
tify this item, because the manu- 
facturer’s catalog did not list the 
number under which the item was 
being purchased. 

When I called this fact to the at- 
tention of the local representative, 
and requested an explanation, he 
shamefacedly confessed. He had 
furnished a fake catalog number to 
our store room, in order to make 
sure that he would get all the busi- 
ness. When he gave me the real 
number, we added other sources of 
supply. 

Lest I be accused of wholesale 
condemnation of manufacturers, let 
me hasten to state that they are 


y 


(Please turn to page 72) 
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your ALUMINUM SECONDARIES 


SINGLE CONDUCTOR OR CABLE 


..» HUBBARD CLEVISES 


Open Side Clevis 
No. 674 


Sagger Bracket 
No. 710 


1 
md Whol 


Dead End Thimble Clevis 


Insulated Clevis 
No. 675 


No. 568 Special 


The increasing use of aluminum for single conductor cables and in ACSR 
has brought numerous inquiries as to appropriate clevises and other ac- 
cessories on such lines. Here are a few from a large number of Hubbard 
items which are recommended for such use. Write for detailed information. 
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INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers and their agents. 


GE Supply Corp. 
takes new name 


THE NAME of the General Elec- 
tric Supply Corporation has been 
changed to General Electric Dis- 
tributing Corporation, it has been 
announced by Ralph J. Cordiner, 
president of the General Electric 
Company and its new wholesaling 
_ affiliate. The change is effective 
SJuly 1. 

S 

The new corporation will have 
itwo operating divisions. One, to 
ibe known as the General Electric 
*Supply Co., will carry on the busi- 
‘ess of the old supply corporation. 
The other, General Electric Appli- 
sances Co., will carry on a G-E ap- 
pliance distributing business along 
the lines of that formerly con- 
‘ducted by General Electric Appli- 
ances, Inc. 

Personnel of the two divisions 
will remain unchanged. Charles R. 
Pritchard will be president and gen- 
eral manager of General Electric 
Supply Co.; Paul A. Tilley will have 
a similar position in General Elec- 
tric Appliances Ce. 


Anderson establishes 
new fixture business 


A NEW electrical business has 
been opened in Charlotte, N. C., by 
W. T. Anderson, former co-owner 
of the Anderson Electric Company. 
Mr. Anderson sold his interest in 
that concern to go into business for 
himself at 128 North Brevard St., 
Charlotte. 

The new business is located in a 
building that has been remodeled 
and modernized. According to Mr 
Anderson, the showroom for eleec- 
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fixtures will be one of the 
largest and most modern in the 
South. More than 500 outlets have 
been installed, each with an indi- 
vidual switch for fixture demon- 
stration purposes. 


trical 


*‘Dare to Compare” 
sales campaign 

IN AN UNUSUAL departure from 
conventional practice, Westinghouse 
Electric Corporation is merchan- 
dising motor controls with its new 
“Dare to Compare” program. This 


program is aimed at both the user 
and resale markets and high lights 
the ease ol and the 
efficient design of Life-Linestarter 
motor controls. 


maintenance 


The program began with an ex- 
tensive campaign in 
business will include 
contacts by 


advertising 
papers, and 
customer com 
pany salesmen, direct mail promo- 
tion, and an “add-a-part” program 
that will give thousands of pros- 


direct 


pective customers an opportunity 
to assemble a Life-Linestarter. 

A high spot in the program is 
the “blindfold strip-down test” per- 
formed by salesmen during their 
customer Starting with a 
complete unit, the salesman dons 
the blindfold and proceeds to dis- 
assemble the control completely, 
meanwhile pointing out the various 
that make 


calls. 


design characteristics 
this feat possible. 
Prior to reassembly, the cus- 
tomer is provided with a check 
chart that lists desirable features 
and advantages of any modern, effi- 
cient line-starter. As the salesman 
reassembles the control—pointing 
out construction; operation, and 
maintenance features — the cus- 
tomer uses his check chart to com- 


Westinghouse Electric Corporation’s program for merchandising motor con- 

trols is high lighted by the “blindfold strip-down test” by salesmen. During 

their customer calls the salesmen disassemble and reassemble the control com- 

pletely, meanwhile pointing out the various design characteristics that make 
the feat possible. 
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During recent construction of the new 

Abraham & Straus department store near 

New York, The Johnson Electric Company made 
one of the first large scale installations of 
aluminum building wire. 


Problems of possible galvanic corrosion, high 
resistance of aluminum oxide, cold flow 

of aluminum cable, etc., were overcome with 
Burndy Oklip connectors—made of 
high-conductivity cast copper alloy, suitably plated 
for use with either copper or aluminum cable, 

or on combinations of both. Simple new installation 
procedures—shown to engineers and foremen 

on the job—made sure of mechanically strong and 
electrically dependable connections. 





Aluminum cable problems have been a major 
engineering project at Burndy for ten 

years. Whatever your electrical problem—when 
it involves connectors, Burndy can help you! 


BURNDY 


52-14 BURNDY ENGINEERING COMPANY INC., NORWALK, CONNECT. BURNDY CANADA LTD., TORONTO &, ONT 
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pare the product 
with that of other companies. 

The second major phase of the 
program selected 
manufacturing firms who will par- 
ticipate in a Life-Linestarter “add- 
a-part” program. 

Designed to give prospective cus 
tomers first-hand evidence of the 
maintenance and design features of 
the control, the program will con- 


Westinghouse 


involves resale 


sist of eight mailing pieces which 
will break the starter down into 
seven major assemblies. At an) 
time during the mailing campaign 
the customer can elect to participate 
and receive actual sample parts of 
the control. With the last of the 
eight mailings, the customer will 
have assembled a complete unit. 


Brockman occupies 
new quarters 


CUSTOMER SERVICE has been given 
prime consideration in the new dis- 
play rooms and warehouse occupied 
recently by Brockman Electric Sup- 
ply Co., wholesale distributor of 
electric supplies, fixtures, and appli- 
ances, at 145 Ringling Blvd., Sara- 
sota, Fla. 

In order to accentuate the display 
of residential and commercial light 
ing fixtures, the color 
scheme was used for the display 


following 


room: the ceiling is snow white; 
the side walls are deep green; and 
for a dash of color, the inside of 
the shadow box shelving is. rose 
coral. 

Wall and ceiling fixtures are con- 
nected to alternate circuits so as 
to light every other fixture. They 
are controlled from a master panel 


in a corner of the display room. 
For after-hours display, an attrac- 
tive light 
various lighting fixtures. These are 
controlled by a time switch. 

For the display of bathroom cab- 
inets, traffic appliances, and wall 


pattern is formed by 


heaters, a custom built display 
island is used. The location of th« 
wall and ceiling fan display is such 
that the fans will circulate air 
within the display room. 

The post fixtures and door chimes 
are arranged on a side wall, all fix 
tures controlled from the master 
panel; the door chimes can be tested 
for sound-effect by the customers. 

The service counter is of a flush- 
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J. I. Brockman, president of Brockman Electric Supply Co., Sarasota, Fla., 
demonstrates the fixture display in the company’s new headquarters at 145 
Ringling Blvd. The exterior view shows the effective display. 











top design, and stools are provided 
for the customers. Along the front 
of the display room are comfortable 
chairs with a matching table, where 
literature on the various articles of 
displayed merchandise is available. 

The sheiving on the main floor is 
of five tier design in two and four 
foot widths. There is ample aisle 
space for the movement of hand 
trucks and the stocking of merchan- 
dise. Vertical conduit 
provided along the wall, and this 


storage is 


has proven to be very satisfactory. 
It is easily accessible from the ship- 
ping department and the counter 
Non-metallic sheathed cable is 
tocked near the counter for rapid 
handling. 

The shipping and receiving de- 
partment is located near a large 
“back-up” 
a freight 


entrance. There is also 


elevator close by for 
transportation of merchandise to 
the second floor. 


The front of the second floor has 
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This Transformer must be 
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From an electrical engineer's viewpoint, it's 
essential to install lighting transformers ia 
locations like this, close to the center of the 
load. But, from the point of view of your 
maintenance staff, it could be a problem. 
Westinghouse Dry-Type Transformers solve 


that dilemma. They're maintenance-free! 


They have no liquids to recondition or 
replace, no valves, gaskets, or mechanical 
devices. With complete simplicity of de- 
sign, they eliminate ordinary transformer 
maintenance problems! 

[hey offer other advantages, too. Because 
they are built around Hipersil® cores, they 
are smaller, lighter, easier to install. Some 
models, with circuit-breakers built in, dis- 
pense with the need for separate protective 
devices. Available in a wide range of ratings 
to serve both light and heavy machinery as 
well. For complete information, check with 
your distributor, your Westinghouse rep- 
resentative, or write direct for a copy of 
booklet B-4439 Westinghouse Electric 
Corporation, P. O. Box 868, Pittsburgh 30, 


Pennsylvania. J-70615 


you can 6c SURE... ie re 
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full length casement windows fac- 
ing the south, and was selected for 
the location of the offices in order 
to make use of the natural lighting 

The warehousing on the second 
floor consists of residential and 
commercial lighting fixtures, lamp 
stock, traffic appliances, and heat- 
ers. For these, one tier shelving in 
four and six foot widths was used. 
The rear of the second floor is used 
for storing ranges, water heaters. 
and other major appliances. 


Southeastern agent 
named by Abrams 


THE APPOINTMENT of Dickson 
Sales Co., 69 Mills St., Atlanta, Ga., 
as Southeastern sales agents cover- 
ing seven southeastern states, was 
announced recently by Abrams 
Lighting, Philadelphia, Pa. 
Abrams manufacture a complete 
line of fluorescent fixtures. 

The Dickson Sales Co., which is 
operated by Ernest T. Loyd and 
Dudley Dickson, is manned by the 
entire Ernest T. Loyd, Inc., organi- 
zation. 


New publication 
on the Code 


THE FIRST volume Electrical Code 
Diagrams, by B. Z. Segall, well- 
known authority on the National 
Electrical Code, has just been pub- 
lished by the McGraw-Hill Book 
Co., of New York City. 

This new publication is a source 
book of diagrams and background 
information designed to clarify the 
exact meanings and requirements 
of each rule in Chapters 2 to 8 in- 
clusive of the 1951 Electrical Code 

By showing one or more dia- 
grams for each Code rule, Mr 
Segall provides, in visual format. 
a practical supplement of the Code 
itself. Many of the diagrams are 
his own, but others were contrib- 
uted by electrical engineers, con- 
tractors, journeymen, and manu- 
facturers of electrical equipment 
each a Code specialist. 

Electrical Code Diagrams pre- 
sents each illustration in numbered 
sequence to match the Code rules 
themselves. Key points in Code 
Chapters 1 (General), 9 (Con- 
struction Specifications), and 10 
(Tables, Diagrams and Examples). 
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B. Z. Segall 


are likewise made clear whenever 
they pertain to the basic material 
in Chapters 2 to 8. The book gives 
background engineering informa- 
tion and electrical theory, also, in 
explaining why certain rules are 
part of the Code, and what purpose 
they serve. For example, it dis- 
cusses the theory of motors, and 
basic electronics, all in 
accurate terms. 

Volume 1 covers the basic chap- 
ters of the Code, through Chapter 
3. A second volume which will 
cover all remaining chapters of the 
Code is in preparation and will be 
ready for distribution in the latter 
part of this year. 

Mr. Segall is a registered profes- 
sional engineer, both electrical and 
mechanical. He is a graduate of 
Tulane University and has resided 
in New Orleans for many years. He 
became associated with New Or- 
leans Public Service, Inc., shortly 
after graduation, and served the 
company in numerous engineering 
capacities until his resignation as 
electrical distribution engineer in 
1947, when he became vice-presi- 
dent and chief engineer of Best 
Electric Co., an electrical contract- 
ing firm. He resigned from Best 
company recently in order to devote 
more time to writing and engineer- 
ing consulting. 

Mr. Segall has had considerable 
experience in instruction work in 
the electrical field. He served as a 
special instructor at Tulane Uni- 
versity during World War II, as- 
sisting in the U. S. Naval Training 
Program. Previous to that he had 
instructed classes at New Orleans 
Public Service and at the Delgado 
Trade School, of New Orleans. 

Mr. Segall is at present an active 
participant on the Code Making 


simple, 


Panels of the National 
Code Committee. 
ticularly 


Electrical 
He has been par- 
active in the Southern 
Section of the International Asso- 
ciation of Electrical Inspectors and 
has conducted Code Panel Discus- 
sions at many of the association’s 
annual meetings. 

Volume I of Electrical Code Dia- 
grams contains 780 pages and sells 
for $12.50. Further information 
can be obtained by writing Mc- 
Graw-Hill Book Co., 330 West 42nd 
St., New York 36, N. Y. 


Announce 1953 issue of 
Electrical Buyers Guide 


THE 1953 of the Annual 
Electrical Guide of the 
Electric Association of Kansas 
City will be published in Novem- 
ber, according to John D. Hilburn, 
president of the association. It is 
reported that the contents’ of the 
will be considerably _ in- 
creased over the 140 pages and 111 
product listings of the 1952 issue. 

tobert Janda, Graybar Electric 
Co., who has been named chairman 
of the Publications Committee, re- 
ports that the main objective of 
the committee will be to increase 
the mailing list to 5,000 copies to 
meet the many requests for addi- 
tional copies that were made for 
the last issue. 

Other members of the Publica- 
tions Committee are Herbert Ger- 
shon, L. S. Gershon and Son; J. E 
Launder, Jr., Independent Electric 
Machinery Co.; and B. W. Rockey. 
Kansas City Power and Light Co 
Robert J. Samson is the executive 
manager of the association whose 
offices are at 209-10 Merchandise 
Mart Building, Kansas City, Mo. 


ISSUE 
3uyers 


guide 


Allis-Chalmers names 
southern distributors 

THE GENERAL machinery divi- 
sion of Allis-Chalmers Manufactur- 
ing Company recently announced 
the names of southern dis- 
tributors for their various products. 

The E. C. Blackstone Co. has been 
appointed a distributor for Allis- 
Chalmers motors, controls, pumps, 
transformers, and “Texrope” drive 
equipment in portions of Tennes- 
see, Mississippi, Kentucky, Mis- 
souri, and Arkansas. The Black- 


new 
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*This number constanly increasing 


you can specify exactly the units you need 


You can get precisely the luminaires you need for any school, hospital, office 
or store installation from the nearly 300 different FLEUR-O-LIER 
fixtures made by 22 leading manufacturers. 


AND ON EVERY UNIT YOU SPECIFY, YOU GET 
THESE EXCLUSIVE FLEUR-O-LIER ADVANTAGES: 


1. The FLEUR-O-LIER Index System 
Rating. This evaluates illuminating 
characteristics, shielding, brightness, etc. 


2. Complete photometric test data 
including distribution curves and 
coefficients of utilization. 





3. Certification. Electrical Testing Labora- 
tories certifies the units comply with 
rigid specifications covering electrical 
and mechanical construction. 





4. All FLEUR-O-LIER fixtures use 
Certified Ballasts and Certified 
Starters. 


—_ a 
Situation is assured when you specify FLEUR-O-LIER 


ia ae — 


Manufacturers 


pant ts “o 2116 Keith Building 
units and new t 
booklet giving 
details of 
Fleur-O-Lier 
index System. 
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Cleveland 15, Ohio 
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ELECTROMODE 
Electric HEATER 

: Installations PROFIT 
The BUILDER, 

CONTRACTOR 

and USER 


Electromode Electric Heaters have all 
these outstanding benefits that pay 
the seller, the installer and the all- 
important user: 


WO FIRE > Built-in Automatic thermostat 


NO SHOCK > Built-in Safety-switch 

NO BURN > Cast-Aluminum heating element 
NO ODOR > Down-Flo Heat at floor level 

WO SOOT >» Quiet, oil-sealed motor 


> Finger-tip controls 
(lIlustrated above) MODEL WA 


units from 1500 to 4000 watts, ilv ‘= ini 
Ba0 valie, also 1500 wane, 120 > s - grey hammertone finish 


volts. Front plate 17” wide, 21” 
high. Extends 1” from wall 


Woll box 414” deep, fits be- Automatic Bathroom Heater mopet wa 
tween stondord studs * 


Electromode’s full line in- Has all Electromodes safety features. | 
cludes wall and portable For bathroom or small room. White or 
units for home, industry chrome, automatic or non-auvtomatic. 


and farm. 1320 watts, 110 volts. 
ELECTROMODE CORPORATION =~ ~~ ~~~? 
45 Crouch St., Dept. ES-82, Rochester 3, N. Y. 
NEW Please send us [] Industrial Catalog [_] Domestic Catalog 
CL) Complete File on Electromode Heating 
FR EE C) Guide for Calculating Electric Space Heating 
COMPANY NAME 


CATALOGS Bit: 


ADDRESS 
TY STATE 





stone company was established in 
1946. It is headed by E. C. Black- 
stone, and has C. L. Schultz and 
J. F. Williamson as vice-president 
and secretary, respectively. 

The Eugene W. Zimmerman Co. 
has been named a distributor fo: 
Allis-Chalmers motors and controls 
in Arlington and Fairfax counties 
in Virginia. Eugene W. Zimmer- 
man is owner of the concern, which 
was founded in 1947. 

Emsco Electric has been named 
distributor for Allis - Chalmers 
motors, controls, pumps, and trans- 
formers in 22 Oklahoma counties. 
The firm is headed by O. H. Elledge 
and was established in 1946. Its 
sales manager is T. W. Cline. 

The Electrical Supply Corpora- 
tion has been appointed a distribu- 
tor for Allis-Chalmers transformers 
in 14 northwest and northwest- 
central counties in Texas, and in 
four east and southeast counties in 
New Mexico. G. C. Wasson is 
president; E. W. Karnes, vice-presi 
dent; and Cliff Robinson, sales 
manager of the concern, which was 
founded in 1912. 


New sales appointments 
for Garey equipment 

THE GARDEN CITY Plating and 
Mfg. Co., Chicago, Ill, announced 
recent sales appointments in the 
South for its line of Garey light- 
ing equipment. 

Dunlop and Dunlop, manufac- 
turers agents in Baltimore, will 
represent Garey in Maryland. 
W. A. Peat, Jr., associated with 
Dunlop and Dunlop, will represent 
Garey in Washington, D. C. 

W. A. Moorefield becomes Garcy’s 
representative in Virginia. Mr. 
Moorefield was associated with the 
Graybar Electric Co., Inc., from 
1926 until 1952, most recently as 
manager of the New Orleans 
branch. 


Poreelain maker 
appoints new agent 

THE APPOINTMENT of the Wil- 
liamson Sales Company as _ sales 
and service representatives for the 
R. Thomas and Sons Co., of Lisbon, 
Ohio, was announced recently by 
company officials. Established in 
1873, Thomas is a manufacturer 
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and designer of all types of por- 
celain insulators. 

With offices in Shreveport, Ama- 
rillo, Dallas, Houston, New Or- 
leans, and Pine Bluff, the William- 
son Sales Company will handle the 
complete Thomas line that includes 
all types of porcelain insulators- 
pin type, switch, suspension, spools, 
guy-strain, bushings, special high- 
voltage porcelain, and all associated 
line hardware. 





Dates Ahead 


Illuminating Engineering 
Society. National Technical 
Conference, Edgewater Beach 
Hotel, Chicago, Ill., Septem- 
ber 8-13, 1952. 


National Association of 
Corrosion Engineers, South 
Central Region, Jung Hotel, 
New Orleans, La., October 
1-3, 1952. 





International Association 
of Electrical Inspectors, East- 
ern Section, Hotel Statler, 
Washington, D. C., October 
2-4, 1952. 





IAEI, Southern Section, 
24th Annual Meeting, Her- 
mitage Hotel, Nashville, 
Tenn., October 13-15, 1952. 


American Institute of Elec- 
trical Engineers, Fall Gen- 
eral Meeting, New Orleans, 
La., October 13-17, 1952. 


National Farm Electrifica- 
tion Conference, Statler Ho- 
tel, Detroit, Mich., October 
20-21, 1952. 


Edison Electric Institute, 
Transmission and _ Distribu- 
tion Committee, Hotel Adol- 
phus, Dallas, Texas, Oct. 23- 
24, 1952. 


National Electrical Manu- 
facturers Association, Had- 
don Hall Hotel, Atlantic City, 
N. J., November 10-13, 1952. 


Edison Electric Institute, 
Industrial Relations Commit- 
tee, Annual Fall Round Table 
Conference, Sheraton Hotel, 
St. Louis, Mo., Nov. 17-19, 
1952. 


Southeastern Electrical 
Wholesalers Association, “In- 
dustry Day” Meeting, At- 
lanta Biltmore Hotel, At- 


The F-P Series 63300B Control is the latest unit in a proven line of 
photoelectric controls for street lighting that have been operat- 
ing successfully on lighting circuits for over seven years. Today 
there are more than 35,000 F-P Controls in use by over 700 utilities. 

Fisher-Pierce has maintained leadership in photoelectric street 
lighting contro] through: 


PERFORMANCE — F-P Controls provide street lighting safety 
because lights are on when needed, regardless of time of day. Be- 
cause the control is photoelectric, it depends only on natural light 
values for operation. There is no mechanical device to get out of 
phase with actual daylight conditions. 


ENGINEERING — The F-P Series 63300B circuit and technical 
operating features are the result of years of field experience. The 
development work and testing was performed in conjunction with 
utility engineers. The Fisher-Pierce organization is in a position to 
help utilities in planning, installing and maintaining control systems. 


ECONOMY — F-P Controls provide true economy: purchase price 

and cost of installation are low. Maintenance is practically negligi- 

ble as compared to other control methods. To give you a picture of 

this F-P economy, we will be glad to refer you to some of our cus- 

tomers who have had extensive field experience with these controls. 
Write for Bulletin 63300B. 


lanta, Ga., Jan. 15-16, 1953. | The FISHER-PIERCE CO., Inc. 


M. L. Tice, managing direc- 


tor, 421 Rhodes Building, At- 59 Pearl St.. So. Braintree, Boston 85, Mass. 
lanta 3, Ga. PHILIPS EXPORT CORP. 


EXPORT:1100 E. 42nd STREET IN CANADA: 
NEW YORK 17, N.Y. NORTHERN ELECTRIC CO.. itd. 
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switchgear 


(drowout or stationary) 


“Concentrol" motor 
control centers 


panelboards 


feeder & plug-in 
bus duct 


unit substations 
instrument panels 


““Weather-Loc’”’ 
enclosures 


theater switchboards 


wireway 





DATA ON INSTALLATION PICTURED 
High voltage sections: Load Break Air In- 
terrupter Switches. 
Transformers: Askarel Immersed, 1500 KVA, 
3-Phase, 12,000-480 V. 
Switchgear: 600 V., Drawout Type Air Cir- 
cuit Breakers. 
Bus Duct: Continental Low Impedance Feeder 
Bus Duct. 


Before you decide on 
any Electrical Distribution 
Equipment, be sure you have 
Continental's engineered pro- 
posals and delivery schedules! 
Your inquiries will be given 
prompt attention . . . and Con- 
tinental’s standardized equip- 
ment will get you into action 
... fast! 


@ @ @ the modern, low-cost 
‘packaged’ method of supplying 
power. This Continental installa- 
tion is a 3000 KVA Double Ended 
Unit. With Continental equipment, 
you can coordinate your complete 
electrical distribution system. And, 
Continental craftsmanship gives 
you top performance and appear- 


ance value. 


ELECTRIC EQUIPMENT CO. 


BOX 1055-E, CINCINNATI 1, OHIO 


... manufacturers of 
one of the most complete lines of 
Electrical Distribution Equipment 


Send for 
literature and standards 


Specify Continental . . . with Confidence! 





NAMES IN THE NEWS 


New changes in personnel have 
been announced recently by the 
Crouse-Hinds Co., of Syracuse, N. Y. 

Russell P. Northup, commercial 
vice-president and assistant sales 
manager, has been assigned full re- 
sponsibility for Condulet sales. Mr. 


R. P. Northup 


Northup has made wide acquaintance 
in the industry during his seventeen 
years with Crouse-Hinds as field rep- 
resentative and assistant sales man- 
ager. 

William A. McAuley has been ap- 
pointed manager of the Condulet De- 


Wm. A. MeAuleg 


partment of Crouse-Hinds Co., in 
which capacity he will assist Mr. 
Northup. 

Mr. Northup assumes the responsi- 
bilities of the former commercial vice- 
president, Frank J. Fancher, who re- 
tired recently after 40 years’ service 
with the company. 


Robert A. Riesman was _ elected 
president of Royal Electrie Co., Inc., 
Pawtucket, R. I., it was announced at 
the recently concluded annual sales 
meeting of the company in Atlantic 
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TIREX's‘ FAMILY 














To a great many people the name “TIREX” means a_ small, flexible, 
long-wearing portable cord. Actually, TIREX is the name of a family of port- 
able cords and cables. The family ranges in size from a single conductor +18 
cord, all the way up to a 3-conductor Type SH-D cable for voltages in excess 
of 10,000 V.W.P. 


TIREX cords are made in sizes from 18 to 10, from single to eight con- 
ductors in Type SO, and from two to four conductors in Type SJO. There are 
TIREX Mine Cords, as well as heavy duty shielded cords. 


In the cable field there are single and multi-conductor cables, shielded or 
unshielded, Types W or G, SH-A, SH-B, SH-C and SH-D. 


Your local distributor has many of the TIREX cords and some of the 
TIREX cables in stock. He can get most of the other stock type TIREX cords 
and cables for you in a comparatively short time. Be sure to see your local dis- 
tributor whenever you need portable cords and cables. 





SIMPLEX-TIREX IS A PRODUCT OF SIMPLEX RESEARCH 


SIMPLEX-TIREX 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS 
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1. The experience of contractors on numerous 
“big tract” housing projects has proven that 
Union’s NEW WORK BOXES No. 7050-C and 
4060-D can be installed quicker than any other 
boxes available 


2. With Union's Insulated Boxes most ground 
ing problems are eliminated. Thus much labor 
and copper wire cost is avoided, 


3. The INSULATED WIRING SYSTEM is the 
best protection against the danger of broken 
ground connections (particularly where wall 
construction is with metal lath or aluminum 


backed wall board) 


4. Union's complete line of New and Old 
Work Switch and Outlet Boxes, conveniently 
fill any wiring jobs, where non-metallic 
sheathed cable is installed. 





City, N. J. Royal Electric manufac- 
tures insulated wire, electrical spe- 
cialties, and decorative Christmas 
lighting. 

Mr. Riesman succeeds Joseph G. 
Riesman, who has been elected Chair- 
man of the Board, and who with Myer 
Riesman, treasurer, founded the busi- 
ness over thirty years ago. 

The new president has been active 
in Royal management for several 
years. He most recently filled the post 
of general manager. 


S. D. Fitzpatrick recently was ap- 
pointed assistant to the president of 
Anaconda Wire and Cable Co., in New 
York; and several sales executives 
were advanced to new positions with 
the company. 

Executive changes in the sales de- 
partment include the appointment of 
C. H. Porter and M. J. MeCarthy, as 
assistant sales managers; A. W. 
Kock, as manager of sales, magnet 
wire products; and C. B. Peck, man- 
ager of sales, bare and weatherproof 
power cable and accessories. 

Before his present appointment, Mr. 
Porter had been manager of industrial 
sales, and Mr. McCarthy had been 
manager of magnet wire sales. Mr. 
Kock formerly was assistant to Mr. 
McCarthy, and manager of custome! 
service. Mr. Peck was manager of 
portable cable sales and assistant 
manager, industrial sales. 


The appointment of three men to 
key sales positions has been an- 
nounced by P. S. Jones, vice-president 
in charge of sales, Cutler-Hammer, 
Inc., Milwaukee, Wis. 

H. B. Phillips has been appointed 
sales manager, Quantity Sales Divi- 
sion comprising heating device sales, 
refrigeration control sales, and small 
motor switch sales. He has been with 
the company since 1911. 

F. A. Wright has been named sales 
manager, district sales. His new du- 
ties include the supervision of the 
company’s sales offices and distrib- 
utors. 

J. M. Cook has been appointed sales 
manager, industrial control division. 


H. B. Phillips 


F. A. Wright 


Mr. Cook joined Cutler-Hammer in 
1928, and has been prominently iden- 
tified with the vast school, commer- 
cial, and industrial building program 
for the company in the San Francisco 
area. 


W. H. Berry Company, 45-47 Ala- 
bama St., SW, Atlanta, Ga., electri- 
cal manufacturers’ representative, has 
been appointed to represent Mark- 
stone Manufacturing Company in the 
southern states, according to an- 
nouncement by L. W. Shaw, vice-pres- 
ident and director of sales. Mr. Berry 
will represent Markstone products in 
South Carolina, Georgia, Florida, Ala- 
bama, Tennessee, and Mississippi. The 
line includes fluorescent fixtures for 
home, commercial, and industrial use. 


QO. K. Anderson has joined the sales 
staff of Curtis Musgrove Co., manu- 
facturers’ representative with head- 
quarters in the Southland Annex 
Building, Dallas, Texas, and will de- 
vote himself particularly to calls upon 
the REA co-ops in the states of Texas 
and Oklahoma. Mr. Anderson was 
formerly associated with the Brazos 
River Transmission Electric Coopera- 
tive, of Waco, Texas, and more re- 
cently was city manager of Caldwell. 
Texas. 

= 


John H. Myers, president of the 
Westinghouse Electric Supply Co., re- 
cently announced the appointment of 
John P. Finneran as general advertis- 
ing manager. 

Mr. Finneran will be responsible for 
the advertising programs and appara- 
tus and supply sales promotion for 
the firm’s 17 districts and 110 branch 
offices throughout the country. He 
succeeds Arthur W. Sullivan, who re 
cently retired. 


Walter H. Krueger has joined Flexa 
Steel Products, Inc., of Chicago, Ill, 
as general manager. Mr. Krueger 
was formerly vice-president and gen- 
eral manager of the American Steel 
and Iron Works 


J. M. Cook 
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A. F. Kenton has been appointed 
regional service manager for Dun and 
Bradstreet, Inc., according to a re- 
cent announcement by Wayne E. Ha- 
worth, regional manager. Mr. Kenton 
will have his headquarters at 157 
Woodlawn Ave., Decatur, Ga. He will 


A. F. Kenton 


direct the service activities of the 
Mercantile Agency, and continue re- 
porting activities for the Sixth Re- 
gion which comprises the states of 
Georgia, Florida, South Carolina, Ten- 
nessee, and Alabama. 


Two new appointments have been 
announced by the Graybar Electric 
Company. W. J. Berry has been 
named manager of the Memphis 
branch, succeeding J. W. Horne, who 
has been made manager at Norfolk. 

Mr. Berry joined Graybar in 1937. 
In 1946 he became manager of power 
apparatus sales at St. Louis, and in 
1949 he was given the additional re- 
sponsibility of heading up the St. 
Louis outside construction depart- 
ment. 

Mr. Horne joined Graybar in 1933 
in Miami. Prior to his new appoint- 
ment, he was manager at Memphis, 
a position he had held since 1950, 


Everett M. Strong was _ recently 
elected president of the Illuminating 
Engineering Society. He has been as- 
sociated with Cornell University since 
1924, and is currently supervisor of 
the Engineering Industrial Co-opera- 
tive and professor of electrical engi- 
neering. A graduate of M.I.T. in 1922, 
Professor Strong has had considerable 
experience in industry principally with 
the General Electric Co. He has a 
long period of service in IES and has 
previously served as director, trea- 
surer, and vice-president. 

Two directors were elected at the 
same meeting. They are J. F. White- 
head, Jr., general sales manager, Day 
Brite Lighting Inc., St. Louis, and 
F. C. Winkler, section engineering 
manager, commercial lighting section, 
Westinghouse Electric Corp., Cleve- 
land. 
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“Now is the 
-—\ time to order your - 
AVAL LET rors 


eS eee Bee Bokee we te wee 


R 


Needed in the 
cool Fall days before 
the central heating 

system goes on. 


Hai 


Hf 


j 


Heavy Duty Heater 


With Individual Automatic 


Thermostat Control 


BIG SALES FEATURES YOUR 
CUSTOMERS SEE AT A GLANCE! 





Easiest to clean of any heat- 
er on the market. Complete 
cleaning in FIVE minutes. 


¥ 


Circulates air through tapered 
cones ... there is no need 
for a fan. 


These are only two of the many features that 
help you make sales faster, easier with Cavalier, 


Distributors being appointed. Write for details. 


CLEAN HEAT CP—2-A 2000 Watts, 230/240 Volts 
FROM CLEAN HEATERS! CP—3-—A 3000 Watts, 230/240 Volts 
CP—4—A 4000 Watts, 230/240 Volts 


QUALITY PRODUCTS SINCE 1865 


CAVALIER CORPORATION, Electric Heater Division 


CHATTANOOGA 2, TENNESSEE 


MANUFACTURERS OF CAVALIER CEDAR CHESTS AND CAVALIER BEDROOM FURNITURE 
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Wholesalers 
‘ knou- whal : 
COMPLETE LINE 
mean, -and 
so do USERS _ 


} That's why 


LIGHTING IS 
PREFERRED 
For 

MUNICIPAL 
AIRPORT 
DEFENSE 

GAS STATION 

and SPORTS 


y purpose 


SEARCH 


LIGHTS 
THE FAMOUS 
REVERE 
HINGED POLE 
and 
ISLAND LIGHT 


LIGHTING 
POLES 


OPEN and {b 
ENCLOSED 
FLOODS s 
75 to 5000 4 
WATT 
Make the REVERE Catalog your No. 1 Buying 
Source 
REVERE ELECTRIC MFG. CO. 
6003 BROADWAY CHICAGO 40, ILL. 
INDOOR & OUTDOOR LIGHTING FOR EVERY NEED 
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Two new representatives have been 
appointed by the Circle F Manufac- 
turing Co. to handle their line of elec- 
trical wiring devices in the southern 
territory, company officials announced 
recently. The new representatives are 
Chester R. Lloyd, of New Orleans, 
La., who will cover Louisiana, Arkan- 
sas, Mississippi, and Memphis, Tenn.; 


Chester R. Lloyd 


and W. F. Howe & Co., who will rep- 
resent the company in Kansas, Okla- 
homa and western Missouri. 

Hopper and McCoy, of Atlanta, Ga., 
well known representative in the 
South, will continue to represent Cir- 
cle F Mfg. Co. in the southeast terri- 
tory, while J. D. Sheehan & Assoc., 
of Dallas, Texas, will continue to rep- 
resent them in Texas, and R. E. Myers 
and Co. will continue to represent 
them in Eastern Missouri and South- 
ern Illinois. 


Announcement was made recently 
that Charles R. Lee has joined Robert 
P. Smith & Co., manufacturers agents, 
of Jacksonville, Fla. Mr. Lee will be 
in charge of distributor sales, and will 
specialize on motor control and re- 
lated apparatus for the Allen-Bradley 
Co., which is now represented in 
Florida by the Smith Company. 

The Smith company has maintained 
offices in Jacksonville and Miami for 
several years, representing equipment 
manufacturers in the switchgear and 
related fields. C. M. Converse is man- 
ager of the Miami office. 


The appointment of Fred R. 
Haeuser, Jr., as regional representa- 
tive of industrial sales for the New 
Orleans office was recently announced 
by L. P. Macauley, vice-president in 
charge of regional sales, Reynolds 
Metals Co., Louisville, Ky. 

Before joining Reynolds Metals in 
December, 1951, Mr. Haeuser was 
with Ford Motor Co., at Dearborn, 
Mich. 


James G. Rebeta has been named 
manager of advertising and sales pro- 


motion of the General Electric Com- 
pany’s St. Louis, Mo., office, it was 
announced recently by H. S. Sherman, 
office manager. 

He replaces James M. McGarry, who 
was appointed manager of the com- 
pany’s News Bureau at Schenectady, 
N. Z. 

Mr. Rebeta joined GE in Cleveland 
in 1935. He entered military service 
in 1941, and rejoined the GE Adver- 
tising and Sales Promotion Depart- 
ment in 1945. For the past two years, 
he has been general manager of a 
graphic arts firm in Detroit. 


Arthur Laurie Abbott, of 84 West 
Pierrepont Avenue, Rutherford, N. J., 
died on July 26 in his 80th year after 
a brief illness. He has been a mem- 
ber of the staff of the National Elec- 
trical Manufacturers Association, of 
New York, N. Y., since 1931. Mr. Ab- 
bott was previously technical director 
of the Electragist Association, an 
electrical contractors association. For 
many years he was an electrical con- 
tracting engineer in St. Paul, Minn. 

Author of the National Electrical 
Code Handbook, and the Electrical 
Contractors Estimating Manual, Mr. 
Abbott also contributed many articles 
to the leading technical publications. 
He is said to be the first man to de- 
velop standards for electrical estimat- 
ing, which are now widely used in the 
electrical construction industry. 

Born in Albert Lea, Minnesota on 
March 14, 1873. Mr. Abbott was 
graduated in electrical engineering 
from the University of Minnesota. He 
was Fellow and life member of the 
American Institute of Electrical En- 
gineers. 

oe 


Cecil C. Willis, superintendent of 
generation for the Oklahoma Gas and 
Electric Company, died recently at 
Oklahoma City. 

Mr. Willis, who had been with the 
Oklahoma Gas and Electric Company 
for the past 30 years, was also a 
member of the American Institute of 
Electrical Engineers. 


NEW PRODUCT NEWS 


Fixture hanger bulletin 


THE THOMPSON Electric Company 
has announced the publication of a 
new 8-page bulletin, TH-52, entitled 
“Hazard Takes a Holiday.” Illus- 
trated by means of engineering draw- 
ings and photographs, this new pub--. 
lication presents general information 
of Thompson disconnecting and low- 
ering lighting fixture hangers and ac- 
cessory items. 

The bulletin contains schematic lay- 
outs and descriptions of several indoor 
and outdoor installations, as well as 
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accessories such as shock absorbers, 
pulleys, and beam clamps to be util- 
ized with the Thompson hangers. 

In addition, the bulletin covers the 
operation, maintenance, and available 
types of Thompson hangers, and pre 
sents a cutaway view of a standard 
unit to show both detajls of construc- 
tion and materials used for the com- 
ponent parts. 

This bulletin is available by writing 
to the Thompsosn Electric Co., 1111- 
85 Power Ave., Cleveland 14, Ohio. 


* 
Pressure-type switch 


THE PRESSURE-TYPE switches manu- 
factured by Pringle Llectrical Manu- 
facturing Co., 1906-1912 North Sixth 
St., Philadelphia 22, Pa., is now avail- 
able in a three-pole, 6,000-ampere, 
250-volt a-c switch with Dural Type 
X fuses and enclosures. The fuse 
bases are equipped with cooling fins 
to dissipate heat and assure cool oper- 
ation. 

The mechanism of the Pringle 
switch provides pressure contact of a 
high order. The design of the switch 
is such that a continuing motion of 
the handle first closes the blade, and 
then tightens the contact bolts at 
hinge and jaw, providing positive, 
dependable bolted contact pressure of 
from 500 to 800 pounds per square 
inch. 

Since the pressure does not depend 
upon springs, it remains unaffected 
by heat. As no pressure is applied 
while the blades of the switch are 
moving, there is no wear or mainte- 
nance cost. 


ae 
New room heater 


A NEW MODEL electric room heater 
has been introduced by Thermador 
Electrical Manufacturing Co., of Los 
Angeles. The new model is available 








with outputs of 2500, 3500 and 4500 
watts. It features a completely re- 
designed grille and top _ located 
switches for easier control. A small 
neon indicator light shows when the 
unit is turned on and an easily ac- 
cessible oil duct simplifies routine 
maintenance. 
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General purpose transformers, 
600 volts and below; 1-15 
KVA inclusive, single or three 
phase 


1500 KVA, Type F Unit Substa- 
tion, 4800 V Delta 60 Cy, 3 O— 
120/208Y, 4 wire. 





(one OF THE WORLD'S Larcesr | 
MANUFACTURERS OF DRY TYPE 
TRANSFORMERS EXCLUSIVELY 


1 to 2,000 KVA up to 
15,000 Volts to meet 
Individual Requirements 
DISTRIBUTION 
GENERAL PURPOSE 
UNIT SUBSTATION 
PHASE CHANGING 
ELECTRIC FURNACE 
RECTIFIER 

WELDING 

MOTOR STARTING 











SPECIAL 





450 KVA, Type F Unit Substation, 
4160 V. Delta, 60 Cycles, 3 C— 
120/208Y, 4 wire. 


Years of specialization in the dry type 
transformer field have resulted in a far 
superior product. Being ahead of the 
rest of the field is the natural result of 
continuous effort & research in un- 
covering new materials which are your 
constant assurance of maximum trans- 
former value. 

MARCUS DRY TYPE, 
AIR-COOLED TRANSFORMERS 
ARE SAFE — No explosion or fire 
hazards. No fire proof vaults. Class 
B and C heat proof insulations. 
ARE ECONOMICAL — Lower cost 
installation and operation, negligible 
maintenance. 
For the transformer that's second to 
none, specify MARCUS. 


MARCUS 


TRANSFORMER CO. 


38 MONTGOMERY STREET 
HILLSIDE 5, NEW JERSEY 





Thermador electric room heaters are 
completely self-contained, doing away 
with the need for flues, ducting or 
central heating plants, and thus pro- 
viding complete flexibility of location. 
Each has its own thermostat for in- 
dependent comfort control in every 
room. Each has its own circulating 
fan which directs heat downward into 
the living zone and brings a room to 
the desired temperature in a surpris- 
ingly short time. The quiet fan used 
alone provides cooling air circulation 
during the summer. 

Thermador heaters operate on 230 
volts a-c. The entire unit is only 16 
inches wide, 22-% inches high, and 
fits perfectly between standard 16- 
inch-on-center studs. The case may be 
painted to match any interior finish. 


Steberlite for PAR-56 


THE STEBER Manufacturing Com- 
pany has announced the availability 
of its new Steberlite S-400 to accom- 
modate the PAR-56, 100,000 candle- 
power lamp. 

This new lamp has many exclusive 
features to insure maximum operating 
efficiency of the PAR-56. These fea 
tures include a streamlined housing 
in cast aluminum with cooling fins for 
rapid heat dissipation; articulated 
weatherproof adjusting joint for uni- 
versal aiming; wiring which is fully 


enclosed; and a. sturdy aluminum 
mounting arm which is threaded % 
inch to fit all Steberlite cluster and 
unit mountings. 

The lamp is available with or with- 
out heat-resisting lens. It is held 
securely by a hinged ring, which per- 
mits quick and easy lamp replacement. 

A bulletin, No. 1056, is available by 
writing to Steber Manufacturing Co., 
Broadview, Ill. 


Reversing drum switch 


ATTRACTIVE APPEARANCE, generous 
wiring space, and many other out- 
standing features are incorporated in 
Square D’s new Class 2601, Type A 
small reversing drum switches. The 








DO THE BEST JOB WITH 


SIMPLE — slips in from outside. 
QUICK — installed in 10 


No. 100 Romex Connector 
for ‘4 K.O. 


No. 200 Service Entrance 
and Range Connector for 
Y¥_ K.O. 


J 





2419426 


UNDERWRITERS" 
APPROVED 





CONVENIENT — for securing contacts. 
DEPENDABLE — can not shake loose. 








On Sale at Your Wholesaler 
Manufacturer of Famous Tomic Thinwall Connectors and Couplings 


Tomic Sales & Engineering Co. 


4864 Woodward Ave ° 


Detroit 1, Michigan for 


No. 333 BX Armored and 
%" Greenfield Connector 
y K. 0. 





overall construction is rugged for 
long, trouble free operation. Indexing 
is smooth and easy yet positive and 
shock proof. The operating mechan- 
ism is convertible for maintained or 
spring return action. Screw type ter- 
minals are provided and terminal 
blocks with contact fingers are easily 
replaceable. 

The enclosure is modern in styling 
and compact in size. Loosening a 
single captive screw allows removal 
of the cover and easy access to three 
sides of the switch mechanism. A 
large legible nameplate, securely fast- 
ened to the cover, clearly indicates 
handle position and provides complete 
rating information. Two % inch con- 
duit openings in the bottom of the 
enclosure and plenty of space inside, 
permit unusually easy wiring of the 
device. 

This new switch will find applica- 
tion where small motors are to be 
reversed manually. It is inexpensive 
and easy to install. An instruction 
sheet riveted to the inside of the cover 
indicates how connections should be 
made for single-phase, polyphase, and 
d-c motors. Principal applications in- 
clude machine tools, woodworking 
tools, hoists, conveyors, and process- 
ing equipment. 

For complete details, write Square 
D Company, 4041 N. Richards St., 
Milwaukee 12, Wis. 


* 
Fluorescent street light 


A NEW, six-foot fluorescent street 
light which provides a constant source 
of virtually glareless light despite 
temperature changes, has been an- 
nounced by the General Electric Com- 
pany’s Lighting and Rectifier Depart- 
ment. 

Designated Form 206, the new fix- 
ture employs four 100-watt, “rapid 
start,” GE fluorescent lamps. These 
newly-developed lamps will light 
promptly, within one second after be- 
ing turned on, with no annoying blink 
or flicker at any time throughout 
their lives. 

Light from these lamps is reflected 
through: a six-foot plastic housing. 
The entire fixture weighs about 100 
pounds, and unlike some fluorescent 
street lights, houses its ballast, mak- 
ing it a compact unit. 

The new street light is expected to 
be used in downtown areas and for 
whiteway lighting, and can be oper- 
ated on series or multiple circuits. It 
will be easy to maintain since the fix- 
ture has its plastic casing hinged to 
its aluminum hood, permitting rapid 
lamp replacement. 


*Dynatran”™ ballasts 


THE “DYNATRAN” ballast for lead- 
lag operation of instant-start, hot 
cathode fluorescent lamps has _ been 
announced by the Sola Electric Co., of 
Chicago. The design of the “Dyna 
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tran” is an entirely new developmeut 
in fluorescent ballasts, resulting in a 
significantly smaller and lighter lead- 
lag ballast, the manufacturer reports. 

The lead-lag “Dynatran” ballasts 
are equivalent in size and wattage loss 
to current models of E.T.L. certified 
series-sequence ballasts. 

Among the features offered in this 
new ballast is independent lamp op- 
eration, small size, light weight, a 
high starting current and fast lamp 
starting. The low wattage, low peak 
to R.M.S. current ratio, and quiet op- 
eration, all make this “Dynatran” 
ballast a premium performing ballast. 

Further information is available by 
writing for a copy of Sola’s bulletin, 
39N-FL 160. The address is Sola 
Electric Co., 4633 W. 16th St., Chicago 
50, Tl. 

. 


“@uick-Grip™ bushing 


A REDESIGNED “quick-grip” bushing 
has been announced by the Kuhlman 
Electric Co., Bay City, Mich. This 
improved bushing will be incorporated 
in the Kuhlman transformers. 

The improved “quick-grip” bushing, 
which allows the lineman to make a 


primary line connection without the 
use of tools, formerly was made with 
a dielectric consisting entirely of 
porcelain. The newer bushing has a 
porcelain body, but the knob is molded 
hard rubber. The metal portion is 
molded into the knob. This new knob 
provides a better shape for gripping, 
weathers well, and eliminates any 
risk of cracking or breaking. 


Outdoor circuit breaker 


A NEW line of outdoor power circuit 
breakers for distribution and _ sub- 
transmission applications has been 
announced by the Switchgear Depart- 
ment of the General Electric Com- 
pany. 

The breakers are available in rat- 
ings of 14.4 to 46 kv, 600 and 1200 
amperes, and interrupting ratings 
from 250 through 1,500 mva. 

New oil-blast interrupters, used on 
the breakers, are designed to reduce 
oi! carbonization by interrupting fault 
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and load currents with short are 
lengths and low are energy. The in 
terrupters -have silver - molybdenum 
contact surfaces for low contact re- 
sistance and minimuin erosion of 
contact material during interruption 
of fault ares. They may be easily re- 
moved for contact inspection without 
disturbing breaker adjustments. 

These new units have oil-filled bush- 
ings with center-clamp construction, 
which eliminates all cemented joints. 
The lower ends of the bushings are 
coated with a special varnish that re- 
duces the electrostatic deposition of 
carbon particles on the bushing sur- 
face. 

The operating mechanism of the 
breaker is pneumatically trip-free. 
The unit has a float-type oil gauge 
and provision for two current trans- 
formers per bushing. 

a 
Photographic lamp catalog 


THE FIRST photographic lamp cata- 
log ever to be produced is being made 
available to the trade by General 
Electric. This new 28 page, four- 
color, 8% by 11 inch book features 
the complete line of GE lamps for all 

hotographic services. 

The catalog presents photos and 
descriptions of popular types and sizes 
of GE photographie lamps, along with 
applications, technical data, and lamp 


list prices. Striking color photos are 
also shown to illustrate the research 
design, manufacture, and testing fa- 
cilities used to achieve the highest 


quality in photographic lamps. 


@ 
Cast iron boxes 


A NEW 26-page catalog that gives 
complete construction details and 
lists hundreds of standard sizes of 
cast iron outlet boxes and fittings, 
junction and pull boxes, hinged cab- 
inets, terminal boxes, and explosion 
housings, has been issued by Hope 
Electrical Products Co., Ine. 

The catalog describes and _ illus- 
trates the many kinds of custom modi- 
fications which can be made in 
tandard boxes at relatively low cost. 
It also contains complete ordering 
nstructions, list prices for standard 
sizes, and costs of custom modifica- 
tions. 

Designated as catalog Number 50A, 
it is available on request from Hope 
Electrical Products Co., Ine., 338 
Wilson Ave., Newark 5, N. J. 


* 
Burndy connectors 


A NEW 32-page catalog containing 
illustrations, descriptions, and listings 
of eighteen types of electrical connec- 
tors, specially developed by Burndy 











“Dongan” Luminous Tube 
... Fransformers... 


30% LIGHTER 
20% SHORTER 
20% NARROWER 


DONGAN ELECTRIC MFG. CO. 
2998 Franklin 
Since Nineteen-Nine 


THEY GIVE 
LONGER 
SERVICE 


The longer life of Dongan Trans- 
formers is due to their high qual- 
ity and extra load-carrying capac- 
ity. They are tops in performance, 
reducing service calls to a new 


on... 0 
low. 


Detroit 7, Mich. 


Send for 
NEW 
CATALOG 

















Monitor 


THE 
BEST KNOWN 
NAME 


IN GREATEST 
DEMAND 


200 H.P. Fully Automatic Compres- 
sor for Air Conditioning System. 


Sixty-four years of leadership 
in the design, development and 
manufacture of quality motor 
controls stands solidly behind 
the famous MONITOR trade- 
mark . . . This time-tested su- 
periority is perhaps best illus- 
trated by the overwhelming 
demand for MONITOR con- 
trols. On your next installation, 
be sure to demand MONITOR 


controls! 


The 


phy 


Braintree 84, Mass. 


REPRESENTED BY 


ELECTRICAL CONTROL COMPANY 
525 North Kentucky 
Oklahoma City 7, Oklahoma 
B. S. WOODMAN 
1570 Northside Ave 
Atlanta, Georgia 
L. L. ROUSSEL LYNN ELLIOTT CO 


312 E. Livingston P 322 M&M Building 
New Orleans, La Houston 2, Texas 
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for aluminum overhead distribution 
applications, is now available. Recom- 
mendation charts that detail the ad- 
vantages of each connector type for 
specific applications in tapping and 
splicing aluminum conductor in over- 
head distribution are also featured in 
Burndy’s Catalog AL53. 

In addition, the catalog contains 
illustrations and details on Burndy 
installation tools, Penetrox A, and 
installation accessories. Included are 
tables of physical properties of alumi- 
num cable and NEMA current rat- 
ings. 

An informative 7 page tehnical sec- 
tion outlines the problems involved in 
connecting aluminum and presents the 
solutions developed by Burndy during 
its 10 year aluminum research 
gram. 

Copies of Catalog AL53 may be 
obtained by writing Burndy Engi- 
neering Co., Inc., Norwalk, Conn. 


pro- 


Flush ceiling fixture 


THE DEVELOPMENT of a 200-watt 
explosion-proof lighting fixture for 
flush mounting in ceilings has 
announced by the Crouse-Hinds Co., 
of Syracuse, N Y. The type RCDE-8 
fixture is available with an & inch 
lens, with symmetrical lighting dis- 
tribution for general illumination, or 
with prismatic lens with asymmetric 
distribution for 


been 


special applications. 


The fixture i suitable for 


where appearance is an important 
factor, where headroom is limited, or 
where pendent-mounted 


fixtures would be an obstruction to 


suriace 01 


overhead equipment, such as cranes, 
noists, 

is fixture has been 
for the illumina- 
panel- 
refineries and 


being 


The prismatic ler 


boards and 
roleum 
the fixtures 
ceiling adjacent to the 
lenses so positioned 


to direct the light on the boards. 


°o 
Aluminum connectors 


NEWS for contractors and 
ndustrial maintenance men can be 
found in Burndy Engineering Com- 
pany’s new aluminum catalog entitled 
“Burndy Connectors for Aluminum 
Building Wire.” 


TIMELY 


Catalog AL-54, contains the latest 
technical information, useful wiring 
data, and the first complete connector 
listings for use on aluminum building 
wire and cable sizes No. 12 through 
2000 mem. 

An important feature of this new 
catalog is a separate section devoted 
entirely to proper installation proce- 
dures when joining connectors to 
aluminum conductor. This full illus 
trated section, with the latest instal- 
lation recommendations, carries the 
complete installation procedure 
through a step-by-step explanation. 

Individual copies may be obtained 
by writing to Burndy Engineering 
Co., Inc., Norwalk, Conn. 


Switch box support 


A SWITCH BOX support for mount 
ing a switch or receptacle box in a 
horizontal position has been developed 
by the M. B. Austin Co., of North 
brook, Ill. Installation is made in a 
few quick steps with this new sup- 
port, and it 
mounted in a 


permits the box to be 


horizontal position at 


joists and at 


ing and floor, 


any distance between 

between ceil 
giving great flexibility of installation. 
adj isted in or 


flush mounting. 


any height 


The box can also be 
out for accurate 
contains 


The switch box support kit 
I 


two snap-on mounting clips with em- 
d to ears firmly, 


formed type 


bossed nubs that he 
and two straight 18-inch 


galvanized hangers 


Armor rod dies 
THE A 


B. Chance Company, who 
for several years has 


made tools for 
applyir g armor rods with hot sticks, 
has announced the manufacture of 
formed armor rod dies to fit these 
tools. 
The se 


plied even 


rods can be ap- 
straight 


preformed 
faster than the 
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rods, which means that a complete 
armor roding job on a three phase 
line can be done in less than two 
hours, including the time required to 
mount hot line tools on the pole and 
remove them when the job is done. 
For more complete’ information 
about these new armor rod dies write 
to A. B. Chance Co., Centralia, Mo. 


e 
Strip display lighting 


AN ENTIRELY new development in 
display lighting, Neo-Ray Roto Strip, 
was announced by the Neo-Ray Prod- 
ucts, Inc., 315 East 22nd St., New 
York 10, N. Y. It is the first and only 


complete, compact, and shallow unit 
with swivel sockets that are inbuilt 
in the strip. 

This unit provides finger tip ad- 
justment and swivels in all directions 
through a complete 360 degree circle. 
The lights stay put at any angle. The 
Roto Strip is manufactured in stock 
sizes of 2, 3, 5, and 8 foot lengths, and 
can be combined for any desired 
length, 

One of the other outstanding fea- 
tures of this new unit is that it has 
low cost installation. One Roto Strip 
with eight sockets can be installed in 
the same time as a single ordinary 
socket. It is ideal for window lighting, 
stock bins, wall cases, and floor dis- 
plays. 


Socket meter mounting 


A SOCKET-TYPE meter may be by- 
passed easily for testing by using a 
socket meter mounting manufactured 
by the Code Electric Products Corp., 
214 Kalos St., Philadelphia 28, Pa. 
When this mounting is used, the cus- 
tomer’s service does not have to be 
disrupted while the meter is being 
tested or 
the stopping of electric clocks, ovens, 
appli 


removed, thus eliminating 
or other automatic electrical 
ances 

This new socket meter mounting is 
easy to install, and because there are 
no wires behind the meter, the possi- 
bility of shorts or ground are elimi 
nated. It is equipped with pressure- 
type connectors where the wire is 
held between two pieces of copper, 
thereby assuring maximum conduc- 
tivity. 

These mountings are made of Gal 
vannealed corrosion-resistant steel, 01 
aluminum with extra knockouts for 


adding other services, ground con- 
duits, or time clocks. The mounting 
is made for residences and for poly- 
phase meters for use by industrial 
consumers. 


Grounding device 


A RECENTLY developed line of 250 
volt, 3-wire grounding type devices 
has been introduced by the Bryant 
Electric Co., Bridgeport, Conn, The 
proper use of these devices will make 
it impossible to plug 120 volt appli- 
ances into 250 volt outlets, and vice 
versa. 
devices have 


These new powe! 


blades and slots arranged in tandem. 


They include single and duplex flush 
outlets, connector bodies, a flush con 
nector base, and caps in plastic and 
rubber, with and without cord grips 

This new line will find many appli 
cations in connection with portable 
tools and equipment used in indus- 
trial plants and commercial establish- 
ments where the supply 
250 volts. 


service 15 


Anti-static compounds 


THE RECENT marketing of two new 
Merix anti-static compounds, No. 79 
and No. 79-OL, has been announced 
by the Merix Chemical Co., 1021 E. 
55th St., Chicago 15, Il. 

Charged surfaces have long been 
indesirable, and often dangerous, in 
various industrial processes. Treated 
with No. 79, these surfaces become 
tatic free. No. 79 is principally used 
on smooth surfaces, while No. 79-OL 
s used on textiles and plastic fabrics 

These anti-static compounds, while 
of different chemical chains, are both 
non-inflammable, fairly fast drying 
and practically invisible when dried 
Simplicity of applications, approx 
imate neutral character, and easy 
flow make them extremely economical, 
contributing to still better consume: 
products, easier and safer industrial 
without added 


processes, all much 


cost. 








FIT ALL LOCAL 
REQUIREMENTS 


Rugged, reliable ground clamps help a lot on 
many wiring jobs — and M&W has the right, 
U.L. Approved type to meet your local specs 
Types include bronze or malleable iron clamps 


to fit 2” 


rod up to 4” pipe. All have top halves 


with slotted bolt to eliminate the need for remov 
ing screws. Special types available for quantity 
users. Write for new 1952 Catalog No. 20-8 


Woter-Tight Connectors — Non-Water-Tight Connectors — 
Service Entrance Kits — Service Entrance Caps, Straps and 
Sill Plates — BX and Romex Connectors 


Gapinlf lings 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, 
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Simplified safety switch 

A SAFETY SWITCH simplification 
program that will slash the cost of 
type “A” industrial switches and 
halve the number of switches required 
for a complete line up to 1,200 am- 
peres has been announced by the Fed- 
eral Electric Products Co., Newark, 
N. J. 

Known as ACI industrial switches, 
this new line, with voidable interlock, 
now offers Federal Noark type “A” 
switches at type “C” prices. The new 
ACI line completely eliminates the 
need for type “C” switches. 

Further simplication has been ac- 
complished by adding a solid neutral 
block to each switch up to 200 amps. 
making these switches meet all the 
requirements that demanded the 
stocking of four or more switches 
under the old system. 

Up to 200 amperes, the new type 
“A” ACI industrial switches will 
have the popular design features of 
the Federal Noark type “A” front- 
operated safety switch. 

2 


Improved armored cable 


AN IMPROVEMENT in BX armored 
cable has been announced by General! 
Electric’s Construction Materials Di- 
vision, Bridgeport, Conn. Sizes 14 
to 10 Awg of this cable will now util- 


ize a glass braid instead of the cus- 
tomary cotton one. The glass braid, 
which is inorganic, will not rot and 
is flameproof. 

The glass braid makes possible a 
smaller over-all diameter of the cable. 
Reduction of the size of the steel 
armor also gives a corresponding re- 
duction in weight, which makes the 
cable easier to handle and carry. The 
smaller size also means easier pulling 
through drill holes and improved re- 
sistance to impact and crushing. 

The new cable fits all standard fit- 
tings and is listed by the Under- 
writer’s Laboratories, Inc. 


Rapid-start ballasts 


A RAPID STARTING fluorescent bal- 
last that provides rapid lamp start- 
ing without external starters and 
gives lamp life equal to conventional 
switch-start circuits, has been an- 
nounced by the General Electric Co., 
Schenectady, N. Y. This new 40-watt 
fluorescent lighting ballast is designed 
specifically for use with General Elec- 
tric’s recently developed Rapid-Start 
lamps. 

The ballasts are being offered in 
four ratings. They are of the cathode 
preheat type and give positive, no- 
flicker starting in approximately one 
second. The new units are small, light, 





FOR THE BEST APPROVED 


FLUORESCENT LIGHTING 


WHETHER IT'S 


COMMERCIAL 
INDUSTRIAL 
OR 
SCHOOL TYPE 


FOR YOUR EVERY LIGHTING 
NEED WE HAVE THE 
RIGHT FIXTURE 


QUICK DELIVERY 
PROMPT SERVICE 
* 


WRITE FOR OUR 
CATALOG AND PRICE LIST 


LOUISVILLE LAMP CO. 


724 W. Breckenridge St. 
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Louisville 3, Kentucky 





and inexpensive. They provide low 
watt loss, quiet operation, and long 
lamp life. 

e 
Refinery-type limitamp 

A NEW DESIGN of refinery-type 
limitamp (Class I, Group D, Division 
2), smaller in physical size and lower 
in price than former models, has been 
announced by the General Electric 
Company’s Control Department. 

The use of a new manually-oper- 
ated, oil-immersed, explosion-proof 
disconnect switch in the primary cir- 
cuit of the control transformer has 
eliminated the additional cubicle pre- 
viously required for control power. 
This, plus a shallow enclosure, per- 
mits a 60 per cent reduction in the 
size of the unit. 

Prices for the new limitamp are 
approximately 23 per cent lower than 
for the older designs, which is due 
primarily to the elimination of the 
control-power cubicle. 


Saving with standards 


(Continued from page 52) 


my friends, and that I have enjoyed 
the heartiest co-operation and assis- 
tance from them all. They are out 
chief source of information about 
their products, and about what goes 
on elsewhere. Any one who fails to 
grant a respectful audience to a 
manufacturer's representative may 
suffer a greater loss than does the 
so-called “peddler.” 

However, I do not subscribe to 
the old advertising slogan which 
said, “Even your best friend can- 
not tell you.” If one’s best friend 
cannot in good faith point out his 
faults, who can? And is it not the 
duty of the observer on the firing 
line to tell the swivel chair brass 
when and how far he misses the 
target? 

Standardization committees, too, 
sometimes miss the target, or 
create the target after firing the 
shot. For instance, EEI Specifica- 
tion TDJ-19 
brackets, provides for a maximum 


1949, for mounting 


vertical crossarm dimension of 5- 
5 32-inch. EEI Specifications TD- 
90 1949 and TD-91 1950, for fir and 
pine crossarms, respectively, were 
issued later. Each of them recom- 
mends 3 sizes of crossarms. The 
finished vertical dimension of the 
largest size of crossarm is 5-%4- 
inch. Hence, the bracket fails by 
19 32-inch to accommodate the 
largest arm. All of our 100-ampere 


cutouts and accompanying light- 
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ning arresters are mounted on 5-%4- 
inch crossarms. 

I have already mentioned the fact 
that EE! Specification TD-6 1940, 
for steel crossarm braces, does not 
recognize 10-foot alley arm braces. 

For at least 14 years we have had 
difficulty in obtaining 
shields and galvanized gimlet point 


expansion 


lag screws which can be used to- 
gether. The latter are purchased 
under EEI Specification TD-3 1950, 
which was recently revised after 
12 years. To avoid misfits, it is 
necessary for us to send a sample 
shield along with each order for 
lags, and to stipulate that the lags 
shall fit the shield. I have been un- 
able to determine where the fault 
lies in this case. 

As a background for my work on 
specifications, two practices, one 
past, and one continuing into the 
present, have proved beneficial. 

The first was to keep for 10 years 
an accurate and complete record of 
every purchase made for the over- 
head system. My book consisted of 
a page for each item, with lot num- 
ber and complete description. By 
checking and making entries from 
every purchase requisition, pur- 
chase order, and material receipt, I 
was enabled to correct and prevent 
many errors, as well as to know at 
all times the status of each item. 

The second practice is as follows: 
Our overhead foremen have instruc- 
tions to tag and return to the store 
room every piece of material or 
equipment which is removed from 
service because of defect, failure, 
or damage. All tagged items are 
held at the store room for my in- 
spection. 

As a result, we have discovered 
many defects in design and manu- 
facture, which have been called to 
the attention of the makers. These 
defects were corrected, or else we 
discontinued the purchase of such 
items. 


Let’s sell wiring 

(Continued from page 43) 
his assistant was available in the 
field continuously. 

The incentive feature for the 
home wiring advisors was obtain- 
ed by paying commissions on sales 
in addition to a base monthly sal- 
ary and car allowance. 


The commissions paid were as 
follows: change-over to three-wire, 
12¢/240-volt service, $5 each; ad- 
ditional branch circuits, $2 each; 
additional convenience outlets and 
lighting outlets, 50 cents each. The 
maximum commission paid on any 
one job was $25, and it is to be 
noted that unless the customer 
already had a three-volt 120/240- 
volt service entrance, this change 
had to be sold before commissions 
would be paid on any other wiring 
improvements in that particular 
customer’s home. 

The territory in the four-city 
area was divided among home wir- 
ing advisors on the basis of ap- 
proximately 12,000 meters per an 
advisor. 

Advertising support during the 
wiring modernization campaigns is 
provided by the utility, and in- 
cludes four or five radio spot an- 


‘nouncements each week and ap- 


proximately 100 column inches of 
newspaper advertising per month 
The newspaper advertising fea- 
tures the names and pictures of 
the wiring advisors and urges 
home owners to take advantage 
of this free wiring improvement 
service. 
Preferred 
tained from city electricians and 


prospects were ob- 
inspectors, electrical contractors, 
building contractors having re- 
modeling jobs, service outage calls 
to the utility, tips from utility em- 
ployees, and satisfied customers to 
whom wiring improvements have 
already been sold. However, all 
prospects’ names are checked for 
home ownership and direct selling 
is confined to home owners. 

The results of this operation 
have been particularly 
tory. Electrical contractors 


satisfac- 
have 
received over $86,000 in home wir- 
ing modernization business in the 
past two years, and the utility 
company reports that it has re- 
covered its investment in person- 
nel through 
from rewired homes. 


increased revenues 


How the plan works 
Highlights of the operation of 
this modernization program are as 
follows: Direct selling is done by 
the home wiring advisors, who fol- 
low a standard procedure, prepar- 
ing a home wiring improvement 
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CEIL- HEAT 


ELECTRIC RADIANT 
CEILING CABLES 


$O EASY TO 


Install! 
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which includes a _ layout. 


The wiring layouts made by the 


survey 


home wiring advisors are checked 
by the home wiring supervisor and 
revised if necessary. Finished lay- 
outs are then prepared by a drafts- 
man with wiring additions shown 
in red. These shown to the 
prospect by the home wiring ad- 


are 


visor. Extra copies are made for 
the contractor, financing institu- 
tion, and for the files. 

Bids the 
tomer from an electrical contrac- 


are obtained by cus- 
tor of his own choice. Where the 
customer asks for the name of a 
contractor, jobs are rotated among 
contractors who have indicated in- 
terest in wiring modernization 
work. The electrical contractor is 
contacted by the wiring advisor, 
who delivers the completed wiring 
When 
sists him in obtaining a customer’s 
acceptance. 

The wiring modernization is fi- 
nanced by one of three methods: 
cash, 30-day open account where 


layout. necessary, she 


as- 


agreeable to the contractor, or an 


FHA loan previously approved by 
a co-operating bank—the contrac- 
tor to be advised by the bank when 
the FHA loan is approved. 

Follow through calls are made 
by the home wiring 
when job 
check on 


supervisor 
each is completed to 
customer satisfaction 
and to determine accurately the 
commission due the home wiring 
advisor. 


Small city program 


An example of what can be done 
in a small city where there is no 
organized electrical league is to be 
found in the experience of one 
electrical contracting group where 
low financing, cold canvass 

utility-contractor 
resulted in 500 
being rewired in a single year in a 
city of 78,500 population. 

The modernization work includ- 
ed 503 service entrances enlarged, 
6,000 additional outlets installed, 
526 special circuits installed, 1,174 
lighting circuits installed, and a 
29.5 per cent annual average kilo- 


cost 
and 
operation 


calls, co- 


homes. 





A NAME 
GROWING BIG 
—ELECTRICALLY 


NEW ADDRESS—590 MEANS 


STREET N. W.—ATLANTA, GA. 





watthour increase for the utility. 

This co-operative program was 
developed jointly by the electrical 
contractors, builders, architects, 
local banks, and the electric util- 
ity company. 

An advertising fund was raised 
with the utility company contrib- 
uting 30 per cent and the balance 
coming from electrical contrac- 
tors and local banks. 

Home 


trained to 


lighting advisors were 


understand benefits of 
adequate wiring in existing homes 
and to make wiring layouts. Cold 
made by the 
interest 


canvass calls were 
home wiring advisors to 
home owners in wiring moderniza- 
tion. During advertising cam- 
paigns, calls were made promptly 
on prospects who phoned or wrote 
in response to the advertising. 
Architects and builders were 
the 


enlist 


home lighting ad- 


their 


visited by 
visors to interest in 
home wiring modernization as a 
feature of other remodeling work, 
and to offer 
service. As a result, leads on home 


their wiring layout 
remodeling and wiring moderniza- 
tion were obtained regularly from 
the builders and architects. 
The sold by 
home lighting 
ferred to electrical contractors se- 


the 


were re- 


wiring jobs 


advisors 


lected by the home owners, or to 
participating contractors in rota- 
tion when the home owner request- 
ed the name of a contractor. Fi- 
nancing of the modernization jobs 
was arranged through local banks 


which participated in the program 
What the contractor can do 


The electrical contractor inter- 
the 
mar- 


ested in capitalizing upon 


home wiring modernization 
ket should 


in his area to promote the 


endeavor te interest 
others 
wiring modernization on a co-oper- 
But experience has 


where this is not 


basis. 


ative 
shown that pos- 
sible, an aggressive electrical con- 
tractor can develop by himself a 
large volume of wiring moderniza- 
in his community. 
First, he can advertise home 
his own 
Wiring 


series of 


zation on 
Adequate 
has prepared a 
sell 


tractor as a wiring expert. The ads 


wiring moderniz 
The National 

Bureau 
the con- 


ad mats, designed to 


are small in size and therefore re- 
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FARADAY 


WHETHER the “fire” 
minor or major, your primary concern 


problem is 


is to make sure the system is ‘‘fool- 
proof”. Faraday stations, control pan- 
els, complete systems are known 
throughout the industry for their de- 
pendability. Protect with the best— 
Faraday. 


The “electrical nerve network” that keeps big 
or little plants going must be better than 
average. Years of experience, design, know- 
how have made Faraday visual and audible 
signaling devices the outstanding brand. IIl- 
ustrated Model ATL-700 Vibrating Bell is 
one of the many in-plant units planned for 
better department coordination. Buy Fara- 
day—they’re dependable. 


FARADAY 
THE EMBLEM 
OF SIGNAL SERVICE SINCE 1875 


FARADAY SIGNALS AND SIGNALING 
SYSTEMS ARE ENGINEERED AND BUILT 
FOR THE HIGHEST STANDARDS IN 
PERFORMANCE AND DEPENDABILITY. 











) HOLTZER-CABOT FARADAY stancey & patreRsOoNn 





CONSOLIDATED BY: 


Spentt Fanaday /nc. 


ADRIAN, MICHIGAN - 
BELLS - BUZZERS -« HORNS + CHIMES - VISUAL 
AND AUDIBLE PAGING DEVICES AND SYSTEMS 
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American Blower Packaged Attic Fan. Three 
sizes, capacities 4300 to 10,000 cfm, free delivery 


ECONOMY SELLS 


Economy is another standout feature of American 


Blower’s Packaged Attic Fan. 


It costs just a few cents a day to operate and requires 
only 10 easy steps to instail. Ideal for homes with a low 
bridge attic since it needs only 30” clearance between 
fan blades and roof. 

Why not arrange NOW to sell the complete line of 
American Blower Ventilating Products? You'll make 
easier sales, have more satisfied customers, earn more 


profits and build a better reputation for yourself 


Ask the nearest American Blower Branch Office for 
data 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Division of American Ravuaror & Stardard Savitary comroxsnion 


Sell quality! 


AMERICAN © BLOWER 


Air Handling Equipment 





Aeropel Kitchen Fan Model C Ventura 
Exhausts kitchen Attic Fons—Built j 
heat, smoke and capacities up to 
smell. Keepskitchens 21,500 efm for either 
fresh. Winner of two vertical or horizon 
Fine Arts Awards for tal operation. Low 
beauty and utility in power consumption 


home quiet-operating 





Serving home and industry: MMERICAM STANDARD © AMERICAN BLOWER + ACME CABINETS 
CHURCH SEATS + DETROIT LUBRICATOR + KEWANEE BOILERS+ ROSS HEATER ~ TONAWANDA IRON 
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friction 
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Look for 
the Yellow Core 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


made by 


OKONITE 








NON-METALLIC — BX. 
& GROUND WIRE 
GREAECEERRERAEE = RN NRNCR ENN 


SERVICE ENTRANCE CAP 
 arssacand RE RNRIRRRET EE 3 


Sold Thru 
Your Local Wholesaler 








ATLANTIC CONDUIT 
FITTINGS CO, 
BOSTON, MASS, 
Southern Representative 
Hopper & McCoy 


454 Marietta St., N. W. 
Atlanta 3, Georgia 








quire only a nominal expenditure 
for advertising space. In addition, 
the Bureau has available several 
pieces of literature that can be im- 
printed with the contractor’s name 
and used as handouts, envelope 
stuffers, and so on. 

The electrical contractor operat- 
ing on his own can obtain pros- 
pects from the list of sources men- 
tioned previously, and what is par- 
ticularly important, he can do a 
selling job every time he is in a 
customer’s home and train his 
electricians to do the same. One 
way of accomplishing this is to 
pay a bonus to wiremen who sell 
larger wiring modernization jobs 
when they are doing small ones. 

He should not fail to make use 
of every possible means of public- 
izing adequate wiring. Other ex- 
amples are the use of adequate 
wiring signs on homes that are 
being modernized or wired, dis- 
play cards for counters, streetcars, 


and buses; and billboard posters. 


The lighting business 


Continued from page 41 


the twenties, the residential light- 
ing market is offering itself to the 
distributor as a real opportunity. 
One principal reason for this change 
can be found at the manufacturer 
level. For the manufacturer has 
caught up with himself; he has 
adopted new equipment, new ideas, 
new techniques. 

A prime example of this is the 
Home Light Conditioning program. 
One small item in the program is 
a booklet called “See Your Home in 
a New Light,” which contains a 
number of simple basic recipes for 
improving home lighting. 

Since November, 1950, when the 
booklet first came off the press, 
more than three million have been 
distributed, and we have had direct 
mail requests at Nela Park for more 
than 144,000 of them. 

To find out just exactly what ef- 
fect the booklet had upon the people 
who received them, a_ follow-up 
questionnaire was mailed early this 
vear to a nation-wide, cross-se- 
tional sampling of 10,000 indi- 
viduals who had received it. 

An analysis of the first 1,200 re- 
plies shows that the booklet was 
highly successful. Here are the 


highlights of the returns 

(1) Nine out of ten say these 
recipes are useful to them. 

(2) Three out of four carried 
out an average of three and six- 
tenths recipes. 

(3) Seven out of ten plan to 
carry out an average of four recipes 
in the future. 

(4) Seven out of ten bought an 
average of three and a half fix- 
tures or portable lamps and five 
and a half lamp bulbs. 

5) Seven out of ten spent an 
average of 36 dollars. 

On the surface, these returns 
look wonderful, but in order to see 
what they really mean, some qualifi- 
cations need to be made. First of 
all, the people who sent for the 
booklet probably have more than 
average interest in home lighting. 
Then, too, the one person out of 
eight who answered our question- 
naire is more likely to have carried 
out lighting recipes than the seven 
who did not reply. 

Yet even if we assume that this 
eight and a half per cent of the 
10,000 people questioned were the 
only purchasers, the results would 
still be good 

Exploring the possibilities na- 
tionally, if a corresponding eight 
and a half per cent of all wired 
homes could be induced to spend 
an equal amount, the total dollar 
value of portables, fixtures, and 
lamp bulbs bought would be close 
to $130,000,000. The same _ total 
could be achieved if about one-third 
of all wired homes could be induced 
to carry out one light conditioning 
recipe. 

Given the correct facts, the pub- 
lic will consistently demand good 
lighting for their homes, their of- 
fices and stores, their factories. 
Some channel will inevitably de- 
velop to supply that demand. 
Whether it be the supplying of 
minimum lighting standards or 
better, the public will go to the 
source of supply that has the know- 
ledge of what is best and has the 
courage of their conviction to rec- 
ommend and sell it. 

The home builder who drove down 
the price of fixtures to a figure 
under six dollars per thousand 
square feet is finding that the house 
owner will be willing to pav him the 
extra $150 or $300 for the fixtures 
that will supply him with good 
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design and workmanship 
choice of materials 
underwriters’ acceptance 
dependable service 


*McGill portable lamp guards are designed to insure the 
utmost in safety and utility value to the user. Each different 
mode! is engineered for a particular type of service such as 
the new completely grounded unit, No Rol cage, an approved 
convenience outlet and a cage with concentrating end lens to 
beam light. The thoroughness and care with which McGill 
guards are manufactured help make them industry's preferred 
portable lamp guards, 


Available. from your electrical wholesaler 


No. 5025 SLRG is completely 
grounded. Has molded phenolic 
handle and approved conven- 
ience outlet with 2 parallel and 
U shaped third blade to accom- 
modate power tools. End lens 
in cage beams light to inacces- 
sible places. Equipped with 25 
foot of flame, grease and abra- 
sion proof 16-3SJT cord and 
plug. Write for Catalog No. 49 


No.153-C A 
Lamp } 


Changer 4 
; 


No. 5025 
SLRG 
Grounded 
Wood Phenolic 
Handle Handle 


No. 3006 


How to be Sure 


You don’t vet 


“SHORT-CHANGED” 


- » « NEXT TIME YOU BUY TAPE. 


While minimum length can be depended on to be 
accurate in any roll of tape, it’s the weight of the 
roll that you must watch. It is important for you to 
know: Does the No. 4 Roll actually weigh 4 ounces, 
as it should; and the No. 8 Roll 8 ounces? 


For weight reveals whether tape is full strength 
in substance, or whether its protective and ad- 
hesive properties have been weakened due to 
skimpy materials. Underweight tape means you 
must use more of it, and take the extra time to roll 
more on, when a job requires maximum tape pro- 
tection. 


You can always weigh every roll you buy, of 
course, but why bother when HAARTZ-MASON 
publicly makes you a DUAL GUARANTEE — a 
guarantee covering both weight and length, and 
prints this information boldly on every roll and 
container. 

So get full measure the next time you buy tape 
by accepting none but the DUAL GUARANTEED 
HAARTZ-MASON brands: 


Haartz-Mason, Inc. 


WATERTOWN 72, MASS. 


PARAPLASTIC Tape 
does the work o 
both friction and 








Underwriters Laboratories Inc., Inspected 


Vaporproof 








aie Note: Weight and length information are 
Me Gill Manufacturing Co., 650 N. Campbell St., Valparaiso, ind. | Printed boldly on every roll and container. 
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lighting. F'urthermore, sales of this 
size for the distributor salesman 
will offer incentives in the form of 
commissions in a class with those 
for major appliances. 


Distributor’s opportunity 

A tremendous potential market 
exists. The equipment and coopera- 
tion of the manufacturer is avail- 
able. The distributor remains the 
essential ingredient. 

Will you be the keeper of an elec- 
trical warehouse or a distributor 
according to the basic tenet of the 
National Association of Electrical 
Distributors by “promoting and 
selling products to customers in all 
types of markets?” 

Distributors can follow that tenet 
only if they develop the distributor 
salesman; only if they equip him 
with modern merchandising tools 
that are effective, equip him with 
a lighting demonstration area. Let 
him sell to the customer in an area 
that effectively displays the merits, 
uses, and characteristics of the pro- 
ducts he is attempting to sell. Such 





UNIVERSAL Tap Connector 


Made in 3 Surface Finishes 


Approved by Engineers and 
Contractors doing R E A work 


Effectively used as guy line ground, or 
transformer and lightning arrester con- 
nection to A.C.S.R. or copperweld con- 
ductors where the diameter may be 
from 8-A copperweld to .595” A.C.S.R. 
armour rods 


ADAPTABLE TO A WIDE RANGE OF USES 








KRUEGER & HUDEPOHL 


VINE AT THIRO- * CINCINNATI 2, OHIO 





an area does not have to be large, 
but it should be arranged in such a 
manner that, rather than being 
confronted with a hodge podge of 
fixtures, the customer is presented 
with each fixture in its proper set- 
ting. 

Last, but certainly not least, edu- 
cate the salesman. The_ kindest 
thing that can be done for him, 
and for the distributor, is to equip- 
him with the knowledge of the func- 
tions of lighting equipment, the 
basic principles of lighting design 
and layout. 

He is the man who must analyze 
and understand the lighting needs 
of the prospect. He is the one who 
will offer the solution in the light 
of his understanding. 

For, after all, the distributor 
salesman is one of the principal key 
men in the entire industry; he is 
the one who must ultimately, and 
finally, be sure that the services we 
render are in the best interest of 
the customer. 


Carpet store lighting 
(Continued from page 39) 


green ceiling, reflecting some of the 
light from the ceiling fixtures, gives 
a dawn-light effect on the displays 
below, the dawn light being the best 
type of daylight for judging color 
values. The cocoa-brown walls, 
being a combination of all colors, 
enhances the beauty: of bright or 
pure colors near it. The 
white table tops are more 
than neutral; they actually mag- 
nify the color of a rug 
placed on them. 

The principal illumination in the 
display provided by 28 
Swivelier spotlights installed in a 
special pattern on the ceiling to 
illuminate the rug displays. Extra 
illumination over the tables and the 
receptionist booth is provided by 


placed 
pure 


sample 


room is 


suspended lighting units as shown 
in the illustrations. 

The over-all effect of the illumi- 
nation on the neutral surroundings 
below is one of pure daylight un- 
affected by conflicting colors in the 
This arrangement 
makes it unnecessary for a prospect 


surroundings 


to take a sample of merchandise out 
to the sidewalk to find out how it 
will look in daylight. It brings out 
the true colors in the merchandise 


Mr. Newman says, and prevents the 
mental confusion a prospect gets 
when lighting is poor and the sur- 
roundings are confusing. 

One of the reasons Mr. Newman 
selected spotlights was because they 
could be directed to give specific 
illumination in certain areas; for 
example, against the wall cabinets, 
on the rolls of rugs on racks, and 
on special displays in the store win- 
dow. The suspended fixtures reflect 
the light from a bulb fitted with a 
metal reflector. 

The rear workroom and display 
room are illuminated by means of 
fluorescent having egg- 
No special attention 
to color illumination was given in 


fixtures 
crate louvers. 


those areas. 


Construction ideas 
(Continued from page 37) 


On the new Harris County Court 
House Building going up in Hous- 
ton, Texas, we had to add an open 
shed to the shanty’in order to ac- 
commodate the power tools which 
we feel are very essential for not 
only a big job like this one but for 
almost any job lasting long enough 
to require a shanty. 

The number and kind of power 
counting the 

which each 
him, will vary 


required, not 
portable hand 
worker has with 


tools 


tools 


somewhat; but we have three main 
couldn’t do 
power vise for 


tools which we just 
without: (1) A 
threading conduit, bolts, hangers, 
ete. (2) A metal-cutting bandsaw 
for cutting angle irons, conduit, 
pipes, special shapes, etc. (3) A 
bench grinder with double wheels; 
one fairly coarse, the other fine. 
Miscellaneous tools are kept on a 
bench; these include an arc-weld- 
ing outfit used mainly for cutting, 
and also a drill press. All of these 
are under a leanto to give protec- 
tion both to them and the men; 
and, although the shanty itself has 
a floor, the shed does not. The 
metal shavings and the oil drip- 
pings quickly convert the ground 
into a hard-packed surface. 
tools, other than the 
portable ones, are not in as common 


Powered 


use as some contractors may be- 
lieve. There are still plenty of jobs 
on which the men are expected to 
cut tubing with a hacksaw, or to 
cut angle iron at the shop before 
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Plenty of Stip— . 


Wire Pulling tubricent 


for Lead, Rubber, Braid or 
Synthetic Covered Cables 


Nothing else gives “slip” to electric cables like Y-Er 
Eas. This creamy, non corrosive lubricant simplifies 
cable pulling, especially through saddles and sharp 
turns 


Y-er Eas is never harmful to cables or conduit. It 
performs its slipping function, then dries out and 
Write for shrinks in volume leaving only a light film of powder 
— Only Y-Er Eas has all these features! 
© Never messy or greasy to use. 
© Never harmful to hands or clothing. 
© Prevents sticking and setting of cables. 
® Does not run back on cables. 
e Facilitates removal of cable at later date 
Improved Y-Er Eas has been tested and approved 
by the Underwriters’ Laboratories, Inc 


At all leading Electrical Supply Houses 


[By cuecrac COMPOUND CO. 
38 


12 W. 150th Street @ Cleveland 11, Ohio 


with BENJAMIN "Magna-Flo” Systems you can always get... 


Task Matched 


INDUSTRIAL FLUORESCENT 


Lighting 


Get all the extra lighting efficiency of T12 

Sli e lamps by specifying units that are 

MATCHED TO THE TASK ... bpecify Benjamin 
“Magna- Flo” Systems! No-compromise 

on “second choices”; no need to accept 

substitute sizes and topes! 


Full details in rree Bulletin AD-5705; 
write for your SoPy TO Topsy! Benjamin 
way ow fg. Co., Dept. 7_| 

Des Plaines, Illinois, 


3eASsiC Ole 
CHANNELS © 77 


© OPEN 
En 





CLOSED ]O.€. with] Ce. with fo 
aervectoas ENO 


12 SLIM S|] 
LIne 

3 Lame 
SPRINGLOX 


2 LAMP An 2 tame 
HOLDERS . SPRINGLOX 
INDIVIDUAL CONTINUOUS LINES 


* LOUVERS SHIELDS 











CONTOURED 

BRUSHES ¢* © 
[soap IMPROVED MOTOR PERFORMANCE 
we op FEWER FASTER BRUSH CHANGES 
pom 18s HaTOR "DONE THE 


HELWIG C0. (HE fi) come 


/ PRODUCTS 


2536 N. 30th St., Milw. 10, Wis. ¢ 














DON’T COMPROMISE ON QUALITY... 
GET OUR PRICES FIRST! 


NATURLITE 


Reg. U. S. Pat. Off. 


Fluorescent Fixtures 


Deliver maximum efficiency and economy . . . low original and 
maintenance costs Bonderized* at no extra cost More 
light for the same dollar 


*Parker Rustproof Co. Reg. U. S. Pat. Off 


LIGHT & POWER UTILITIES CORPORATION 

1035 Firestone Bivd., Memphis, Tenn. © 667 Madison Ave., New York 21, W. Y. 
Southern Representatives 

Chas. K. Ramond Co. Craig-Owen Co W. A. Wakeman 


1021 Carondelet Bidg. 736 Georgia Ave P. 0. Box 759 
New Orieans 12, La Chattanooga, Tenn. Shreveport. La. 


Cc. B. Bastia 
126 Thomas Road 
Decatur, Ga. 


‘ ; E ’ 


HOT-DIP GALVANIZED 
GROUND RODS 





es 
8 The finishing touch 
to a first-class job 


THE MARK of a good electrical job well 
done isa DixisTEEL Galvanized Ground Rod. 
Sharp-pointed for easy driving . . . hot- 
dip galvanized for positive protection 
against rust, ¥%”x8’ size carried in stock. 
Other sizes available. 
Write or telephone collect for prices. 
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Atlantic Steel Company 


DIX TEE 
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bringing it to the job, or to sharpen was the period of the 1949 business 


STA-BRITE SETS THE PACE their tools at home. recession, when prices in general 
* IN THE SOUTH *% Incidentally, the bench grinder turned down. 


If it’s fluorescent makes us very popular on the job; A brick home which cost $10,000 

MAKE IT SLIMLINE any-and-all of the mechanics work- to build in 1935-1939 would have 
8 he ing on the building come down to cost $23,460 toward the end of 
our shanty to grind something or 1948. This of course is an average, 
sharpen their tools; we are glad to 








for the increase in costs has varied 
help them out. in different localities. By the fall 
CORROSION ENGINEERS At one end of the shanty, near of 1951, the cost had increased fur- 
Leading engineering and construction the floor, we have installed a venti- ther to $25,650. 

{sm offers staff position to corrosion en- lating fan. 
rineers with minimum of three or four 
years experience in corrosion investiga- 





It surely does wonders Since then the change has been 


slight, with the estimated figure 
tions and design of cathodic protection summer months. As you already for May of 1952 


on pipe lines and lead cables in country know these non-insulatec metal- aft a aban : 
and city network-. Must be graduate : sulated 000. During the last few months 


electrical engineer (or equivalent). roofed shanties can get awfully hot building labor costs have contin- 
Work involves extensive travel, with in the summer time. 
headquarters in New York City. Salary 7 : 
commensurate with experience and --—- prices as a whole have declined 


ability. Good opportunity for advance- res > mi somewhat. 
ment. tox 667, Electrical South, 806 W iring I rogress 


Peachtree St.. N.E., Atlanta 5, Ga. (Continued from page 35) Despite the by epans ease 58 Coste, 
; a: residential building boomed after 
The power panels for this wiring the: war. The main factors were 
were manufactured by Federal higher incomes, a very large back- 
Electric Products Company and the log of demand, and easy financing 
SALESMAN lighting panels by Trumbull Elec- terms fostered by the Government. 
tric Company. : As the pent-up demand became 
_ There were nearly 4000 fixtures fiJled and credit terms were tight- 
installed of various types and ened under Regulation X, the mat- 
; makes, such as Leader, Daybrite, ter of cost became more important 
nationally accepted lines. Good Summerour and Devine, and Frink. to the prospective buyer. 
compensation. Give details. Con- The 100-watt fluorescent cove light- While the number of new dwell- 
fidential. Box 668, ELecrricaL ing fixtures and the 750-watt down ing-units started is still high, it 
SoutH, 806 Peachtree Street lights, Figure 12, were made by has dropped off considerably from 
N.E., Atlanta 5, Ga Frink, Inc. In addition, there were the peak year of 1950. In June the 
several office suites and a confer- minimum down payment require- 
ence room containing neon cove ments under Regulation X were 
lighting, such as 18 and 25 milli- lowered, and even eliminated as to 
meter, 3500 degree white mercury 


: . veterans’ purchases of new houses 
WANTE D and argon tubing, which was man- ralued at $7000 or less. Whether 


‘ aa ‘ ufactured and installed by the 
Experienced Lighting Engineer 


Texas Manufacturing Company, of 
to travel Southeast, calling on Fort Worth. 

architects and engineers, for well Besides the principal wiring, 
established manufacturers agent. there were many auxiliary systems 
cone Wu ake Get inte. installed, such as electronically reg- SALESMAN 

mation to Box 669, Electrical ulated IBM clocks, RCA speakers, To travel North and South Carolina 
South, 806 Peachtree St., N.E., annunciators, buzzers, code call wae apeoeedel ‘ton gp a i oe > 
Atlanta, Ga. All inquiries kept svstems. elevators, and provisions will be kept in strictest confidence 
confidential. for television. As Harry South- ae mhoctrt ul gout “806 Pa 


St I Atlant 


to cool off the shanty in the hot 


being about $26,- 


ued to move up, but materials 











Travel Georgia, llorida, Ala- 
bama, Mississippi, for old estab- 
lished Manufacturers Agent with 











this will stimulate demand in the 
face of current high costs remains 
to be seen. 














ern, electrical superintendent for 











the Wills Electric Company, said, 
“It’s modern, all right. It’s jam up 








WANTED a rare com 


can a his to the minute!” Lighting Fixtures Salesman 
Will Estimate Elec onstructis Wanted 


ntelliz 


it man wt 


Will Sell Electrical Construction Work intel a i 
ieee Building costs among wholesalers and architects. 
bh mac nny SSCL NT am (Continued from page 7) To represent one of the recognized 
Will work with Architects intelligently , _— - F manufacturers of Slimline and 
Will work with Builders intelligently circle indicates the figure for May, Fluorescent Fixtures. Territory 
Will work with Contractors intelligently as estimated. open, N. Carolina, S. Carolina, 
Will work with Engineers intelligently Ala., Miss., Louisiana, Texas and 
Oklahoma. Must have 5 years or 
Will work with Unions intelligently rise in home building costs has more practical experience. Give 
Witt be an Outotanding figure in the Elec proceeded virtually without inter- complete details first letter. Box 
. 671, ELECTRICAL SouTH, 806 Peach- 
Rox 672, ELporkicaL SovTH ruption except for about ten months 


806 Peachtree St.. N. E., ; e tree St., N.E., Atlanta, Ga. 
ne pam ee in late 1948 and part of 1949, That 


Active salesman with following 


As shown by the diagram, the 


Will work with Management intelligently, 


























ELECTRICAL SOUTH for AUGUST, 1952 

















on our new \/iking One Man 


Attic Fan and its real important 


says “CHUCK” Miller, of the H. K. Dewees Company, At- 
lanta, Ga., Friendly Viking Representative in the Southeast. 


Talk About North Carolina Being Sold! Read This! 


CHAS. F. JONES, Union Supply & Electric Co., 
1400 S. Mint St., Charlotte, N. C. 


‘We're real sold on the big warehouse space saving we make with the 
Viking 36” Attic Fan. It’s the first really new thing I’ve seen in Attic Fans 
in 20 years. For one thing, it takes about one-half the warehouse space 
of competitive fans. For another, | don’t have to worry about price 
competition, because the one-man installation features help my dealers 
knock total costs for a loop.” 


LOOK WHAT NORTH CAROLINA DEALERS SAY: 


‘What | like about the new 636 Viking Attic 
‘That one man installation deol is just my 





Here's big news for your 
rental morket, the big 22” 
Viking Window Fan for any 
double hung window. Write 
for the unusually strong 
Viking Co-op Advertising 
Plan. Consists of unique 
Co-op advertising pro- 
gram, display materials, 
and Fan Promotion Kit. 


meat. I've tested it, and | know! One man 
can install this new Viking 636 Attic Fan 
in HALF THE TIME it takes two men to 
install the conventional fan. You can just 
imagine, with a quality fan like this, what 
@ strong competitive bidding position it puts 
me in. And | like that, believe me! 

E. A. MORRISON, Interstate Electric Co., 
423 S. Church St., Charlotte, N. C 


AIR CONDITIONING CORP 


\ iking 


V..: Walworth, Cleveland 2, O. 


Fon is that it's a Quality Fan — my custom 
ers can tell at a glance that it isn't just a 
pulley, belt, motor, fan assembly, but that 
it was engineered and built by people who 
know how. Also, being as it's up to 50% 
lighter than competitive fans, my men don't 
complain about aching backs after each 
job any more. Those Viking people sure 
had a dealers problems in mind when 
they engineered this fan 

DONALD R. ELAM, Elom Elec. & Supply Co., 
114 N. Myers St., Charlotte, N. C 


HUMIDIFIERS 


PACKAGE 
BLOWERS 








EWS: Warm Manninc Goes on IN BC 


I’m Goin’ Back To The Wagon, 
Boys ... Goin’ To Put _ My 


WA 


Annie Lou 
And Danny 


Moon 
Mullican 


Th 


And Stars of 


GRAND OL’ OPRY 
STARTING..- 


Paw Always Told Me to let folks 
in on good news, and I've really got 
some! Me and Moon Mullican, Annie 
Lou and Danny and The Warm Morn- 
ing Boys are all set to tell right around 
ten million people about Warm Morn 
ing Coal Heaters and Gas Heaters! 
Oh, man! That means there’s going to 
be hundreds of prospects hearing us, 
for every dealer in our listening area! 


Pick Out The NBC Station In Your Area — 
And Tell Your Neighbors To Listen In! 





wiw 
WIRE 
WDAF 
wop! 
WAVE 


Cincinnati, Ohio 
Indianapolis, Ind 
Kansas City, Mo 

Bristol, Tenn 

Louisville, Ky 
WKPT Kingsport, Tenn 
WSM Nashville, Tenn 
WSVA Harrisonburg, Va 
WSLS Roanoke, Va 
KSD St. Louis, Mo 


wvow 
WiLS 
WBLK 
WHIS 
KOAM 
WMBG 
weow 
WwMiT 
WwSsB 
WBRC 


Logan, W. Va. 
Beckley, W. Va. 
Clarksburg, W. Va. 
Bluefield, W.Va 
Pittsburg, Kan 
Richmond, Va. 
Terre Haute, Ind. 
Charlotte, N.C 
Atlanta, Georgia 
Birmingham, Ala 


Oh, | ‘Most Forgot — Ernest Tubb, 
Cowboy Copas, Hank Snow, Jimmy 
Dickens and a passle more are all set 
to be guest stars! There'll be a differ- 
ent one every week to help us sell! 


| Don't Want To Sound Braggy, 
but those folks are goin’ to high-tail to 
your place and say, “Let’s see one of 
those Warm Mornings The Duke is 
always talking about!” Yes sir, we're 


| Don’t Need To Say that you'd 


going to be on NBC during your Lest 
selling-months—and folks will be buy- 
ing Warm Morning Coal Heaters and 
Gas Heaters from you like you never 
did see! 


better have a big stock of Warm Morn- 
ings ready —Shucks, you already know 
that! But it might be a right smart 
idea to sort of count over and make 
sure you have enough! 


WMVA Martinsville, Va 
WGKV Charleston, W. Va 
WwPUV Pulaski, Va 
WREX Lexington, Va 


WRON Ron 














Get Ready for the sales-and-profits opportunity this new 
Warm Morning Show is creating for you! Stock up on Warm 
Morning Coal Heaters with the patented Firebrick Interior . . . 


Warm Morning Gas Heaters with the exclusive “Heat Ramp”! 





WROL 
wMc 
WwGBF 
WSIS W 


everte, W 


Knoxville, Tenn 
Memphis 
Evansville, Ind 


Tenn 


nston-Salem, N.C 
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THE WINNER... 


MN 


| Com canes 


The CAPEHART “Monticello.” Magnifi- The CAPEHART “Monmouth.” Authentic 
cent smartly-styled Capehart—with lifelike period styling with Crystal-Clear 17-inch 
21-inch Crystal-Clear picture, exclusive picture, clear-as-a-bell Symphonic-lTone 
Symphonic-Tone System and new 26-tube and new Extra-Power Margin chassis 


Extra-Power Margin chassis. $37995" Mastercrafted cabinet in mahogany 


$29995” 
THE 
en 
apelualt 


When your prospects are looking for the best in television, they want the brilliance 
of a Crystal-Clear Picture ... the depth and resonance of Symphonic-Tone . . . 
Reserve Supply Video Power that gives amazing new clarity and detail to pictures 
from stations far and near .. . and cabinetry that lends distinction to their homes. 
These are the qualities which have given Capehart its enduring prestige leadership — 
which make Capehart first choice among your prospects who want the finest. 
And you, too, need look no further for a winner that will build more business 
and more profits for you. There may be a valuable Capehart franchise available in The CAPEHART “Trenton.” |7-inch tube 
your territory. See the Capehart distributor for for Crystal-Clear Picture. World-famous 


. F W. i Capehart Symphonic-Tone. Beautiful cab 
your territory or write Fort Wayne today. nets in mahogany veneers es 
. , Pais oad 7 . $26995 


The CAPEHART 5-Way 
Radio (Model 15). A 
portable and a table 
radio in one attractive 


package. Plays on bat- 
The CAPEHART Clock Radio (Model The CAPEHART Clock tery or AC or DC cur- 


TC-20). The fastest selling clock Radio (Model TC-100). Unique new rent. Perfect choice for 
radio on the market—the most design in clock radios—priced to cash extra radio everyone 
wanted, the smartest styled. Plastic in on the volume market. Superb needs. A real booster 
cabinet in choice colors. $4995" tone. Plastic cabinet in for radio 


ae. + = 2 6 choice of colors. From . $3295" sales. Only $3995" 


CAPEHART-FARNSWORTH CORPORATION, Fort Wayne 1, Indiana 


An Associate of International Telephone and Telegraph Corporation Zone | prices 
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youll kic 
yourself Nov. 


If you dont register now 


No doubt about it. This is going to be the most 
exciting—the most important—election in years 
and you won't want to be left out. But you won't 
be able to do a thing about it—unless you are 
registered. 


That goes for all your relatives and friends and 
neighbors, too. So help them as you help yourself. 


Find out WHEN, WHERE, and HOW to regis- 
ter. Then pass the information along to all your 
friends. It’s easy to get. Just call your local office 
in charge of elections, your City Hall or County 
Court House. Do it today! If you don’t you'll 
kick yourself for passing up the chance to have 
your say on election day. 
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fia 
credit PLAN 


eeeececse 


LOCAL SERVICE — NATION-WIDE EXPERIENCE 
Hundreds of Commerciat Crepirt offices 
throughout United States and Canada offer 


you fast, efficient service on a local level. 


YOU SHOULD HAVE THIS BOOK It ana- 
lyzes the appliance market in relation to 
time sales shows how you can benefit 
by the many advantages of the COMMERCIAL 
Crepit Pian. Ask vour distributor for a 
copy, or contact the CommerciaL Crepi 


Yet you and your customers benefit from 
many years of experience gained through 
millions of financing transactions covering 


practically every community office nearest you. There's no obligation 


OFFER THEM THE CREDIT THEY NEED Mil 
lions of people want credit, need credit 
can't buy without credit! Make sure you offer 
them the plan that’s best for them and best 
for you the plan that more customers 
prefer than any other national financing 
plan... Commerciat Crepit PLan 


More appliance dealers use Commercial Credit 


financing than any other national plan 


THE PROOF IS IN THE PUDDING 


Appliance dealers all over the country are proving 
that the CommerciaL Crepir PLan helps them make 
more sales and profits. This plan offers you a complete 
financing package that includes both wholesale and 
retail plans enables you to make better use of 
working capital instead of tying it up in floor stocks. 
When you deal with CommerctaL Crepit, you deal 
with one reliable source only . . . and you can be certain 
of financing as usual, no matter what the times. 


COMMERCIAL CREDIT 
CORPORATION 


A subsidiary of Commercial Credit Company, Baltimore 
..- Capital and Surplus over $125,000,000 offices 


in principal cities of the United States and Canada: 





automatic - electric 


FLOOR FURNACES 


BETTER SALES FOR 
YOU... BETTER 
HEATING FOR YOUR 
CUSTOMERS! 


Now—a new dependable electric floor heater 
to solve your Guimaies problems. Just cut Model Number _ FF-333 FF-335 FF-338 
the hole in the floor, insert the furnace, wire it Kilowatts 3 5 . 8 a 
up and turn it on. This simple procedure will Floor Opening | 141/4"'x24'/4" | 141/4''x301/4" | 201/4''x30//4 
save you time and money whether you build Overall Grille | 16°x26" 16"'x32 22'"'x32 
one-or one hundred houses. Depth | 20 20 20 


. Approx. BTU 
a Output per Hr. | 10,002 16,670 26,672 
311 Chichamose Avenue Rossvile, Georgia Ampere Rating 12.6 21.7 | 34.7 


LLOYD, Factory Seles — H 
375 Whitehall Street, S.W flante, Georgio 4 Approximate 


EXCELL ENGINEERING & suPrty, ING. Shipping Wt. 35 Ibs. 50 Ibs. 100 Ibs. 
P. ©. Box 5083 Indianapolis, Indiano 230 Volts A.C. Only 








W.L. JACKSON MANUFACTURING COMPANY 


1222 East 40th Street 
CHATTANOOGA, TENNESSEE 
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(Additional items will be found on pages 17, 19 and 89) 


2010—Water Heaters. An illustrated folder describing 
Bell Water Heaters and the ten-year guarantee and war- 
ranty is available from Adacar Mfg. Co., Napier Field, 
Dothan, Ala. 

2012—Domestic and Industrial Heaters. Electromode 
Corporation, 45 Crouch Street, Rochester 3, New York, 
is currently offering an Industrial and a Domestic Cata- 
log. The Industrial Catalog (EC-62R) gives complete 
descriptions, specifications and illustrations of Electro- 
mode Suspension-Type, Combination Portable and Suspen- 
sion, and Explosion-Proof Heaters, and includes data on 
control equipment, mounting and wiring diagrams, Illus- 
trations of typical installations. Also information on how 
to figure heat loss. The Domestic Catalog (EC-63R) is 
full of typical installations for walltype, portable, auto- 
matic and non-automatic Electromode Heaters, with com- 
plete specifications and suggested uses; also includes 
instructions for installation of wall model heaters. 

2014—Hot Water Heaters. Informative and well-illus- 
trated data are available from M. M. Hedges Manufac- 
turing Co., Inc., Chattanooga, Tenn., on their line of Auto- 
matic electric and gas water heaters. 

2018—Electric Fans. A 28-page, profusely illustrated 
booklet describes in complete detail, this company’s line 
of fans. Booklet available from Emerson Electric Manu- 
facturing Co., 81st and Florissant Ave., St. Louis 21, Mo. 

2022—Night-Air Cooling Window Fan. A two-page cat- 
alog sheet, completely illustrated and containing descrip- 
tive information on the 1952 Viking Window Fan is now 
available from the Viking Air Conditioning Corporation, 
5601 Walworth Avenue, Cleveland 2, Ohio. Illustrations, 
installation sketches, prices, specifications, and cooling 
diagrams are included. 

2024—Electric Water Heaters. New specification sheets 
are now available for a full line of cylinder and table 
top models, featuring the Water Hotter, from the White 
Products Corp., Middleville, Mich. 

2030—Electric Fans & Drills. Signal’s complete line is 
shown in a new catalog just off the press, featuring a 
wide variety of desk, pedestal, exhaust, and vent fans. 
Literature on drills, telegraphic equipment, and motors 
is also available from the Signal Electric Mfg. Co., 
Menominee, Mich. 


| 





2034—Electric Flat Irons. Full information on Amer- 
ican Beauty Electric Flat Irons in a weight, a shape, a 
size for household, as well as every industrial and manu- 
facturing use, is available in literature from the American 
Electrical Heater Company, 6110 Case Ave., Detroit 2, 
Mich. 

2038—Murray Ventilating Fans. A set of specification 
sheets is available describing the Murray line of fans, 
including 20 and 24 inch window fans and vertical and 
horizontal ventilating fans. H. C. Biglin Co., Inc., 177 Har- 
ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
line which is manufactured by Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters, Bulletin 3014-D 
describes Types “E” and “RE” Buffalo blowers and ex- 
hausters manufactured by Buffalo Forge Co., P. O. Box 
985, Buffalo 5, N. Y. Characteristics of the Blowers, 
graphs, charts including capacities and static pressure, 
and exact dimensions are all contained in the 8-page 
folder. 

2056—Electric Heaters and Heating Units sold through 
electrical dealers for home or farm are described in a new 
folder available from E. L. Wiegand Co., 7600 Thomas 
Blvd., Pittsburgh 8, Pa. The folio contains data and price 
sheets covering the profitable Chromalox line of table 
stoves, air heaters, range and water heater units and the 
new flexible Thermwire heating cable. 

2058—Exhaust Fans. A new Emerson-Electric Exhaust 
Fan catalog, illustrating and describing in detail this line 
of fans for all types of buildings, is offered by the Emer- 
son Electric Mfg. Co., 81st and Florissant Ave., St. Louis 
21, Mo. 


2064—Electric Fans. An attractive 12-page Catalog 
of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products 
is given, with complete specifications and dimensions. 


2066—Shutters & Dampers. A 12-page catalog (No. 
46) is available from the Elgo Shutter Mfg. Co., 2738 W. 
Warren Ave., Detroit 8, Mich., describing the 17 different 
types of shutter and dampers manufactured by them, and 
as used in connection with ventilating and air-condition- 
ing installations. 





ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 

Please send me the bulletins and catalogs indicated. 
(Print Plainly) 

Name Title 

Company 


Address 


City & State 





August, 1952 


Bulletins and 
catalogs will be mailed promptly. 


Circle numbers below. 
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2024 
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2078 
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2160 2162 2164 2166 











ELECTRICAL SOUTH for AUGUST, 1952 








Leta Chill Chest Distnbutor Salesman 
JOU Vou Abouti¢ 


. get the inside facts about this out- 
standing line of 8, 15 and 23 Cu. Ft. 
Deluxe Chill Chest Freezers. Find out 
about the Fast-Freezing feature and the 
new Miniature Demo-Kit that gives a 
complete Prospect-Selling Story ... It 
tells, sells, convinces! Join the fast grow- 
ing family of Chill Chest Dealers who are 
breaking freezer sales records in their 


areas. Write, wire or phone us today! 


a 5c. Ft. 
Deluxe 


~ DeLuxe “23” 


Housekeeping — The Chill Chest Freezer Line 
and Selling Plan is the profit-making plan. 


Nationally Advertised . Approved by Good FOOD FREEZERS ty Read ea | 


(FOOD FREEZERS >>) REVCO, INC. DEERFIELD, MICHIGAN 


——— a 
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2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn., offers a new 8- 
page catalog containing detailed information on the Hunter 
Zephair Fans, for home and industry. 


2072—Window and Attic Fans.. Two new 1952 bulletins 
on window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles Ave., New Orleans, La. 
A new line of 20”, 24” and 30” 2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 


2078—Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc.. Home Appliance Dept., 1620 Central Ave., Minne- 
apolis 13, Minn. 


2090 Fans and Fan Parts. A new bulletin No. 4152 
describing their Knock Down Fans and Fan Parts has 
been announced as available from S. J. Stewart (Elec- 
tric), 527-31 St. Joseph St., New Orleans 12, La. 


2092—Air Circulators and Window Fans. The Complete 
Line of Kisco Floor Model Air Circulators and Portable 
Window Fans for 1952 is illustrated and described in a 
series of two-color catalog sheets and envelope stuffers 
available to the trade. A Special Sales Manual containing 
product and sales information is available for use by 
Dealers handling Kisco Products. Kisco Company, Inc., 
2400 Dekalb St., St. Louis, Mo. 


2108—Household Refrigerators, Farm and Home 
Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 
heat Push-A-Button electric ranges. Write Coolerator, 
Duluth 1, Minnesota. 


2112—Oil Heaters. Colorful 4 page catalog, entitled 
“Nescontro] Heating” describing and illustrating the com- 
plete Nesco line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the Nesco, Inc., 201 North Michigan 
Ave., Chicago 1, IIl. 

2114—Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
St., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 
for every room in the house and other applications are 
described. 

2116—Replacement Heating Units—For electric water 
heaters. Information on the complete line of various 
wattages, voltages, and shapes of water heater units of 
the Immersion Type can be obtained by requesting Re- 
pecans Manual No. 5 from Tuttle & Kift, Inc., 1825 
N. Monitor Ave., Chicago 39, Ilinois. 

2118—Electric Fans. Robbins & Myers, Inc., Fan Divi- 
sion, 387 So. Front St., Memphis, Tenn., offers an attractive. 
12-page illustrated catalog covering outstanding features, 
design details, and performance ratings of R & M do- 
mestic, commercial and industrial fans for 1952 

2122—-Surface Heating Units—For electric ranges. 
Complete information on fitting the famous TK Mono- 
tube Electric Range surface heating units into all types 
of electric ranges can be obtained by requesting Replace- 
ment Manual No. 5 from Tuttle & Kift, Inc., 1825 N. 
Monitor Ave., Chicago 39, Illinois. 


2124—Evaporative Air Coolers. Essick Manufacturing 
Company, 1950 Santa Fe Avenue, Los Angeles 21, Cali- 
fornia. offers a greatly enlarged line of Air Coolers fo 
1952. The “Comfort Selector” is introduced for the first 
time, which permits complete control of coo] air delivery 
from zero to full capacity, enabling the user to vary the 
air volume and cooling to meet his personal requirements. 
New this year also is a line of five “Down Discharge” 
models for easier roof installations. The complete line 
includes 25 models. ranging from 1500 CFM fan-type 
coolers to 12.500 CFM industrial sizes. including 11 win- 
dow-mounting units. Write for further information. 


2136--HANDHOT CONSUMER MAILER—“HOME IS 
A PLEASURE”—9-page catalog of appliances and fans 
giving “tips” for using in copy. (Makes an effective 
dealer mailing piece. The “kiddies” enjoy the carton 
type drawing). Chicago Elec. Mfg. Co., 6333 W. 65th 
St.. Chicago 38, Il. 
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2140—Ventilating Equipment Circulators & Devices 
announces the publication of their new, up-to-date 1952 
catalog illustrating their complete line of ventilating 
equipment including Pedestal, Wall and Ceiling fans, Ex- 
haust Fans, new reversible window fans, blowers, shut- 
ters, etc. Write to Circulators & Devices, 98-168-32nd 
Street, Dept. E. S., Brooklyn 32, New York, for your free 
copy. 


2142—-Gas and Electric Water Heaters. Two bulletins, 
in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
heaters in the other. Warranties on both gas and elec- 
tric models are explained. 


2144—Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind. 


2150—Apartment-Size Electric Range. Complete spe- 
cifications on the State Pride apartment-size electric 
range, manufactured by State Stove & Mfg. Co., 509— 
25th Ave., No., Nashville, Tenn., are contained in a new 
two-color catalog sheet. The stove is illustrated, and 
many consumer advantages are listed. 


2152—Shutters and Dampers. Air Conditioning Prod- 
ucts Co., 2340 W. Lafayette Blvd., Detroit 16, Mich., has 
made available an 11l-page illustrated catalog No. 44 
describing their line of shutters and dampers. 


2154—Rancher Fan. The “Niteair” Rancher, a com- 
plete package unit designed for ranch-type homes with 
low-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di- 
mensional drawings and specifications. 


2156—Combination Portable Window Fans. Three sizes 
of Lau combination portable window fans that harmonize 
in color and design are included in catalog folder Form 
No. 615 available from The Lau Blower Co., Dayton 7, 
Ohio. Model 1252 is designed for casement windows, as 
is Model 1652, which is 2 inches larger. Model 2052 is 
a new window fan with side expanders. Variety of uses 
for all three fans is included in the folder. 


" 


2158—Long-Range Radio & Television. Write: Michael 
Kelly, sales manager for key dealership franchises; and 
full technical data on Hallicrafters’ world-famed precision 
radios and television. Hallicrafters now GUARANTEES 
150-MILE TELEVISION RECEPTION, and GUARAN- 
TEES WORLD-WIDE RADIO RECEPTION. These exclu- 
sive products may now be available for your territory, so 
write today. The Hallicrafters Company, Chicago 24, 
Illinois 


2160—Electric Hot Water Heaters. A new catalog de 
scribing Rex Electric Water Heaters is available from 
THE CLEVELAND HEATER CO., 2310 Superior Ave- 
nue, Cleveland 14, Ohio. It illustrates both the conven- 
tional round and the “Table High” models. 


2162—Fans and Blowers. Fans and blowers for every 
requirement are described in Catalog No. 400 of Chelsea 
Fan & Blower Co., Inc., Plainfield, N. J. Illustrations of 
each unit are accompanied by a listing of features, 
specifications, and dimensions, as well as cross-sectional 
drawings on many models. 


2164—“TOWERS & MASTS FOR TELEVISION & 
RADIO. By writing to the Jontz Mfg. Co., 1101 E. Me- 
Kinley, Mishawaka, Indiana interested persons may procure 
information on a full line of Towers & Masts for TV and 
Radio installation. The Jontz Mfg. Co. also produces Guy 
Rings. Roof Mounts. and steel tubing. All materials are 
heavily zinc-plated & chromate dipped for great rust-re- 
sistance.” 


2166—Radiant Glass Panels. Specifications and appli 
cation data on electric radiant Glassheat panels is 1 
available from the Continental Radiant Glass Heating 
Corp.. 1 East 35th St., New 16, N. Y. The new bulletins 
describe both the flush mounted and surface mounted type 
of panels 


mw 
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NEWS 

Sales trend 
turns upward 

THE MAY-JUNE period marked a 
turning point in 
tions for appliance 
ports of 
from individual appliance dealers 


business condi- 
dealers. Re- 
better business received 
are now substantiated by industry 
that are just 


leased for that period. 


statistics being re- 
As an example, factory sales of 
standard size household washers in 
June totaled 274,457 units, as com- 
pared to 213,668 in May, or an in- 
crease of 28.5 per cent, according to 
figures released by the American 
Home Laundry Manufacturers’ As- 
The total repre- 
sents a gain of 8.4 per cent over the 
253,119 units sold in June, 1951. 
Automatic tumbler 


1952, 


sociation. June 


dryers sold 


in June, aggregated 31,720, 
an increase of 10 per cent from the 
28,812 sold in May. 

Sales of ironers in June amounted 
to 17,654 compared to 


12,652 in May, an increase of 39.5 


units, as 


per cent. 
standard size 
household vacuum cleaners in May 


Factory sales of 
totalled 216,969 units, an increase 
of 7.4 per cent over the sales of 
May, 1951. May, 1952, sales were 


virtually the same as April, 1952. 


Fair trade law 
effective again 

WITH THE SIGNING by the Presi- 
dent of the “fair 
trade” law permitting manufactur- 
ers to fix retail 


controversial 


trade- 
marked or brand name merchandise, 
a number of manufacturers of elec- 
trical housewares have announced 
that they will fair trade their appli- 
ances. Among the first making 
such an announcement was the 
Proctor Electric Company, 
merchandising manager, 
Joseph Tiers, announced that all 
Proctor appliances would be fair 
traded. 

Under the new law, even 
chants 
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prices on 


whose 
general 


mer- 


who refuse to sign such 


--- GOVERNMEN 


price fixing agreements must nev- 
The law 


from 


ertheless abide by them. 


is different on one respect 
the fair trade law that was in effect 
during the early postwar years. At 
that time, a dealer could sell below 
the agreed price, but could not ad- 
vertise it. This led to many in- 


stances where merchants adver- 


tised “famous name brands” for 


sale below the usual price, along 
with the admonition that “we can- 
not tell you the name of this fa- 
mous Now 
the Jaw says that they must abide 
by the fixed price. 


name manufacturer.” 


During the congressional meet- 
ings on the measure, opponents de- 
to antitrust 


laws and a spur to inflation. They 


nounced it as a blow 


forecast it would cost the nation’s 
consumers two billion dollars a year 
by preventing price-cutting bar- 
gain sales. 

In a statement issued by Presi- 
dent Truman at the time he signed 
the bill, he said “I do not believe the 
‘fair trade’ laws are as harmful to 
competition as some have asserted. 
There are and will be strong com- 
petitive forces among manufactur- 
ers, Wholesalers, and retailers, even 
with the ‘fair trade’ laws in effect.” 

As for merchants, Mr. 
Truman “while the 
protect him 
some types of cutthroat 
tion, the local 


small 
said, ‘fair 


trade’ laws against 


competi- 


independent mer- 


T REGULATIONS 


chant will continue to have to offer 
better and more convenient service, 
and to sell at reasonable prices, if 
he is to survive against the legiti- 
mate and keen competition of such 
modern advances in the retail field 
as the super market, the mail-order 
house, and the branch department 


store.” 


CPR-I161 tailored for 
eonsumer durables 

A CEILING PRICE regulation espe- 
cially tailored for consumer durable 
yoods industries has been issued by 
the Office of 
Designated as 


Price Stabilization. 
CPR-161, the new 
simplified 


regulation provides 


methods for calculating ceiling 


prices for the approximately 100 
industries in the consumer durable 
that 
turers will be af- 


goods field. It is estimated 


25,000 manufa 
fected. 

The appendix of CPR-161 lists 40 
categories of commodities covered 
by the regulation. Among those of 


special interest to the electrical 


trade are: 1. Appliances, household, 
other. 4. 


metal, wood: portable (radio, TV, 


electric and Cabinets, 
phonograph, sewing machine, util- 
itv, and kitchen). 8. Electric lamp 
bulbs and tubes. 15. Housewares, 
small, electrical. 19. Kitchen equip- 
ment, commercial. 33. Radio, TV. 


phonographic, and other electronic 





RETAIL RADIO-HOUSEHOLD APPLIANCE DEALERS 
ES 


Millions of 


TIMATED TOTAL SALES 


Dollars Millions of Dollers 
* 





Retail sales— 


Sales of retail radio and 
appliance dealers were 
estimated at 217 mil- 
lion dollars during May, 
1952, by the U. S. Of- 
fice of Business Eco- 
nomics, an increase of 
19 million dollars above 
April, 1952. The May, 
1952, sales were 7 mil- 
lion dollars above the 
sales reported for May, 


1951, 
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New Zenith Deluxe Clock Radio. 
An extra powerful performer with amazingly 
sensitive Long Distance AM reception x17 


Built-in Wavemagnet antenna i, : + eee poeruat 
Handsome plastic cabinet in Bisque, . oa -¥ : 


Walnut, Ebony, Ivory and Down Grey, 


~ Glock Radios 


, wiTH “BIG SET” TONE— 
New Zenith Clock Re DISTANCE— PERFORMANCE! 


A moderately priced set featuring famous 





t's keep that sales curve climbing —'round the clock and ‘round the seasons. And t 
Zenith Long Distance AM reception Let F " . & . . . 1 to 


Built-in Wavemagnet antenna. Gleaming help you do just that Zenith brings youtwo sure-fire ‘round the seasons sales hits, certain 


Ebony, Walnut, Ivory, French Green to keep sales high—and profits climbing—even during the usual summer doldrums 

ond Dawn Grey plastic cabinets Yes, it had to be Zenith to bring you these two magnificent new style Clock Radios 
They're entirely new—entirely different. They boast “Big Set’ Radio 
Quality — Tone — Distance — Performance! 

And they sell on sight—because they're so different, so beautiful, so 
moderately priced. They come in an array of customer-winning, fashion- 
keyed colors to blend with any room—any decorative scheme 

ae One more thing about these profit-leaders. They take liule room—and 
eon osucee RADIO are easy to stock. A simple counter display is certain to pull in sales galore 
and TELEVISION So don't miss out. Keep that sales curve high. Stock up! Display! Sell 


Zenith's great new Clock Radios! 


ZENITH RADIO CORPORATION «© Chicago 39, Illinois + Also Makers of Fine Hearing Aids 
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equipment and accessories. 

The new price regulation must 
be used to determine the ceilings of 
all new commodities introduced 
after September 24, 1952. It may 
be used before that date. 

The basic technique of the new 
regulation is comparison pricing. 
Ceiling prices of new commodities 
are established by comparing them 
with similar commodities for which 
ceilings have already been issued. 


Transshippers hit 
by New Jersey law 

IN NEW JERSEY, Gov. Alfred E. 
Driscoll has just signed the Barnes 
act aimed at transshippers of appli- 
ances. (The transshippers have 
played an important part in recent 
price cutting practices. They are 
generally independent appliance 
and TV jobbers who buy up mer- 
chandise from franchised wholesal- 
ers and resell it in other areas after 
having removed the serial numbers 
to prevent the manufacturer from 
detecting the source of supply.) 

The New Jersey law sets fines of 
$1,000 or three years in jail for 
anyone who “removes, defaces, al- 
ters, changes, destroys, covers, or 
obliterates any trademark, distin- 
guishing or identification number, 
serial number or mark” from any 
appliance. 
































“Pass this aptitude test and 
you've got yourself a job here!” 


The law also requires any re- 
tailer who comes into possession of 
such defaced goods to report to the 
police how he got them. 


Radio-TV departments 
have lowest margins 
Department store appliance and 
radio-TV statistics, released by the 
National Retail Drygoods Associa- 
tion Controllers Congress, indicate 


CARNIVAL DRAWS CROWDS—Clown act at Stix. Baer and Fuller’s House- 


wares Carnival, St. Louis, drew crowds and stirred 


interest in electrical 


housewares. Clown, Lou Morgan, is shown pointing out jet action of the 
Universal Jet 99 vacuum cleaner by means of the Whirl-a-wav display. Three 
Jets were sold in the first 2 hours on the floor. 
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that gross margins in radio-phono- 
television departments in stores 
with over $1 million annual volume 
average only 19 per cent, the low- 
est of all departments. Appliances 
were next to the lowest in gross 
margins. 


New corporation gets 
“Universal” trademark 


SALES VOLUME of Universal Ma- 
jor Elec Appliances, Inc., rose to 
more than $1,150,000 for the month 
of June, and was the highest in the 
company’s history, according to 
Morton L. Clark, president. Mr. 
Clark pointed out that the company 
now has one of the broadest lines 
of major home appliances in the in- 
dustry, since the acquisition of the 
“Universal” line of major appli- 
ances formerly manufactured by 
Landers, Frary & Clark. 

Recent additions to the 1952 line 
include television receivers, auto- 
matic clothes washers and dryers, 
automatic garbage 
disposal units, and other items. The 
company is now producing window 
room air conditioners in both 
'-ton and 34-ton models. 

The Universal Major Elec Appli- 
ances, Inc., of Lima, Ohio, is a new 
company which 


dishwashers, 


resulted from a 
merger agreement whereby Art- 


(Please turn to page 122) 
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Gilassheat puts you in the heating business 
—wherever there is electricity! 


If you are one of those dealers 
who are still selling electric heat- 
ers only for bathrooms, you can 
triple your market with Glassheat. 
Now with Continental glass panels 
you can sell heating not only for 
extra rooms, attics, etc., but also 


1. Complete homes, offices, 
touring courts. 


2. Existing structures — not 
just where new construction. 


3. Anywhere—yes, on private 
power company lines and REA’s 
—not just in TVA sections. 


Can we prove it? 


1. Hundreds of complete homes, offices, tourist courts— 
even churches being completely and solely heated with 


glassheat, and at reasonable cost in all parts of the country. 


2. The panels can be simply and quickly attached to the 
surface of any wall—protrudes only 134 inches—existing 
structures can be equipped throughout about as readily 


as new construction. 





@ Clean—no soot, no dust. 
oxide, no explosion danger 


Find out for yourself! 


@ Attractive—fits any decorative scheme. 
@ Healthful—constant, even temperature; no “dried out” air. 





eget opssart east 8 gel lag 





We'll show you= 


3. Operating costs in line with other fuels wherever rate 
is 2¢ or less—and entirely satisfied homeowners, tourist 


court operators, etc., on private power company lines. 


You know people who would like an all-electric home or 
court—or who have an insufficiently heated area—or are 
adding a room—are not satisfied with their present heat— 
want something clean, trouble-free, odorless, healthful and 
SAFE—don’t want pipes, ducts, tanks, boilers, basement, 
repairs and maintenance headaches— would like something 
that can be quickly installed even in a freshly redecorated 


room without any damage, muss or fuss. 





by Continental Glassheat Corporation 
(C4 1 East 35th Street, New York, N. Y. 


@ Safe—no mon- 





NOTE: For information in Alabama, North Florida, Georgia, 
Mississippi, and West Tennessee. write Dixie Radiant 
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Glassheat Co., 72—I11th St., N.E., Atlanta, Ga. Telephone: 
Vernon 2282. Exclusive distributor for these areas. 
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Visitors to Florida Power and Light offices are stopped by displays like this one promoting a room air conditioner. 


How a power company campaign 


@ “SLEEP COOL as a cucumber 
wake fresh as a daisy for a few 
cents a day, electrically!’ said ads 
in Florida Power and Light Com- 
pany’s summer, 1951, campaign to 
‘Beat the Heat.” 

And a large number of Florida 
citizens were persuaded. Retailers’ 
sales of cooling devices jumped far 
beyond quotas based on summer, 
1950, sales (the first time a “Beat 
the Heat” campaign was at- 
tempted) and Florida Power and 
Light’s estimate of potential cus- 
tomers. 

Instead of selling an expected 
1,000 home air conditioning units, 
dealers in sections Florida Power 
and Light serves sold 3,627, or 362 
per cent of quota. Instead of sell- 
ing 2,000 exhaust fans, they sold 
2,367, or 118 per cent of quota. In- 
stead of selling 8,000 portable fans. 
they sold 11,298, or 149 per cent 
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Soaring sales of summer appliances boost demand 


of quota. And the sales increase 
carried over after the three and 
one-half month long campaign 
(May 14 to August 31) ended 
Total 1951 air conditioner 
were 1.807 


sales 
7,238, more than in 


1950, an increase of 198 per cent. 


1,500 dealers benefit 
More than 1,500 retailers and dis- 
tributors of home electrical appli- 
ances in Florida are 
Florida 


benefiting 
Power and Light 
Company’s persistent and energetic 
sales promotion programs. The 
company headquarters are in 
Miami, and just less than half of 
these dealers are in the Miami 
area, the remainder being scat- 
tered through other sections of the 
state. The company serves about 
a third of the population of Florida. 

To bring about the excellent 
“Beat the Heat” campaign results, 


from 


Florida Power and Light adver- 
tised in newspapers, on the radio, in 
buses, and with displays in its own 
offices throughout the state. It also 
supplied dealers with sales helps 
such as copy for their own news- 
paper 


advertisements, cards for 


window and interior display, a 
home comfort cooling manual for 
distribution to builders and archi- 
tects, and free pocket-size visual- 
izers for salesmen to use in home 
demonstrations of air conditioning 
It offered 
retailers the use of its own display 


units and exhaust fans. 


floors for exhibiting merchandise 
Its field representatives turned over 
many prospects’ names to retailers. 

This campaign was typical of 
Florida Power and 
Light Company’s sales promotion 
department, under the management 
of J. H. Keele, has put on during 
the past several years. It won first 


many that 
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An igloo in “Beat the Heat” office display points up cooling benefits of fans. 


is rocketing dealer sales 


for electricity in Florida “Beat the Heat” drive 


place in i950 in the George A. 
Hughes Awards for promotion of 
all-electric kitchens and 
promotion of electric 
ranges. The Hughes awards are 
given annually for the most suc- 


second 
place for 


cessful promotions of electrical ap- 
pliances by power companies. 


Leveling the summer valley 

Much of the company’s sales pro- 
motion has been directed toward 
leveling out its power load over the 
vear. It has been trying to fill the 
summer “valley” rather than en- 
courage an over-all increase in its 
power load. Peak winter loads are 
caused, in Florida as elsewhere, by 
cooler weather and longer nights, 
but in Miami the peak load is ex- 
ceptionally heavy because of the 
large influx of winter visitors and 
the rapid growth of permanent 
residents. In a community of slow 


growth the problem would not be 
so acute, but the Miami area ( Dade 
County) led all large metropolitan 
areas in the United States with a 
242 per cent gain in population in 
two decades, and Florida as a whole 
Moreover, the 
Miami area continues to grow at a 


gained 89 per cent. 


rate expected to increase the per- 
manent population to 1,500,000 by 
1963. This will tax the planning 
ingenuity of all public services. 

Even in the mild Miami area 
there is an average of about 556 
hours during the year when some 
heat is required for comfort, these 
hours being spread over 77 days. 
The figure would be much higher 
for north and central Florida. 

“If every home were equipped 
with an adequate electric heating 
system,” the 
“Florida 


would 


states, 
Light Co 
have a demand for elec- 


company 
Power and 
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tricity for space heating alone 
which would be almost seven and a 
half times the company’s peak load 
from all customer demands other 
than house heating. Such a heat- 
ing demand on the company’s sys- 
tem would require power plants, 
transmission and distribution lines 
seven and a half times as large as 
those ample for normal loads 

“In other words, the company’s 
entire system would have to be re- 
built on a tremendous scale in 
order to carry the space heating 
load of electricity for only a few 
hours out of a total of 8,760 hours.” 

Because there is still a consider- 
able gap between winter and sum- 
mer consumption of electricity in 
Florida, the company is trying to 
encourage greater use of electric 
power in the summer and to deter 
heating by elec 


winter house 


Please turn to page 118 
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by Robert A. Latimer 


Package air conditioner installa- 
tions are tallied on this board at 


Joske’s office. 


*“Goose-egg”’ system 


makes salesmen sell. 


Hard work can sell room coolers 


With competitors cutting room cooler prices to the bone, 


list price selling requires harder work, 


@ PACKAGE air conditioners will not 
sell themselves—but hard work and 
the proper sales tools can and have 
brought big profits in this market, 
says Evan Moon, appliance sales 
manager of Joske’s, San Antonio, 
Tex. And Mr. Moon can point to 
his own record of top volume sales 
to prove that he knows what he’s 
talking about. 

Mr. Moon year after year has 
won plaudits of dealer associations 
for leading the nation in refriger- 
tor sales. This year Joske’s total 
sales are ahead of the excellent 
1951 record. In May, 1952, the big 
Texas dealership registered a 15 
per cent increase over sales volume 
in May of last vear, which dealers 
remember as a month of 
business” 


“cream 
stimulated by the first 
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spring of the Korean conflict. 

Three prominent lines of room 
coolers are helping Joske’s and Mr 
Moon to maintain this selling pace. 
The big volume of package air con 
ditioner sales is credited by Mr. 
Moon to “harder work than the 
other fellow puts out” plus best 
possible use of sales tools. 

“Package air conditioners are not 
going to sell themselves,”” Mr. Moon 
warns dealers. “At one time, only 
a few heating and air conditioning 
dealerships competed with the ap- 
pliance dealer. But now every type 
of retail outlet with space to show 
a room cooler is gunning for home- 
cooling dollars. Often these outlets 
are cutting prices to the bone to 
move their inventories.” 

And he emphasizes: 


better display 


“Anyone can sell room coolers if 
he is willing to eliminate profit 
almost entirely. We do not propose 
to sell on that basis and we are 
simply using the alternatives open 
to us.” 


Spartan salesmen 
Exhaustive concentration on the 
field, through contacting of every 
prospect and long hours of work 
are the Joske’s 
program 
Mr. Moon always has insisted upon 


fundamentals of 
room conditioner sales 
doggedness and spartan-like sales 
work from his 60 salesmen scat- 
tered throughout the city. 

Every sales meeting is scheduled 
at 8 a.m. instead of the usual 9 or 
10 o’clock. 
men must arise by 6 a.m. in order 


This means that sales- 
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to reach the store in time for the 
meeting. Every man is scheduled 
reguiariy for evening calls, and 
long atter stores are closed for the 
night, Joske’s salesmen are out 
making demonstrations, interview- 
ing prospects and following up 
leads. 

As soon as a package cooler has 
been installed and the family has 
had time to appreciate it, the sales- 
man will be back — this time in 
search of additional prospects. 
Every installation can create as 
many as a dozen bona fide prospects 
for still more installations, the 
Texas dealership has learned. 

“Most customers have that many 
relatives,” Mr. Moon smiled, “and 
as soon as the owner of a room 
cooler tells us that a brother, a 
cousin, or a friend has expressed 
interest in the comfort produced by 
the first installation, we go to work 
on him immediately.” 

All of Joske’s branch managers 
in charge of outlying stores in the 
suburbs of the city came up from 
the ranks, beginning as ordinary 
specialty salesmen. Thus each 
knows his own particular area well, 
and can assign prospect calls his 
experience tells him to. No Joske 
salesman can last very long if he 
is not out aggressively driving after 
business. It is from this sort of 
regard for salesmanship _ that 
Joske’s well-known “goose-egg” sys- 
tem developed. If a salesman fails 
to sell a single appliance on any 
day, he is issued an artificial glass 
“goose-egg” which he must carrv 
around in his pocket during the 
following 24 hours. He must pro- 
duce the goose-egg upon request at 
any time, or contribute a quarter 
or more to the department’s coffee 
fund. Needless to say, the goose- 
egg is regarded with high disfavo1 
by the 60-man sales crew, and very 
few of them have carried it during 
the past two years. 

Proof they're portable 

More easily definable as a sales 
tool is the departmental package 
cooler display on Joske’s 
floor, and the demonstration plan 
that works with it. Upon finding 
early this year that many home- 
owners have a mistaken idea as to 
the installation of room coolers in 
their homes, Mr. Moon had a 15- 
foot artificial wall built on his ap- 


sales 


REFRESHING AIR 
BY FRIGIDAIRE s 


An artificial wall on Joske’s sales floor lets salesmen demonstrate that coolers 
can be easily moved from room to room. 


pliance sales floor to demonstrate 
ease of installation. 

“A lot of people, despite pub- 
licity to the contrary, still believe 
that it requires connection of wate: 
pipes, a lot of electrical work and 
carpentering in order to put in a 
room cooler,” it was pointed out 
“With our simple wall display, the 
salesman can show how easily the 
cooler can be slipped in and out of 
any window and moved around the 
house if necessary. At least a score 
of times per day this proves a 
pleasant surprise to prospects.” 

When photographed, the wall 
contained a one-half ton and a one 
ton Frigidaire room cooler, plus a 
three-fourths ton Carrier cooler, 
These can be easily changed and 
several brands are regularly ro- 
tated through the fixture. Each is 
in operation at all times, providing 
an impressive cool zone in the al- 
ready-air conditioned Joske store. 


Loan-outs 
Far and away the most effective 
sales tool which the Joske business 
is utilizing, is loan-out demonstra- 
tion. Except for limiting loan-outs 
to those with credit 


ratings, or owners of their own 


established 


homes, Mr. Moon places no strings 
whatever on this type of promotion 
He does, however, insist that every 
demonstration be so arranged that 
it extends over a weekend. 

“That is probably the most im- 
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portant point I could pass along to 
another dealer,” Mr. 
“The head of the house must have 
an opportunity to appreciate the 
comfort which a room can bring in 
100 degree weather before the sale 
Even if the children 
sleep better, the wife enjoys more 
comfort, etc., it usually takes sev- 


Moon said 


can be. made. 


eral hours of cooling, contrasted by 
a walk outside in the hot sun to 
really tell the entire story to the 
homeowner. He must be sold, per- 
sonally, before the purchase will be 
okayed. For that reason, all of our 
home demonstrations are always ar- 
ranged to include Sunday. Natu- 
rally, this may mean that we will 
be piled up with sales calls and 
cooler removals on Monday, but we 
consider these well worthwhile, in 
view of the results.” 

Service is just as important ip 
package cooler promotion as in any 
other appliance line. Joske’s huge 
service department, one of the best 
equipped in the country, is thor- 
oughly explained to every room 
cooler customer, pointing out that 
the store will give immediate ser- 
vice during the guarantee period, 
without charge, to keep air condi- 
operating at their best 
After warranty expiration, Joske’s 
will continue to handle every repair 


tioners 


It has been surprising, ac- 
cording to Mr. Moon, how sales 


need. 


resistance melts away once these 
simple facts are explained 
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No repair job is ever refused by 
Scott-Garrison, of Austin, Texas. 


They maintain a clean shop with the 
repairmen in full view of customers. 


Small appliance service is rewarded 
by larger jobs if it is well done. 


Service can be profitable 


@ WOULD YOU THINK that an hour’s 
broadcast every night from mid- 
night ‘til one a.m. would pay off 
selling electrical service? 

“Well, it does for us!” said 
Archie Scott, co-owner of Scott- 
Garrison Electrical Service, Austin 
Texas. 

Scott owned and operated this 
business until recently when he 
took Smith Garrison in as a part- 
ner. Now the operation is known 
as Smitty and Scotty’s! 

“We also have another disc 
jockey program six days a week,” 
said Garrison. “This is a half hour 
program from 10:30 p.m. 
11:00 p.m.” 


until 


Why sponsor a program at such 
unconventional hours? 

“On all our programs,” said 
Scott, “we sell nothing but our ser- 
vice. People we want to reach are 
up at those hours listening to their 
radio at home or in their car.” 

These boys want to reach the 
younger crowd. There is more ser- 
vice volume to be had from the 
younger people than the older. They 
tear things up faster. Young people 
do not give their appliances the 
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care and attention older people give 
their's. Too, older people are harder 
to wean away from their present 
source of supply, whether it is tan- 
gible merchandise or service. 

“When we are on the air,” said 
Scott, “we are not trying to com- 
pete against big network shows for 
listeners. Late hour time comes 
cheaper than any 
10:00 p.m.” 


time up until 


Scott had this half-hour show at 
10:50 for nearly three years prior 
to taking in a partner. In that 
length of time he was able to de- 
termine definitely that it was a 
satisfactory investment. 
night show 


The mid- 
1as only been in exist 
ence for the past six months, and 
the response from it is remarkable. 

“Besides ourselves,” said Garri- 
son, “we hire three full time em- 
ployees. Every call we get we treat 
as an emergency call. Most of. this 
work we do in the home is for cus- 
tomers who first got acquainted 
with us by first bringing in some 
appliance to be fixed in the shop: 
a fan, a toaster, an iron, a percola- 
tor, or a small table model radio. 

Scott and Garrison make it a 


point never to turn away any job 
that comes in. 

“Often,” said Garrison, “we hard- 
ly break even in repairing an iron. 
We cannot charge more than what 
is reasonable in comparison to the 
cost of a new iron. When we get 
in an iron for repair, if we find it 
is going to cost more than $5 to 
repair it, we phone the customer 
and tell them the condition of the 
iron to ascertain whether or not 
they want to put that much money 
in an old iron. This gives the cus- 
tomer a chance to decide whether 
or not it would be better to buy a 
new one.” 

Going ahead with the ‘repair 
could easily result in a dissatisfied 
customer. 

“Our principal income,” said 
Scott, “comes from making service 
calls to repair refrigerators, wash- 
ing machines, 


evaporate coolers, 


and other major appliances in- 
For example, the 
average service call to repair a re- 


frigerator amounts to $7.50. 


stalled in homes 


Many 

Ninety-nine 

per cent of these calls come from 
Please turn to page 117 


jobs run much more. 
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More sales through coordinated campaigns 


A plan to develop maximum sales pressure at certain times 


on prospective purchasers of the low-saturation appliances 


® THE DEALER Coordination Com 
mittee, of the Edison Electric In- 
stitute, believes that dealers can 
sell more low-saturation appliances 
if utilities can arrange to promote 
the same appliances at the same 
time. 

The promotions of a utility 
should have more punch if its cus- 
tomers are being urged at the same 
time to “buy now” by newspaper, 
radio and TV advertising in neigh- 
boring key cities. When utilities in 
the same market area coordinate 
their promotions, manufacturers, 
distributors, and their salesmen can 
concentrate their sales efforts on 
one or two appliances at a time. 
So can the dealers. The market im- 
pact should be greater. Maximum 
sales should result for all segments 
of the industry. 

Therefore, the Dealer Coordina- 
tion Committee at a recent meeting 
voted to recommend that promo- 
tions of electric ranges, water heat- 
ers, home freezers, and dryers be 
synchronized during 1953 by means 
of the Coordinated Campaign Cal- 
endar given below. The Calendar 
has been approved by the Kitchen 
and Laundry Committee and the 
chairman of the other committees 
of the residential section of EEI 

The campaign periods were se- 
lected after taking into account 
data showing the months of great- 
est sales opportunity at retail and 
utilities’ campaign dates for 1952 
The campaign months are assumed 
to be the months during which 
maximum dealer sales efforts will 
be brought to bear on the consumer. 

Each segment of the industry 
can then allow whatever lead time 
may be necessary when scheduling 
advertising. The majority of the 
committee felt that the months of 
June and December should be avoid- 
ed as much as possible because they 
are the peak months for many other 
appliances. 


Regional deviations from this na- ditions, and the supply of appli- 
tional calendar are expected—devi- ances, and power. Therefore, the 
ations due to climate, economic con- Please turn to page 117 
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Market for radiant electric heat 


by Kiliaen V. R. Townsend* 


@ ELECTRIC radiant glass panel 
heat has proven its practicability 
in actual use under the most severe 
conditions and has received enthusi- 
astic consumer acceptance. A few 
sales minded electrical appliance 
dealers and electrical contractors 
have done a good job in tapping 
this extensive market, and have 
found tourist courts and motels to 
be especially good prospects. 

These glass panels have been in- 
stalled as the complete heating sys- 
tem during the past three years in 
numerous new and existing tourist 
courts, as well as homes, offices, 
churches, etc., where private power 
companies supply the current at 
existing commercial and residential 
: rates. 

Actual operating costs in prop- 
erly insulated structures have 
proved entirely reasonable and 
satisfactory to the consumer, even 
‘during the extreme 1950-1951 win- 
‘ter when most regions in the South- 
east experienced record low tem- 
i peratures and many consecutive 
sub-freezing nights. As a matter 
of fact, there are similar satisfac- 
‘tory installations as far north as 
Montreal, Canada. 


Inherent advantages 
The advantages over virtually 
any other form of heating system 
are so numerous that 
the only “selling’ 
vincing the 


practically 
necessary is con- 
motel operator that 
operating costs will be reasonable 

He is looking for heating that 
is automatic, noiseless, 
troublefree, clean, and modern in 
appearance. And, above all, it must 
be safe, a requirement that more 
and more tourists are considering 
as a result of the publicity given 


’ 


odorless, 


*Mr. Townsend is president of the 
Dixie Radiant Glassheat Co., Atlanta, 
Ga., distributors for Continental Radi- 
ant Glass Heating Corp., New York, 
N.Y. 
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fatalities in tourist courts result- 
ing from faulty heating installa- 
tions. Glass panel heat definitely 
incorporates all these advantages 
at an initial installation cost which 
is competitive with other forms of 
heat. 

If the operating cost is proved 
to be comparable, or even close, to 
other fuels, the customer will go 
“all electric” on any new court and 
will convert over an existing one if 
he is interested in keeping his court 
competitive with other first-class 


courts. Conversion to glass panel 


heat is entirely practical inasmuch 
as the panels can be simply screwed 
onto the surface of the wall and 
will protrude only one and one-half 
inches. 

Moreover, this can be done with 
one or two rooms at a time if 
desired, a tremendous advantage 
over having to lay out thousands 
of dollars in a lump sum for the 
modernization of other types of 
heating systems. 

In Alabama and Georgia, 15 to 
20 cents per room per night is an 


average cost during the winter 


(Photo courtesy Continental Radiant Glass Heating Corp.) 


The surface mounted radiant glass heating panel can be installed in existing 

buildings without making it necessary to redecorate. This particular unit pro- 

jects only one and one-half inches from the wall. A recessed type unit is avail- 
able for flush mounting. 
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Typical of many southern motels that have installed radiant glass heating 
panels are the Stiles Motel, of Statesboro, Ga., shown above, and the Thomas- 
ville Motor Court, of Thomasville, Ga., pictured below. 


months for heating, with possibly 
a 25 to 35 cents cost in extreme 
months, and this is considered en- 
tirely reasonable by court oper- 
ators. 

Numerous courts in these states 
have proved beyond question that 
glass panel heat, with proper insu- 
lation, will operate within these 
acceptable ranges where the current 
is priced at the prevailing commer- 
cial rates of private utilities such 
as Alabama Power Company and 
Georgia Power Company. 


Practical on 2-cent rate 


Including the demand charges 
incorporated in their rates, actual 
operating experiences have shown 
that these utilities, and most other 
private utilities and REA’s, supply 
current at an average of around 
two cents or less per kilowatt-hour, 
depending upon the size of the 
court. 

A typical example is the 14-room 
Hamilton Motor Court, in Hamil- 


5 


ton, Ala., located one hundred miles 
north of Birmingham and served by 
Alabama Power Company. These 
average size rooms, with both walls 
and ceiling insulated, and equipped 
with two 1,000-watt glass panels, 
were heated for an average of 335 
cents per night per room during 
even the most severe month of the 
unusually cold 1950-51 winter, when 
several zero days and many below 
freezing spells were experienced. 
During this same unusually cold 
month, in somewhat milder regions 
such as Statesboro, Ga., served by 
Georgia Power Co., where the low- 
est temperatures were 8 to 10 de- 
grees above zero, and where rooms 
were insulated overhead only, heat- 
ing bills ran around 25 cents per 
night in standard size rooms, such 
as those found in Wildes Motel and 
Stiles Motel, and about 33 cents 
where the rooms were unusually, 
large or there was more than the 
average amount of window area, as 
for example in the Bon-Ette Court 
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Thus it can be seen that with the 
proper amount of insulation rela- 
tive to the severity of the climate, 
glass panel heat is entirely reason- 
able, and in most cases comparable 
with other fuels. The difference, if 
any, is more than made up in the 
savings of the operator’s valuable 
time since there is nothing to look 
after, and in savings in costly re- 
decorating expense, maintenance, 
and repairs, inasmuch as there is 
no soot or dirt with glass heat, no 
moving parts, and thus nothing to 
keep oiled, etc. 


Operating advantages 

Where local rates are higher or 
the climate colder, operating costs 
can still be held down to a very rea- 
sonable level by weatherstripping 
and insulating more thoroughly. 
There are additional savings in 
that rooms not rented do not need 
to be heated. And if a cold-natured 
tourist wants heat in May or Sep- 
tember, he has individual heat at 
his fingertips, eliminating the 
necessity of firing up a whole cen- 
tral system to satisfy the demands 
of one guest. Furthermore, it is 
worth almost anything within rea- 
son to have heat which is entirely 
acceptable and pleasing to the tour- 
ist himself. 

As an illustration of the success 
that follows from the initial effort 
in obtaining the first local instal- 
lation, Harry Sack & Co., electrical 
contractors in Statesboro, Ga., as 
a direct result of the satisfactory 
performance of the Stiles Motel and 
Wildes Motel in that city, has in 
the last two years installed glass 
panels throughout the three addi- 
tional courts built in that city. And 
two of these courts, namely, the 
16-room Bon-Ette Motel and the 
12-room Parkwood Court, have 
both used the panels again in the 
8-room additions they added sub- 
sequently. 

After installing glass panels 
throughout the 12-room addition to 
the Syl-Va-Lane Motel, in Sylvania. 
Ga., which incidentally was 
equipped with steam heat in the 
original 16 rooms, Robbins Plumb- 
ing & Electric Co., Sylvania electri- 
cal contractors, have now installed 
the panels throughout both new 
courts subsequently erected in Syl- 

(Please turn to page 115) 
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Mason’s new addition almost doubled size 


of the 


Tulsa store opening 


draws 10,000 prospects 


business. Old store is at left. 


Mason Electric Company sells more during new store opening 


than in any 


@ SALES were far ahead of those 
for any March week in the com- 
pany’s 18-year history when Mason 
Electric Co., Tulsa, Okla., held its 
public opening of an expanded 
store. Between March 3 and 8, 
about 10,000 people inspected the 
new sales facilities. 

Two ranges, an electric box, a 
television set and many door prizes 
were given away during the oper- 
‘ing. The company tried to get as 
many people to register as possible, 
“though a great many close friends 
and acquaintances graciously de- 
clined to make themselves eligible 
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M. O. 
Names 


for free merchandise,” says 
Mason, company president. 
and addresses of many prospective 


customers were accumulated. 


Multiple lines featured 

Many visitors saw for the first 
time Mason’s five lines of television, 
five gas and four electric 
four lines of washing machines, 
three of dishwashers, three home 
freezers, three vacuum 
and one electric refrigerator. Since 
the expansion (7,500 square feet of 


ranges, 


cleaners 


floor space were added, almost dou- 
bling the size of the dealership). 


other March week in its entire 18-year history 


Mason’s facilities for display and 
sales are probably unexcelled in the 
Southwest. 

Thanks to the expansion, an en- 
tire section of the store has been 
set aside for displaying used, re- 
merchandise. When a 
unit has been recon- 
ditioned and judged in top condi- 
tion as far as appearance and per- 


conditioned 
second-hand 


formance is concerned, it is labeled 
“Certified Guaranteed,” a tag that 
the store publicizes. In its attrac- 
tive background this 
merchandise looks as clean as new 


new store 


equipment, and gives salesmen an 
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(Above) Inside new building are spacious sales floor and 
baleony. New and reconditioned units are displayed in old 
(Below) Television service shop 
keeps busy. Soon after opening three men were added. 
Company’s total service staff averages 8 to 10. 


building, not shown. 


opportunity to sell up or down. 

Mason’s service department has 
been the key to business success. 
Before the expansion the service 
department (and a parts inventory 
representing $5,000) occupied about 
half the store. Even now, when the 
company has a total floor space of 
16,400 square feet, the service and 
parts departments take one-fourth 
of it, and are seeking to expand. 

The service staff averages eight 
to 10 men—one on refrigerators, 
four in automatic washers and 
washing machines, two on installa- 
tion and general service and two on 
strictly electrical work. Soon after 
the opening there were another 
three men in the television service 
department. 

The volume of minor and major 


appliance repair in the shop and 
homes is tremendous, and through 
it Mason’s develops many sales. 
When a service man, appraising 
the condition and possible life of 
an appliance to be repaired, finds 
the repair cost will be out of pro- 
portion to the value of the item, 
he classifies the customer as a sales 
prospect. It is often possible to 
guide the customer to the sales de- 
partment and place him in the 
hands of one of 10 salesmen there, 
all of whom sell both new and old 
merchandise. If the service man 
discovers an unrepairable appli- 
ance on a home call, he later turns 
over the prospect’s name and ad- 
dress to a salesman. 

The practice of asking repair 
customers if they wouldn’t like to 
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(Above) M. O. Mason, president, M. L. Mason, vice-presi- 
dent, and Richard Mason, secretary-treasurer, receive keys 
to new building from contractor. (Below) Balcony of new 
building is “television salon,” sells five lines. A television 
set was given away during opening. 


wait and have their bill mailed to 
them is another device for creating 
future new-appliance customers. 
For the customer, it is a conve- 
nience, and for the company, it is 
a way of getting a name and ad- 
dress to put on a regular mailing 
list and let a salesman visit. 


Appliance veterans 

President Mason in 1919 identi- 
fied himself with the. electrical 
business. He was joined by his 
brother, M. L. Mason, and in the 
infancy of the electrical appliance 
business they began to plan a store 
such as the one they have today. 
From their 18 by 50-foot start in 
1934, their firm has grown into one 
of the largest independent appli- 
ance dealers in Oklahoma. 
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A pick-up truck is loaded with the washers that will 
be demonstrated in rural homes along new REA lines. 


Chases REA lines to maintain volume 


® WHENEVER a new REA line shat- 
fters che darkness of Shelbyville’s 
fcou..tryside every home in the 
newly energized area is visited by 
fa man in a pick-up truck. Inside 
the truck will be a few washers and, 
‘perhaps, a refrigerator or two. 
The driver is the field salesman 
fof the Maytag Sales & Service Co., 

‘of Shelbyville, Tenn. He knows that 
just after the kilowatts have been 
turned loose in a new community 
is the psychological moment to con- 
tact each housewife in turn and 
talk to her about the more abundant 
life that the new power line has 
made possible. 

The Maytag company is ownec 
by V. K. Greenfield and his younger 
brother, Edwin. Chasing REA 
lines over Bedford County’s lands- 
cape has paid off so well that Mr. 
Greenfield now has two pick-up 
trucks that take off each morning 
for the open spaces. Despite the 
fact that thousands of appliance 

dealers are wishfully hoping for 
business to get better, Greenfield 
is keeping it better by intensify- 
ing his activities. He is still sell- 
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ing at the rate of around 75 major 
appliances a month, and his most 
recent full month at this writing 
was one of his best. 

The fastest moving appliance on 
these new REA lines is the washer, 
though the largest dollar volume is 
in refrigerators. When the truck 
drives up to each home in turn and 
dangles a washer before a woman 
who all these years has been doing 
the family wash by the elbow 
grease and scrub-board method, it 
is almost irresistible. 


Profitable strategy 

The strategy is to get there just 
after the electric service has been 
connected, and the home maker is 
just getting the feel of what this 
new convenience means. A large 
number of washers or refrigera- 
tors, or both, are sold on the first 
eall, 

If she can’t be lead to the dotted 
line on a washer at the first call, the 
next step is to leave the machine 
for a free trial. A large percentage 
of the washer sales are closed out 
by this method. 


“IT never leave a washer, how- 
ever,” says V. K., “unless the lady 
is really interested and is able to 
pay for it. If she is positive about 
having no intention of buying one, 
I don’t leave it. But if she needs 
one and wants more time to look 
around, my salesman urges her to 
take ours on a trial basis. My rec- 
ord shows that four times out of 
five she buys the machine.” 

While Mr. Greenfield 
washers, he never leaves a _ re- 
frigerator for free trial. “If a re- 
frigerator is used and turned back 
there is more depreciation than 
with a washer, and I frequently 
have to sell it as a used machine. 


leaves 


If I keep special demonstration re- 
frigerators for this purpose, | 
have to spend so much time picking 
them up and setting them down 
that it cuts down on my profit” 

On all other major appliances 
besides washers, the guarantee to 
stand behind them, service them, 
and take them up if not satisfac- 
tory takes the place of a free trial 
offer. 

(Please turn to page 115) 
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What a dealer expects 


of his distributor's salesman 


@ A PLEA for upgrading distribu- 
tor sales representatives from 
order-takers to merchandising coun- 
made by Mort Farr. 
president of National Appliance 
and Radio-TV Dealers Association, 
before the recent convention of the 
National Association of Electrical 
Distributors. 

As evidence of the need for im- 
provement, Mr. Farr cited a sur- 
vey he had conducted among rep- 
resentative retailers whose _busi- 
ness volume was between $100,000 
and $2,000,000 a year. Fifty-five 
per cent contended that their dis- 
tributor contact men didn’t know 
their lines well enough. Seventy- 
two per cent responded that these 
men did not give the dealers enough 
help in training their salesmen. 
Fifty-eight per cent felt they were 
being given all the facts about 
terms and price. 

“Dealers don’t like to feel that 
your sole interest in them is in 
getting them to take merchandise 
off your hands,” Mr. Farr said, “yet 
repeatedly that is the impression 
left by your salespeople. We, in 
dealing with the ultimate consumer, 
aren’t doing our job right if we 
consider the sale completed after 
we take the customer’s money. 

“We want to make sure that it’s 
installed right, that it’s giving 
satisfaction, that the customer is 
using it properly, and, if we find 
it’s not the right product for that 
home, that it’s exchanged for one 
that will bring that customer into 
the store again.” 

He termed this the “dual role of 
being solicitous and solicitors.” 

Of the dealers participating in 
the survey, 72% per cent felt that 
they were being called on often 
enough. Fifty per cent felt that 
they should be called on weekly, 
and 37 per cent of the dealers felt 
that visits should be made twice a 


selors was 
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NARDA president claims that the need of the day 


is for merchandising counselors—not order takers 


month. However, only 44 per cent 
said the salesmen calling on them 
spent their time in the store con- 
structively. 


Sales helps wanted 
Among the _ services 
thought distributor salespeople 
should render were: suggestions 
and help with window displays, 59 
per cent; assistance in preparing 
ads, 67 per cent; assistance in 
maintaining balanced inventories, 
92 per cent, and help in exchang- 
ing overstock with other fran- 

chised dealers, 98 per cent. 
He drew the parallel between the 
dealer’s trade-in 


dealers 


responsibilities 
and the distributor salesman’s mer- 
chandising duties. 

“We have to get the old appliance 
out of the customer’s home and out 
of his service so that there’s room 
and need for a new one. You nave 
to get our present merchandise out 
of our stores and into consumers’ 
hands so that there’s room and 
money for new inventory. 

“Neglect this, have your sales- 
men schooled just to pile on more 
goods or to make an occasional spe- 
cial deal with us, and eventually 
you’ll find the dealer’s resentment 
has been incurred and his business 
driven to, or won over by, the dis- 
tributor who has_ secured—and 
proved that he deserved—the deal 
er’s confidence.” 


Training representatives 
Mr. Farrs’ recommendations to 
distributors were as follows: 
Choose your representatives from 
men with a basic knowledge of ap- 
pliance retailing practices and 


, 1952 


have al 
retail experi- 


They should 
least two years of 
ence. 

Get them to win the confidence 
and respect of the dealer, and the 
respect of his salesmen. 

Require every distributor sales 
man to spend at least one day and 
night per week on a retail sales 
floor. 

See that he knows the dealer’s 
salesmen and their problems. 

Have him make certain that they 
have adequate line folders and 
specification sheets, and that the 
dealer’s salesmen are conversant 
with them. 

He should know the product well 
enough to impress the dealer with 
his knowledge. Without being a 
mechanic, it’s well for the sales- 
man to know how to make minor 
adjustments, to demonstrate with a 
sure hand, and to know the names 
of the parts. 

He should read at least one trade 
paper and have his own subscrip- 
tion so that he can catch trends 
and gain a smattering of the na- 
tional picture in relation to the 
local one. 

Distributor assignment of terri- 
tories should be geographical and 
such that dealers of like type and 
size are called on by the same 
salesman; he can know his pros- 
pects better that way. 

The salesman should be a con- 
tributor and give at least one con- 


principles. 


structive suggestion on every call 

If the dealer wants something. 
the salesman should follow through 
and expedite it personally, whether 
it be a small part for a trouble- 
some customer or a major order 


105 











He should be a good listener and, 
if the dealer is an astute merchan- 
diser, seek the dealer’s suggestions. 

He should take an interest in 
the dealer’s store, including floor 
arrangements. If his interest ex- 
tends over into disassociated mer- 
chandise or competitive goods 
where he can help the dealer more, 
he’s building further good will 
with the dealer. 

When business is soft, the dis- 
tributor salesman shouldn’t let the 
dealer sell him, but should be sure 
to ask for the order twice. When 
the market firms up, he should sell 
just as hard to keep the dealer 
from becoming complacent 
promotions. 


about 
Distributors should’ diversify 
their salesmen’s incentives so that 
their interest does not lie entirely 
with making the sale. 

Have educational and 
inspirational staff meetings. Man) 
of the best retailers with door-to- 
door crews have daily meetings at 
7:30 or 8:00 a.m. to keep their rep- 
resentatives on their toes. 

Give the distributor salesmen 
pride in their work and make them 
feel important. 

Teach them to respect the dealer 
who builds sales volume on service 
and brand identification, and who 
sells on quality and performance 

Finally, the salesman should 
make strong effort to keep the 
dealer respecting the distributor 
for whom the salesman works. 


frequent 


Distributor faults 

Much of the criticism leveled at 
the distributor salesmen is due to 
the distributors themselves, Mr. 
Farr pointed out. The most seri- 
ous and prevalent criticism being 
made of distributors by dealers 
today, he said, was the over-fran- 
chising of their lines instead of se- 
lecting outlets carefully and then 
cultivating them and upgrading 
their competence. Ninety- 
one per cent of the dealers surveyed 
reported that they preferred meet- 
ing sales quotas rather than to hav- 
ing little protection against wider 
franchising! 

They felt also that many dis- 
tributors render too much of the 
wrong kind of service. 

“The essence of the dealer re- 

(Please turn to page 114) 
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Window demonstrations .. . 





Sales of electric housewares 


linked to major sales 


@ IN A DAY when literally hundreds 
of competitive outlets are carrying 
small electric appliances as “plus 
business sidelines,” many of them 
cutting prices to the bone, it takes 
more than a handsome store and a 
good inventory to maintain volume. 

That’s the opinion of Robert 
Leonard, manager of Loveman’s 
Appliance Store in Chattanooga, 
Tenn., and the basis on which he 
has built a series of colorful “dra- 
matized demonstrations” to bring 
a stream of interested women into 
the store. 

Loveman’s, a long - established 
appliance dealership with five top 
nationally-advertised lines, has 
never been guilty of overlooking 
the importance of electric house- 
wares toward the year’s gross 
sales, Mr. Leonard pointed out. 
Realizing the fact that small ap- 
pliances appeal to a much broader 
market than major appliances, the 
stores devotes a fifth of its display 
space to fine electrical housewares, 
and sees that just as much train- 
ing on them is expended on the 
sales force as with major appli- 
ances. 


Sales from “add-on” program 

Typical of the store’s progres- 
sive thinking in merchandising on 
these lines is the “add-on sugges- 
tion program” which has become a 
standard, everyday operating pro- 
cedure in the Tennessee store. 
Whenever any major appliance is 
sold, Mr. Leonard considers it a 
solid indication that the housewife 
or homeowner is interested in in- 
creasing the efficiency and eye- 
appeal of the kitchen—which is a 
sure indication that she likewise 
will be interested in small appli- 
ances which fit into the same pic- 
ture. 

Therefore, specific electric 
housewares items are associated 
with specific major appliances, 
from a suggestion standpoint. For 


example, whenever the housewife 
buys a small electric range, an 
electric roaster is suggested; 
whenever a refrigerator is pur- 
chased, an electric mixer is 
brought out and demonstrated si- 
multaneously, and so on. 

“We simply point out to our ma- 
jor appliance buyers that adding 
on any small electric appliance 
will increase the monthly payment 
by only 25¢ or so,” the veteran 
manager pointed out. “This small 
amount makes little difference in 
the family budget, but adds a lus- 
trous, really useful small appli- 
ance to the kitchen. Irrespective 
of their thoughts about credit- 
buying, most women can readily 
see the advantage of this, and go 
ahead with the purchase. It isn’t 
unusual for every major appliance 
sale made during a typical week on 
the sales floor to be accompanied 
by an electrical housewares sale 
as well.” 

It is easy to see that much of the 
store’s electric housewares volume 
is sold on a credit basis, but inas- 
much as most of these credit sales 
are coupled with major appliance 
purchases there has been practi- 
cally no element of risk involved. 

The “big gun” in Loveman’s 
small appliance merchandising 
program, however, has been active 
demonstrations, carried out behind 
the all-glass front of the appliance 
store, where many passersby are 
attracted inside. During such pro- 
motions, a specific one or two ap- 
pliances are chosen, and a stock of 
actual food is obtained, kept in the 
store’s displayed homefreezers, or 
in an all-electric kitchen at the 
rear. Then, one or more news- 
paper ads are run, inviting inter- 
ested women to visit the store, and 
learn how to use a roaster, mixer, 
pop-up toaster, coffeemaker or 
other appliance most efficiently. 

When the housewife reaches the 

(Please turn to page 114) 
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Pruduct Parade 


Bendix anniversary line 


THE 1953 LINE of automatic washer- 
and dryers is being introduced by 
Bendix Home Appliances, a division 
of Avco Manufacturing Corp., South 
Bend, Ind These new appliances will 
be featured in conjunction with their 
15th anniversary. 

Features of the new tumble action 
washer include the exclusive magic 
heater for the wash water. The new 


suspended timer delays the washing 
cycle until the tub is filled, regardless 
of water pressure. 

Bendix dryers are available in 
either gas or electric models. The 
electric dryer is a combination 110/220- 
volt model, while gas dryers are avail- 
able for natural, manufactured, or 
LP gas. In all models it is possible to 
vent the exhaust heat outdoors, since 
the powerful blower forces air through 
the drying cylinder and out the vent. 

Both the tumble-action washer and 
the dryer are constructed to be set 
flush against each other and flush to 
the wall to eliminate dirt-catching 
eracks and hard-to-get-at openings. 
The new line of washers and dryers 
also feature the jeweled “portholes,” 
a Bendix trade mark. 


e 
Filtra-matie dryer 


A COMPLETELY new and different 
all-porcelain automatic electric clothes 
dryer, called the Frigidaire Filtra- 
matic, with revolutionary design and 
operating features has been intro- 
duced by Frigidaire Division of Gen- 
eral Motors Corp., Dayton, Ohio. 

The new product not only offers 
every advantage of automatic electric 
drying, but also solves the problem of 
lint and moisture in the air coming 
from the dryer, thus eliminating the 
hot, “stuffy” feeling in the room, 
steamed-up windows, and other con- 
densation on walls and furnishings. 
The dryer is styled and finished to 
conform with the appearance of 





anaiitamiamiodiiael 


Frigidaize’s automatic washer, pre- 
senting a companion pair of all-porce 
lain laundry appliances. 

The dryer is finished inside and out 
with lifetime porcelain, which is con- 
sidered of great importance 
many ordinary dryers rust out rather 
than wear out. 

Its timing and heat controls allow 
up to 85 minutes of drying time and 
can be stopped at any time to add or 
remove clothes without changing the 
setting. A signal light indicates when 
the dryer is operating, and variable 
heat controls eliminate guesswork fo 
the proper temperature setting. This 
dryer also contains an ozone lamp in 
the drying compartment that gives 
clothes a fresh “sunshine smell.” 

The over-all dimensions of the dryer 
are 30 inches in width, 26% inches in 
depth, and 41 inches in height. It 
operates on 115-230 volt circuit. 


since 


“No Bend” freezer 


A SPACE-SAVING upright home 
freezer, styled for efficient and eco- 
nomical service in the home or apart- 
ment, was introduced recently by the 
Norge Division of the Borg-Warner 
Corp., Detroit, Mich. The upright 
design keeps all stored food within 
immediate and easy reach, and it 
eliminates bending, heavy basket lift- 
ing, and reshuffling of foods to find 
the item needed. 

Quick contact freezing is possible 
because the top plate of the cabinet 
and three “jet freeze” shelves are 
fully refrigerated, the latter main- 
taining zero cold or lower on both 
sides. The upright position keeps all 
foods in close contact with the freez- 
ing surfaces. 

Model VHF-1125 holds 400 pounds 
of food in its more than 11 cubic foot 
interior. Three permanent, well-spaced 
shelves; two sliding baskets, each hav- 
ing a capacity of 22 pounds, equipped 
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with nylon rollers; and one “adjust-a- 
shelf,” provide for efficient and con- 
venient storage. 

Space saving advantages are de- 
rived from this new model because it 
occupies no more floor space than the 
modern Norge refrigerator. Its ad- 
justable shelves can be moved up or 
down to five different positions, giving 
a flexible shelf arrangement for vari- 
ous size packages and allowing extra 
clearance for unusually bulky items. 
Its lightweight, high density glass 
tiber insulation save space and weight. 

* 
Built-in laundry ideas 

A NEW booklet, “Practical Laun 
dries,” suggesting ideas of room ar- 
rangements for a built-in laundry, 
has been issued to dealers by the 
Blackstone Corp., Jamestown, N. Y., 
manufacturers of home laundry equip- 
ment. 

This 24-page booklet will be used 
by Blackstone to promote its combina- 
tion laundry unit. It presents the 
basic ideas as expressed by five lead- 
ing architects and eight outstanding 
home building and women’s service 
magazines, 

One of the most interesting installa- 
tions shown in “Practical Laundries” 
is a bathroom laundry. Here are the 
twin appliances, automatic washer 
and dryer, along with the standard 
bathroom fixtures. Blackstone feels 
that such an installation is entirely 
practical as the bathroom is a natu- 
ral place for the collection of soiled 
clothes. Besides, all the water and 
drain connections are available at this 
point, thus saving much costly plumb- 
ing. 

* 


Electric radiant heater 


A RECESSED type, electric radiant 
glass heating unit, for flush mounting 
in walls or ceilings, has been an- 
nounced by the Continental Radiant 
Glass Heating Corp., 1 East 35th St., 
New York 16, N. Y. The new unit is 
available in two sizes: Model 1624-R, 
rated at 1,000 watts; and Model 
1520-R, rated at 625 watts. Both 
models are available in voltage rat- 


ings of 115, 208, 220, 230, and 245 
volts. 

The recessed type unit is mounted 
by recessing it into the wall a distance 
of 1 7/16 inches. The over-all dimen- 
sions of the 1,000-watt unit from the 
outer edges of the mounting flange 
are 27% inches wide by 19% inches 
high. A junction box at the rear of 
the mounting frame provides the 
means to connect the device to the 
electric circuit. 

There is also available from Con- 
tinental a surface mounted unit simi- 
lar to the recessed unit. It is avail- 
able in the same ratings, but is better 
adapted for installation in existing 
structures. When mounted, the unit 
projects only 1%, inches from the 
wall. 

* 


New Fresh'nd-Aire units 


FRESH’ND-AIRE Co., Chicago, IIl., a 
division of Cory Corp., has announced 
the production of two new electric air 
conditioning units. These units will 
come in half-ton and three-quarter- 
ton capacities, and are designated as 
Models 712 and 734, respectively. 

The Fresh’nd-Aire room air condi- 
tioners are enclosed in heavy-gauge 


bonderized cabinets, attractively fin- 
ished in baked gray and cream en- 
amel. The Model 712 will have a cool- 
ing capacity adequate for rooms up 
tv approximately 300 square feet; the 
Model 734 will cool areas up to ap- 
proximately 450 square feet. 


o 
Crosley Ultrataner 


THE CROSLEY “Ultratuner” enables 
standard Crosley Very High Frequency 
television receivers to tune in all 
ultra high frequency channels. Small 
and easily installed by any owner with 
a screwdriver as the only tool re- 
quired, the Ultratuner is the result of 
more than four years of research by 
engineers of the Crosley Division, 
Aveo Manufacturing Corp., Cincin- 
nati, Ohio. The unit has a built-in 
antenna for ultra high frequency 
telecasts. In addition, an outside 
antenna may be attached for recep- 
tion of distant stations. 

The UHF antenna is automatically 
placed into operation by a simple 
flick of the control knob. The unit, 
housed in an attractive cabinet, may 


be used with any television receiver 


ever manufactured by Crosley. No 
changes or adjustments within the 
television set are necessary. 

The Ultratuner assures present and 
prospective set owners full reception 
of all UHF telecasts when stations 
begin operation, according to Crosley 
officials. 

& 


Portable window fan 


THE 1952 model of the Viking win- 
dow fan, made by the Viking Air 
Conditioning Corp., 5601 Walworth 
Ave., Cleveland, Ohio, is a powerful 
fan for its size. The Viking’s 22-inch 
blades can provide a complete change 
of air within the home every few min- 
utes. By exhausting stagnant, hot air 
from the house and allowing cooler, 
fresh evening air to flood in through 
any other windows left open, the Vik- 
ing provides a practical, natural home- 
cooling method. 

A portable, plug-in appliance, the 
Viking can be moved from home to 
home, or window to window, and in- 
stalled, without tools, by the home- 
owner in less than 15 minutes. Spacer 
panels permit it to be fitted into any 
double-hung sash window from 24 
inches to 42 inches wide. It does not 
obstruct the opening or closing of the 
window in any way. 

The Viking window fan is available 
in single or two-speed models. It has 
an exhaust rating of 3100 cfm and a 
circulation rating of 4500 cfm. Its 
three blades operate quietly at 750 


rpm. The motor is 1/6 horsepower, 
110 volt, 60 cycle, single-phase. All 
Viking fans are listed by Under- 
writer’s Laboratories, and ratings are 
certified by the Propeller Fan Manu- 
facturers Assoc. 

The modern slotted metal cabinet 
provides maximum protection from 
moving parts, and is finished in ham- 
mertex silver gray to blend with the 
decor of any room. 

-_ 
Portable radios 

A BRAND new Sentinel portable radio 
line in four different colors is now on 
the market, Sentinei Radio Corp., 
Evanston, Ill., has announced. 

These five-tube models incorporate 
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circuit changes that increase their 
sensitivity and selectivity, the com- 
pany announced. They also feature 
a new “Ferra-Tenna” iron core rod 
antenna, said to be an improvement 
over the previous loop antennae. 


Versatile portable fan 


THE ANSWER to the popular demand 
for a portable fan of many uses is 
now available in a new model of the 
Fresh-Air Maker, Model P-12. This 
fan, made by Schwitzer-Cummins Co., 
of Indianapolis, Ind., has many unique 
features. Besides providing spot cool- 
ing anywhere and everywhere, model 


P-12 pivots in its frame to blow up to 
the ceiling or down towards the floor, 
and it can be turned towards any cor- 
ner or part of the room, a factor 
which adds to its versatility. 

This 12 inch fan is as portable as 
a handbag and is of light carrying 
weight but strongly built and power- 
ful. Its over-all size is 17% inches 
high, 8 inches deep, and 16% inches 
wide. The fan is a two speed model, 
powered with a 1/40 hp motor, and 
delivers up to 1280 cfm. 

The same type fan is available in 
a 16-inch model, powered with a 1/15 
hp motor, and delivering up to 2100 
cfm. 

e 


All-channel tuner 


ARVIN is now offering an all-chan- 
nel tuner with two 17-inch and two 
21-inch television sets featuring the 
Arvin Dual Power Custom chassis. 

This new tuner, conveniently oper- 
ated by a single control knob on the 
front of the cabinet, enables the 
viewer to bring in all receivable chan- 
nels’ in both the VHF and UHF 
ranges, recently authorized by the 
Federal Communications Commission, 
with no extra expense for additional 
parts or special servicing. Arvin’s 
new development will assure the pur- 
chaser that, should he move to an- 


other location, he can receive UHF 
channels in his new home without 
necessity of service calls or adjust- 
ments on his Arvin set. 

The single knob which controls the 
Arvin all-channel tuner carries on its 
outer circumference calibration for 
the 12 VHF channels. A center louvre 
carries the calibrations for the 70 
UHF channels. The viewer has only 
to set the knob at “UHF’” and let the 
center louvre control the tuning from 
that time on. 

Another knob automatically con- 
trols all other tuning operations, and 
secondary controls are concealed be- 
hind a decorative panel on the front 
of the set. 

The Arvin sets incorporating the 
new tuner are designated as models 
51L75TM-UHF and 5213TM-UHF, both 
table models in mahogany, and 5176- 
CM-UHF and 5218CM-UHF, both 
consoles in mahogany. Further in- 
formation can be obtained by writing 
Arvin Industries, Inc., Columbus, 
Ohio. 

+. 


Therm-0O-Dial heaters 


A FULL LINE of thermostatically 
controlled, electric portable heaters 
has been introduced by Titan Mfg. 
Co., Ine., of Buffalo 10, N. Y. 

The new “Therm-O-Dial” heaters 
feature Titan’s exclusive “Ever-Cool” 
case, a feature of all Titan heaters. 
This case assures accurate comfort 
control at all times. The case never 
becomes hot causing the thermostat to 
cut-off before the air in the room has 
reached the desired temperature. 

To further insure the proper opera- 
tion of the thermostatic control, the 
Therm-O-Dial unit itself is housed ina 
specially designed case of its own and 
is attached outside the heater case 
itself. It is isolated from radiant or 
conducted heat. The Therm-O-Dial 
unit is actually suspended in air where 
it can respond only to temperature 
variations in the critical comfort 
zone. 

In addition to the Therm-O-Dial 
unit, all the new Titan heaters feature 
a powerful motor driven fan which 
circulates the warm air evenly 
throughout the rooms. 

A wide range of models are included 
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STEEL TOWERS and MASTS 
Tubing - Roof Mounts - Guy Rings 


PRODUCTS 


for T-V and ELECTRONICS 
e 


a 


Model 115 — 
Krank Up Mast 


27’ telescoping crank up mast 
complete with all hordwore 
Cranks to any positive position 
from 10° to 27’. Made of sturdy 
2”, 1%" ond 1%” tubing. Easily 
installed 





Model 125 — 
Krank Up Mast 


47’ telescoping cronk up most 
complete with all hardwore 
Some as Model 115 in construc- 
tion. Will telescope to any posi 
tive position from 20° to 47 
Weight 45 Ibs. 
A locking device on both of the 
aL. above models removes all the 
strain from the cable 


Models 120 to 150 
Kwick-Up Telescoping Mast ‘ 


Thousands ore using this sturdy, 
weil built, and excellent appeor- 
ing most 


This quick-moving economical 
mast is availoble in 20, 30, 40 
and 50 foot lengths, which tokes 
care of most installation prob- 
lems. 


Mast is constructed of the finest 
1015 and 1020 carbon cold rolled 
electric welded steel tubing. This 
heavy weight tubing is of the 
furniture grade quality. Mast is 
zinc plated with an extra chrom- 
ate coating. This process will give 
SIX TIMES the rust resistance of 
ordinary zinc plating, os proved 
in salt spray tests! 





Masts ore equipped «with all 
hardware and ore shipped in 
cartons to keep them in o more 
salable condition. 


er) 


+ 


aa 
ROOF MOUNTS 


o 


» > A sturdily constructed Roof Mount with 
™ 4-way swivel. Fully adoptable to ony 
Ps ~ type of mounting. Will toke up to 2% 


inch tubing 
4 


ALSO 
MODEL §S, Rotary 4-way T-V mast base mount 
MODEL P, 2-way swivel T-V mast bose mount 
RUGGEDLY CONSTRUCTED MOUNTS - LOW PRICED 


* 
JOBBERS and DISTRIBUTORS 
WRITE FOR PRICES AND LITERATURE 


JONTZ MANUFACTURING CO. 
1101 E. McKINLEY AVE. 
MISHAWAKA, INDIANA 


SOUTHEASTERN REP.: A. H. PATTON, 
710 WALTON BLDG., ATLANTA, GA 
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in the new line. There are three sizes 
in conventional or Therm-O-Dial port 
ables, as well as the popular built-in- 
wall unit which is available with or 
without thermostatic control. A new 
Milk-Shed heater has been added to 
the Titan line which features Therm- 
O-Dial control and a specially de- 
signed carrying handie which facili- 
tates overhead installation. 


e 
Newly designed dryer 


THE NEW automatic Duchess Elec 
tric Clothes Dryer is now in full pro- 
duction at the Duchess Appliance 
Manufacturing Co., Alliance, Ohio. 
The new dryer is designed to elimi- 
nate guess-work by having drying 
controlled by a thermostat shut-off in- 
stead of a time control. As the mois- 
ture content is reduced, the tempera- 


ture rises. When the temperature 
reaches 160 deg. for damp dry or 
180 deg. for dry, the thermostat shuts 
off the heating element. When the 
temperature drops about 20 deg. so 
that clothes can be handled comfort- 
ably, the motor shuts off and the 
dryer stops. 

This new development eliminates 
the need to guess at the time re- 
quired to dry each load, feeling the 
clothes for dryness, and frequent 
wasteful over-runs when resetting the 
time control is necessary. 

Other Duchess features 
overhead, oversize infrared radiant 
heating to quickly dry clothes, a 
vacuum air intake system that draws 
90 cubic feet of warm air through the 
clothes every minute, a large safety 
by-pass lint trap, a full 16 inch front 
opening for easy access, and an autc 
matic safety reset. 


*Roto-tray” dishwasher 


include 


A LINE OF automatic dishwashers 
featuring the “Roto-Tray,” a circu- 
lar upper rack which turns freely 
with the motion of the water to insure 
thorough cleansing of every dish, was 
introduced recently by the American 
Kitchens Division. Avco Manufac- 
turing Corp., of Connersville, Ind. 


Three models are included in the 
line, a dishwasher-sink combination, 
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a free-standing unit, and an under- 
counter model. All three units include 
an electric heating element which 
raises water temperatures during the 
wash and rinse phases so that water is 
actually hotter at the end of the cycle 
than at the beginning. Each unit i 
designed to harmonize fully with the 
base cabinets and sinks of the Ameri 
can Kitchens line. 
. 
UNF translator 


GENERAL ELEcTRIC Co., Electronic 
Park, Syracuse, N. Y., has developed 
a new ultra-high frequency translator 
for its television receivers. The com- 
pany points out that the unit is de 
signed for mounting inside the tele 
vision cabinet without disturbing the 
ability of the receiver to tune in the 
present twelve VHF channels. 

The translator can be installed by 
a serviceman in the viewer’s home 
without removing the TV chassis from 
the cabinet. When installed, the trans- 
lator can be adjusted to receive any 
three local stations over the entire 
UHF spectrum, from 470 to 890 mc. 
If the set owner should move to an- 
other part of the country, the transla- 
tor can be retuned to the UHF station 
in the new area, 

The new translator will be distrib- 
uted as a complete kit which will 
include the unit itself, a UHF dial 
scale and control switch, and a tuning 
knob. 

In addition to the new translator, 
General Electric has a continuous- 


tuner, all-station UHF translator 
which will operate with all types and 
makes of television receivers. This 
is a separate unit which can be placed 
on top or beside the receiver. 


* 
New Wagoner ranges 


TWO NEW models have been added 
to the list of fine Wagoner ranges 
produced by the America and South 
ern Corp., of Nashville, Tenn. 

The new 36-inch Wagoner gas range 
is available for natural, LP, or manu- 
factured gas. Its stainless, acid re- 


sistant white enamel top is fitted with 
grids of black porcelain 
enamel. The burner bowls come in a 
choice of black, red, or white. 

The new 36-inch Wagoner electric 
range is equipped with seven-heat 
switches for controlled cooking, and 
new Monotube units made for longer 
life. 

Both ranges are available in stand- 
ard and deluxe models with such 
features as oven window door with 
exterior switch, standard light and 
timer, and a deluxe light and clock. 


dDurner 


t 
Steam iren attachment 


A LIGHTERWEIGHT model steam 
ironing attachment is now being de- 
livered to General Mills appliance 
distributors. The model, GM 4B, is 
new in design and has such features 
as “Permamold” tank, automatic 
spring locking, improved water chan- 
neling, and greater efficiency. 

The new attachment is manufac- 
tured at the General Mills home ap- 
pliance plant, 1620 Central Ave., Min- 
neapolis, Minn. 

. 


Sink boring tool 


A NEW LOW-PRICED sink boring tool, 
which makes possible the installation 
of garbage disposers in any existing 
sink, is being distributed by the Major 
Appliance Division, General Electric 
Company, Louisville, Ky. 

The new tool reduces to a simple 
15-minute operation the enlarging of 
drain apertures to permit the instal- 
lation of the disposer. The tool is a 
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combined scriber and cutter which can 
be used in combination with any 
standard %-inch electric drill. Its ba- 
sic advantages are speed, ease of op- 
eration, portability or lack of bulki- 
ness, and its clean-cutting qualities. 

The new tool will be stocked by all 
GE major appliance distributors, who 
will sell or rent it to qualified plumb- 
ers for the installation of food waste 
disposers. 

e 


New Shelvador model 


A NINE cubic foot deluxe model 
Shelvador refrigerator was announced 
recently by the Crosley Division, 
AVCO Manufacturing Corp., Cincin- 
nati, Ohio. 

In addition to the regular Shelva- 
dor features, the new Model DMD-95 
includes a spacious freezer compart- 
ment holding 50 pounds of food; an 





electrically heated, removable butter 
safe with six temperature settings; 
clear plastic meat holder; chrome 
finish interior trim; seasonal control 
which regulates circulation between 
the freezer and food compartment to 
reduce humidity in hot weather; “tilt- 
out” ice trays; and an ice tray cover. 


as 
New GE electric mixer 


THE LATEST MODEL of the General 
Electric Company’s electric mixer 
was introduced recently. This mixer, 
which retains the company’s “Triple- 
Whip Mixer” trade name, is equipped 
with three beaters, and features a 
new speed control mechanism and a 
new beater release. 

The special speed selector knob ad- 
justs the mixer to any of twelve mix- 
ing speeds and the governor contro! 
then maintains the selected mixing 
speed regardless of the stiffness of 
the mix. This knob acts as a beater 
release when the speed selector knob 
is turned past the “off” position, and 
all three beaters slip out automati- 
cally ‘ 

Other features of the mixer include 
a built-in light that shines directly 
into the bowl, and a new plastic 
juicer, with a specially designed 
reamer for juicing fruits from the 
size of a small lemon to a large grape- 
fruit. A food chopper set is available 
as an accessory. 





Yames aud aces 





Robert E. Dobson, manager of the 
vacuum cleaner department of the 
Westinghouse Electric Appliance Divi- 
sion, recently announced the appoint- 
ment of Lewis G. Barber as merchan- 
dise manager for vacuum cleaners. 
Mr. Barber will be responsible for 
developing and carrying out sales pro- 
grams for the company’s full line of 
vacuum cleaners. 


Lewis 6. Barber 


He joined Westinghouse ir 1950 as 
an appliance specialties factory rep- 
resentative with his headquarters in 
Philadelphia, Pa. 


Charles Cabana, advertising man- 
ager of Pryne and Company, Pomona, 
Calif., has been appointed assistant 
sales manager of the firm. Pryne and 
Company manufacture electric ex- 
haust ventilators for home use, re- 
cessed lighting fixtures, and electric 
infra-red portable and recessed wall 
heaters. Mr. Cabana will continue to 
direct advertising in addition to his 
new duties 


John F. McDaniel, formerly man- 
ager of marketing, has been named 
vice-president and manager of mar- 
keting for Hotpoint Co., Chicago, IL., 
according to John C. Sharp, presi- 
dent. Harold A. Strickland becomes 
vice-president and manager of engi- 
neering. He was formerly manager of 
engineering. 


In their new positions, McDaniel 
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when you sell 


WATER HEATERS 


When your customer sees all THREE State Water 


Heater models — the Standard, the Low Boy, the Table 


Top... When your customer hears aii NINE points 


which make State as fine as any water heaters at any 


price When you show that low State price tag 


Mister, you've made a water heater sale! 
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heater in America to sel! 


No matter what line you stock or plan to stock, it 
will pay you to investigate State water heaters and 
the NINE points which make State the easiest water 
Your letter will bring 


catalogue and the full State Story 


STATE STOVE & MANUFACTURING CO. 
509 25th Avenue N. 


Nashville, Tennessee 








and Strickland have complete respon- 
sibility for establishing policies and 
activating programs in their respec- 
tive fields. 


William C. Allen recently joined 
Olympic Radio and Television, Inc., of 
Long Island City, N. Y., as southern 
district sales manager. He was pre- 
viously associated with Pizitz in Bir- 
mingham. 

Mr. Allen’s territory comprises ten 
southern states from Oklahoma and 
Texas on the West, to the Carolinas 
in the East. He will have charge of 
establishing and supervising distrib- 
utors and key accounts in this terri- 
tory, and will establish his headquar- 
ters at 831 N. 19th St., Birmingham, 
Ala. 

= 


A new southern sales region has 
been established by Bendix, a division 
of Aveo Manufacturing Corp., Parker 
H. Ericksen, director of sales for Ben- 
dix, recently announced. A. T. (Al) 
Wilson, formerly manager of the Ben- 
dix New Orleans division, will be the 
new regional manager of this area 


A. T. Wilson 


which extends from the east coast to 
the western border of Texas and north 
from the Gulf to the north Tennessee 
boundary. 

L. F. (Pete) Caufield, Jr., has been 
named national dryer sales manager 
in the new expansion program oper- 
ated through H. P. Bull, laundry 
equipment sales manager. Berk Clai- 
borne, Jr., was appointed manager of 
dealer development. 

With the creation of a new sales 
executive position with Bendix, C. W. 
Haley, of Houston, Texas, was ap- 
pointed district representative to 
work in special areas within the Texas 
division. 


Ed Kitts has been appointed factory 
representative of major appliances for 
Westinghouse Electric Corp., a posi- 
tion formerly held by W. H. Vereeke. 
Mr. Vereeke has been assigned to a 
position in the Mansfield, Ohio, fac- 
tory. 

Mr. Kitts’ new territory covers the 
entire state of Texas. Prior to his 
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move, he was factory representative 
for the Southern territory of Texas. 
a 
E. C. Page has joined the Frigidaire 
Sales Corp., at Fort Worth, as man- 
ager of the Business Management 
Department. Mr. Page was formerly 
associated with Texas Foundries, of 
Lufkin, Texas. 
e 
The appointment of W. R. Arbuckle 
as manager of the water heater and 
kitchen utilities department for the 
Westinghouse Electric Appliance Divi- 
sion was announced recently by R. J. 
Sargent, major appliance manager. 
Mr. Arbuckle will be responsible for 


the development, production, sales, 


and marketing of water heaters, dish- 
washers, and food waste disposers. 
Prior to his present appointment, 
he was manager of the apartment 
house and builder sales department. 
He began his career with Westing- 
house in 1935. 


& 

Guy T. Gunter, Jr., of Atlanta, Ga., 
has been appointed a district sales 
manager of the Wilcox-Gay Corp., ac- 
cording to an announcement from 
L. M. Sandwick, sales manager. Mr. 
Gunter will represent the company 
for its line of tape recorders, tape- 
dise recorders, audio-visual tape re- 
corders, tapes, discs, needles, and ac- 
cessories in the states of Georgia, Ala- 
bama, and eastern Tennessee. He will 
maintain his headquarters at 905 
Woodland Ave., S.E., Atlanta, Ga. 

€ 

Donald J. Devereaux has resigned 
as general manager of the Stove and 
Heater Division of Nesco, Inc. Mr. 
Devereaux is going into the manufac- 
turing agency business in the South- 
eastern states, with headquarters in 
Sarasota, Fla. He will be operating as 
Don Devereaux & Associates. 

7 

The General Electric Company has 
announced that T. L. Hill has joined 
their organization in Dallas as dis- 
trict representative for small appli- 
ances. He will cover the Southwest 
district, which includes Dallas, Fort 
Worth, Waco, Tyler, Wichita Falls, 
and all of the state of Arkansas. 


The appointment of Maurice H. 
(Mike) Vereeke as laundry equip- 
ment sales training supervisor for 
the Westinghouse Electric Appliance 
Division of Mansfield, Ohio, was an- 
nounced by J. R. Clemens, division 
advertising manager. 

Mr. Vereeke, formerly major appli- 
ance factory representative with 
headquarters in Dallas, Texas, will be 
responsible for developing and carry- 
ing out sales training programs for 
clothes dryers and Laundromat au- 
tomatic washers. 

& 

Ben G. Sanderson, general sales 
manager of the Deepfreeze Appliance 
Division of Motor Products, Inc., 


North Chicago, Ill., has announced the 
appointment of two zone managers 
for the southern region. 

William M. Marsh is the new zone 
manager at Memphis, Tenn., assisting 


William M. Marsk 


District Manager John P. Strange 
whose headquarters are in Birming- 
ham, Ala. Before joining Deepfreeze 
Mr. Marsh served as district sales 
manager for the Blackstone Corp., 
Jamestown, N. Y. 

The other southern appointment is 
Robert N. York, Jr., whose headquar- 


R. N. York, dr. 


ters are Charlotte, N. C., under Dis- 
trict Manager W. D. Randolph, of 
Atlanta. Mr. York comes to Deep- 
freeze from Southern Appliances, Inc., 
where he served as merchandising 
manager. 


O. N. Fussell has been appointed 
district sales manager for Blackstone 
Corp., manufacturers of household 
washers, dryers, and ironers. His 
headquarters will be in Memphis, 
Tenn., and the territory covered in 
addition to Memphis will include New 
Orleans, Shreveport, Little Rock and 
Nashville. 

Mr. Fussell has had many years of 
experience in major appliances, hav- 
ing served as residential and farm 
sales manager of the Louisiana Power 
and Light Co. At present, he is also 
representing several other large man- 
ufacturers of air conditioning equip- 
ment, heating devices, and allied fields. 


ELECTRICAL SOUTH for AUGUST, 1952 





rhe appointment of Johnny Walker 
as regional sales manager of the 
lower Ohio, Indiana, and Kentucky ter- 
ritory was announced by Edward L. 
Taylor, general sales manager of 





Stewart-Warner Electric, the radio 
and television division of Stewart- 
Warner Corp. 

Walker will direct marketing of 
Stewart-Warner television and radio 
products in Columbus, Dayton, and 
Cincinnati, Ohio; Indianapolis, Ind.; 
and Louisville and Huntington, Ky., 
and surrounding territory. His head- 
quarters will be in Cincinnati. 

Walker entered the television field 
in 1947 with the parts and accessories 
division of Phileo Radio Corp. For 
the past year, he has been distributor 
salesman for Peaslee-Gaulbert Corp., 
television distributors in Cincinnati. 


Charles Castle has been named 
sales manager of the distributor divi- 
sion of Webster-Chicago Corp., man- 
ufacturer of record-changers, phono- 
graphs and magnetic wire and tape 
recorders, it was announced recently 
by R. F. Blash, president. 

Charles Dwyer, former service 
manager, succeeds Castle as assistant 
sales manager of the distributor di- 
vision. 

a 

Raymond S. Presson has_ been 

named Youngstown Kitchens zone 
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service representative, it has recently 





been announced. Mr. Presson will 
work with Youngstown Kitchens dis- 
tributors in Virginia, Tennessee, Flor- 
ida, and North Carolina. He will 
make his headquarters in Charlotte, 
N. C. 

e 

Appointment of Peter N. Prussing 
as regional sales manager for Whirl- 
pool Corporation’s southwestern ter- 
ritory was announced recently by 
John M. Crouse, Whirlpool sales man- 
ager. Included in this territory are 
the states of Arizona, California, New 
Mexico and 15 counties in West Texas. 

Prussing was formerly sales man- 
ager of major appliances for Graybar 
Electric Company, Whirlpool distrib- 
utor in Los Angeles. 

Robert P. Lewis, previously in 
charge of the southeastern territory, 
has opened his own company in Seat- 
tle, Wash., known as _ Whirlpool 
Northwestern. He will handle Whirl- 
pool products exclusively as distrib- 
utor for the western half of Wash- 
ington. 

a 

Two regional managers of Admiral 
Corporation have been reassigned to 
new territories, according to a recent 
announcement made by W. C. John- 
son, vice-president in charge of sales. 

Harry Lever, who formerly oper- 
ated out of Atlanta, is now respon- 
sible for the cities of Bluefield, W. Va., 
Charleston and Columbia, S. C., Char- 
lotte, N. C., 

Howard Souther, former Minneap- 
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olis regional manager, will handle At- 
lanta and Savannah, Ga., Birming- 
ham, Ala., Jacksonville, Miami, and 
Tampa, Fla. 

Under the rearrangement, Norfolk, 
Richmond, and Washington will be in 
Leo F. Lisee’s territory. 

e 

W. Homer Reeve, was elected pres- 
ident and a director of the Easy 
Washing Machine Corp., the company 
directors recently announced. Mrs. 
Genevieve D. Nelligan, and T. Frank 

‘Dolan were also named directors. 


W. Homer Reeve 


Mr. Reeve was formerly vice-presi- 
vent and general sales manager of the 
Easy Washing Machine Corp., and 
has been with the company for 12 
years. 

Mrs. Nelligan is the wife of the 
late H. Paul Nelligan, former presi- 
dent of the Easy Washing Machine 
Corp, and the third newly appointed 
director, Mr. Dolan, is currently pres- 
ident and treasurer of Edward Joy 
Co. 

e 

The board of directors of General 
Mills, Inc., Minneapolis, Minn., re- 
cently elevated Charles H. Bell to be 
president of the corporation. 

Mr. Bell, who was formerly execu- 
tive vice-president, will succeed Leslie 
N. Perrin, who will retire. Mr. Perrin 
will continue as member of the board. 

Mr. Bell is the third generation of 
the Bell family to be president of Gen- 
eral Mills or a predecessor company. 
He joined General Mills in 1930, and 
since that time has served in many 
capacities, and in many different 
phases of the organization. 

e 

In a reorganization of the Tube 
Distributor Sales Department, three 
new regional sales managers have 
been named by Sylvania Electric Prod- 
ucts, Ine. 

According to an announcement by 
H. H. Rainier, renewal sales manager, 
G. C. Isham has been appointed East- 
ern regional manager; J. H. Hauser 
was named Mid-Western regional 
manager, and W. G. Patterson is the 
Pacific regional manager. 

Mr. Isham joined Sylvania Electric 
in 1935, working in the sales promo- 
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tion department. The new Mid-West- 
ern regional manager, Mr. Hauser, 
started with the company in 1942. 
During World War II, he worked in 
the cathode ray tube department as 
production engineer in charge of prod- 
duct simplification. Mr. Patterson, 
who joined Sylvania in 1934, has long 
been associated with the radio indus- 
try. Since he has been with Sylvania, 
he has been connected with the sales 
promotional and representative divi- 
sion of the company. 

s 

The appointment of James P. 
Butler as direct dealer manager for 
appliances in the East for the Crosley 
Division of AVCO Manufacturing 
Corp., was announced by F. F. Dug- 
gan, Crosley general sales manager 
for appliances. 

Mr. Butler, who is widely known in 
the appliance field, will have his head- 
quarters in the new Crosley regional 
office at 50 East 42nd St., New York, 
N.Y. 

What dealer expects 
(Continued from page 106) 


sponse,” Farr reported, “was that 
the distributor should have a really 
crackerjack service authority to 
help keep service staffs of dealers 
and contractors well trained and 


informed about new developments; 


fix only the really serious, chronic 
troubles the staffs of dealers can’t 
handle; repair major factory de- 
fects or reimburse the dealer with 
credits with extraordinary work 
he has to do; and have a good in- 
ventory of parts. 

“Don’t set up a service operation 
in competition with self-servicing 
dealers and independent contrac- 
tors. It will save you money, will 
give you better dealer relations 
where they mean the most in 
franchises and sales, and 
will set a pace for your representa- 
tives.” 

Other criticisms dealers made of 
their distributors were: forgetting 
the sale after the dealer has the 
merchandise; back-door _ selling; 
overstocking dealers; not maintain- 
ing sufficient inventory; being ex- 
cessively dictatorial; lack of inter 
est in the dealer; and lack of en- 
thusiasm for the product. 

In his survey, Mr. Farr said, he 
also asked the dealers to list the 
nicest things they could say about 
their distributors. 

“They like the distributors who 
have given them the 
and some tangible evidence 


strong 


impression 
that 


they’re trying to keep the dealer in 
business. They generally 
pleased with the nature and extent 
of promotional given 
them by distributors.” 

One filled in this portion of the 
questionnaire with, “They’re mak- 
ing money.” 

“Your salesman, in the eyes of 
most of your dealers, is you,” he 
concluded. 


were 


assistance 


“You want, deserve, and 
really need the best possible per- 
sonal representation you can have 
today. Go to work improving the 
calibre of that representation. 
Nothing you could do would have 
greater value to the 
today.” 


industry 


Housewares sales 
(Continued from page 106) 


store, she finds the entire sales 
staff dressed up in white cook’s 
uniforms, including smocks, 
aprons, and chef’s hats. Everyone 
pitches in on such a promotion, 
and prior to the event, everyone is 
thoroughly briefed on how to cook 
whatever item is turned out by the 
small appliance being promoted. 

Only one section at a time is tied 
up in this way, and it is always so 
situated that there is plenty of 
aisle space and other surrounding 
facilities to accommodate a large 
crowd of women. In the past year, 
almost every small electric appli- 
ance which can be demonstrated, 
has had a “week” of its own in the 
‘aveman store. 

The Chattanooga appliance deal- 
ership puts much stress on brands 
in every aspect of small appliance 
display or presentation. Every ad 
lists the brand name carried by 
the store. 

“We don’t overlook the gift 
market,” Mr. Leonard concluded. 
“While not all gift purchasers, of 
course, indicate that the electric 
housewares item bought is to be 
given to someone else, the chances 
are that as much as half of the 
total volume is sold for this pur- 
pose. The fact that we have excel- 
lent gift-wrapping facilities, offer- 
ing them to the customer as soon 
mentions that the pur- 
chased item is for a wedding gift, 
anniversary gift, etc., builds a lot 
of good will and has kept such cus- 
tomers coming back.” 


as she 
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Chasing REA lines 
(Continued from page 104) 


Sometimes the pick-up truck con- 
tacts the homes of a community as 
soon as an official announcement is 
made that a line is to be built. 
Quite a number of sales are made 
on anticipation. But when the new 
line is built, a whole community of 
prospects are entered on the May- 
tag service list. 

Usually the first appliances most 
rural families buy 
tors or 


are refrigera- 

However, these 
buyers become repeat prospects 
then for ranges and other electri- 
cal equipment. Some of the first 
REA lines in that county have 
been established so long that hun- 
dreds of replacements are being 
made and trade-ins of old refrig- 
erators and washers are a part of 
many deals. 

Like other appliance dealers, Mr. 
Greenfield has to follow up his 
sales with a certain amount of free 
servicing if needed. He doesn’t 
have much servicing of this sort to 
do, but he keeps a part-time ser- 
vice man on a standby basis to do 
any trouble shooting that has to 
be done. The service man works 
for himself on the side, and Green- 
field gets him for less than if em- 
ployed exclusively by him. The ser- 
vice man pays off, however, by 
helping make new sales. Any in- 
terested service customer that he 
doesn’t sell himself is handed in as 
a prospect and is followed up. 

“If I should sit around like some 
of the dealers and wait for the ap- 
pliance demand to get better I 
would be sunk,” explained Mr. 
Greenfield. “My salesmen are 
working just as hard now as they 
did a year or two ago when busi- 
ness in this field was supposed to 
be better. They go out every week 
day and work all day long. If 
they don’t have any warm pros- 
pects to call on, they go from house 
to house and ring doorbells until 
they scare up a few. If I pulled 
in any activities as some dealers 
have done, my trade area would 
soon forget me.” 

Mr. Greenfield backs up his field 
work with a large amount of dis- 
play advertising twice a week. He 
says the only of success is 
selling. “Buyers are not going to 
stumble into your store and take 


washers. 


secret 


the appliances away from you,” he 
explains. “You have to carry them 
to the prospect and work like the 
dickens to persuade him into want- 
ing them.” 

The farm trade, he says, is a 
promising market. The farmer 
who only recently emerged from 
his lantern-swinging existence has 
to buy all his electric needs from 
scratch. Not one of them is going 
to buy everything he needs all at 
once. This is a vast new field fon 
rich development, for 
to come. 

Not only 
farmer 


a long time 


that, but the 
needs five 


average 
times as much 
electric service as the average cit) 
resident, Mr. Greenfield states. He 
not only needs the ordinary 
conveniences 


home 
purchased by the 
resident but, having 
more perishables, he needs more re- 
frigeration. He needs milking ma- 
chines, milk coolers, freezers, power 
machinery, and the end is not yet 
in sight. 

After selling a customer, Mr. 
Greenfield maintains contact not 
only by repeated visits but by ser- 
vicing and collecting payments. He 
gets new prospects by offering a 
bonus to all customers who 
give him names of prospects that 
turn into sales. Usually this bonus 
is a cash payment of $5 or the 
equivalent in merchandise. He says 
his best sales come through this 
method. 

Although Greenfield is one of the 
largest sellers of appliances in the 
county, he has no personnel but 
himself, his two field salesmen, and 
his part-time service man. By turn- 
ing over a large volume with a low 
overhead, he keeps his business well 
on the sunny side of solvency. 


average city 


sold 


Radiant heat 
(Continued from page 101) 


vania, the Dreamland Motel and the 
Village Green Motel. 

Unlike some bedrooms in homes 
where one panel is often sufficient, 
each room in a court ordinarily re- 
quires two 1,000-watt glass panels 
in order to provide a fairly quick 
heat and to allow for the greater 
traffic. If preferred, there is a 
model that fits flush with the wall, 
which is installed by simply cutting 
the wall back to a total depth of 
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one and one-half inches. 

For existing construction, the 
surface panel is easier to install, 
being screwed directly onto the sur- 
face of the wall, and protruding 
only one and one-half inches. It 
requires no cutting of the wall ex- 
cept a small hole for the standard 
outlet box which comes attached to 
the back of the panel, and in which 
the wiring connection is made. 

A heavy duty line voltage ther- 
mostat is mounted separately on 
the wall away from the panel and 
usually next to the light switch by 
the front door for the convenience 
of the occupant. This thermostat 
controls both panels and is sensi- 
tive enough to keep the room tem- 
perature constantly within two de- 
grees of the setting selected on the 
dial, a luxury and a new experience 
in comfort that any occupant will 
appreciate. By using 230 volts, two 
panels can be put on one circuit. 

Some of the courts, such as the 
40-room Shamrock Court, in Dub- 
lin, Ga., the 36-room Athens Motel. 
in Athens, Ga., and the Davis Motor 
Court, in Montgomery, Ala., have 
also put a panel in the bathroom, 
controlled by a separate thermostat. 

The latter step, of course, is one 
that many present owners can take 
where they have satisfactory steam 
heat in the bedrooms but no heat 
or insufficient heat in the bath- 
rooms. 

Another large market is found in 
those courts where the existing 
heat is inadequate. With one panel 
installed and controlled by a zone 
thermostat, it will come on only 
when needed to supplement the ex- 
isting heat or when the weather 
turns cold in the fall or spring and 
the regular heat has not been 
turned on. 

The individual separate wall 
thermostat is of paramount im- 
portance. Its location away from 
the heating unit itself assures ac- 
curate, level temperature control, 
and convenience to the occupant 
who is familiar with a thermostat 
in his own home. The individual 
room control also assures no wasted 
expense from overheating any 
room, and maximum diversity so 
as to minimize total demand, which 
in turn helps to lower operating 
costs. 


Understandably, the installation 


cost varies with the size of the 
motel, but it usually runs consider- 
ably less than the cost of any other 
modern, acceptable up-to-date sys- 
tem such as hot water or steam, 
for it eliminates the expense of 
pipes, ducts, storage tanks, and 
plant housing. 

If air-conditioned rooms are de- 
sired, the majority of courts find 
that individual room air condition- 
ers are more satisfactory and eco- 
nomical to run than central air 
conditioning, according to a com- 
prehensive survey published in the 
August, 1950, issue of the American 
Motel Magazine. 


Operating flexibility 


With individual room coolers and 
panel heat, the tourist has com- 
plete individual control over. both 
his heating and cooling. The owner 
does not have complicated central 
refrigeration or heating systems 
with which to worry. And the 
owner. has a total cost of less than 
$400 per room for his heating and 
air conditioning combined. 

In the Southeast, the operating 
cost of a one-half horsepower room 
air conditioner is only $13 to $15 
per room, for the whole summer, 
where kilowatt-hours cost 2¢ each, 
according to the survey. K. B. 
Wildes, owner of the Wildes Motel. 
in Statesboro, who has glass panel 
heat in every room and individual 
window air conditioners in ten 
rooms, with six rooms cooled by a 
central refrigeration system, con- 
firmed the American Motel Maga- 
zine’s conclusions with this com- 
ment: 

“IT find my individual room air 
conditioners more satisfactory than 
the central type cooling system be- 
cause of the small amount of main- 
tenance required. These units are 
particularly satisfactory to my cus- 
tomers for the same reason that 
my glass heating panels are so 
satisfactory because they allow 
each guest to adjust the heat or 
cooling just exactly how and wher 
he wants it.” 

The panels can be located virtu- 
ally anywhere in the room. The 
principal consideration is to place 
them where furniture will not be 
against the panel. However, be- 
cause of the low conductivity of the 
glass itself, no sear or blistering 


ELECTRICAL SOUTH for AUGUST, 1952 





will be caused by momentary con- 
tact, and the glass, being specially 
tempered, will withstand a very 
hard blow. A wire guard is pro- 
vided where it is desirable. If there 
is no convenient wall space avail- 
able, the panels can be mounted on 
the ceiling from which position the 
radiant heat is very effective and 
comfortable. 

The motel office can also be 
heated in the same manner, there- 
by providing heat all night with- 
out having to keep any large cen- 
tral plant in operation. Many 
courts, such as Dobson’s Court, in 
McRae, Ga., are also heating their 
restaurants with the panels. 

In fact, a number of court own- 
ers such as Mrs. Nichols, of the 
Jefferson Davis Court, in Thomas- 
ville, Ala., and R. H. Stiles, Stiles 
Motel, in Statesboro, Ga., have put 
the glass panel heat throughout 
their own residences in order that 
they themselves might enjoy this 
clean, safe, radiant heat with all 
its advantages. 

Mrs. Nichols’ 1200-square foot 
brick veneer home, insulated over- 
head with four inches of mass in- 
sulation, and in the outside walls 
with Alfol, a reflection aluminum 
foil. type insulation that forms 
three separate dead air spaces when 
tacked between the studs or under 
the floor between the joists, was 
heated all last winter with eight 
1,000-watt glass panels at a total 
seasonal cost of $80. Energy con- 
sumption for the heating season 
amounted to 6,000 kilowatt-hours. 

Thus, it can be seen that there 
is a tremendous untapped market 
composed of substatial, modern- 
minded tourist court owners, look- 
ing specifically for improved meth- 
ods of operating their businesses 
and with the heating problem up- 
permost in their minds. 

A genuine service can be ren- 
dered these individuals by the elec- 
trical appliance dealers and con- 
tractors who call their attention to 
this practical, inexpensive way to 
solve this troublesome problem. In- 
stead of just wiring a few lights 
and signs, the contractor will more 
than double his gross billing by 
selling the heating. In all prob- 
ability he can sell the air condition- 
ing, too. At the same time, he 
will probably save the court owner 


something on his total cost. 

By simply acquainting prospects 
with the proven facts to correct 
mistaken ideas as to operating 
costs, the contractor can be instru- 
mental in getting motor court own- 
ers, as well as homeowners, to go 
“all electric.” 

Campaign calendar 
(Continued from page 99 


campaign periods suggested are 
longer than usually considered ef- 
fective. It is presumed that within 
each period some shorter stretch of 
time will be favored in each region. 

Some organizations will wish to 
carry on additional campaigns in- 
dependently. Others may choose 
fewer promotions. 

The success of the month-of-May 
campaigns on water systems and 
the spring promotions of electrical 
housewares shows that such a co- 
ordinated campaign calendar can be 
successful. 


Service profits 

(Continued from page 98 
customers for whom we have pre- 
viously done smaller jobs. The work 
we do on the small traffic items we 
charge off to getting acquainted.” 

Good workmanship is not the 
whole story, in their opinion, as to 
how to be a success in this type 
business. And there will be some 
who will question their methods. 
Those will be readers who try to 
reduce every phase of their opera- 
tions to mathematical formula 
leaving out the human factor in 
their cold, commercial calculations. 

“When we get a call,” said 
Scott, “we rush to the scene. We 
do not wait until we get another 
call in that vicinity, thinking we 
can make two calls at the expense 
of one. People in trouble don’t ex- 
pect us to wait on our convenience. 
For that specific reason we do not 
schedule certain sections to be ser- 
viced on a certain day. We go 
where needed, when needed.” 

The boys will work overtime to 
get a customer’s device in working 
order, when necessary, withoui 
overtime charge. They want to hold 
their customers as they add nev 
ones. They realize that they cannot 
replace dissatisfied customers with 
new ones at will. 
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This ad is one of a series telling 
industrial and commercial Manage- 
ment the story of Coolair Breeze 
Conditioning. 


When It’s 


nls 


Don’t Be Wishing 
You Had Bought 


to Enjoy 
Cool Workin 
Conditions ; 

Yd ammet 

Simplicity of installation elimi- 
nates long delays . . . puts Coolair 
Breeze Conditioning to work cool- 
ing your plant or factory within 
few days. First cost is low. Install- 
ation at a minimum. Operation 
and upkeep negligible. No water 
required! Brings the breeze inside. 
The complete line of Coolair Breeze 
Conditioning Fans includes 
mouse-quiet, spring-mounted 
models for cooling homes, offices, 
schools, churches. 
Low-Cost Cooling? You'll be sur- 
prised how little Coolair Breeze 
Conditioning costs! Write 
TODAY for complete informa- 
tion and the name of your local 
Coolair representative. American 


Coolair Corporation, Jackson- 
ville 3, Florida. 
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She Best 


IN KITCHEN VENTILATION 


EXCLUSIVE IN 
TRA DE-WIND 
VENTILATORS 


DRIPLESS GRILLE 


The exclusive design of the grille on 
Clipper Ventilators has a 


twofold advantage — 


First — It is unusually attroctive in 
appearance, rectangular in shape and in- 
conspicuously blends into the ceiling. 


Second — Each of the bars in the 
grille is trough-like in construction. These 
catch and hold any grease that may collect 
— the only truly dripless grille. 


You can always count on EZ 277a 727272 


for performance, quality and convenience. 


The only ventilator that gives you 


@ Centrifugal Blowers 
@ Isolated Motor 

@ Dripless Grille 

@ Easier Instalfation 


@ interchangeable 
Horizontal and 
Vertical Discharge 

@ Five-year Guarantee 


PRICE OFFERS AN INDUCEMENT 
BUT QUALITY OFFERS A REASON 


TRADE-WIND MOTORFANS, INC. 
LOS ANGELES, CALIF. 
See Your Neorest Representative 

H. C. Biglin Co Inc., 177 Harris St., 
Atlanta 3, Ga 

Arthur S. Jones, 306 Canterbury Hill, San Antonio 
2, Texas (Bexar County only) 

L. R. Ward Co., 2711 Commerce St., Dallas |, and 
1814 Texas Ave., Houston 3, Texas 


N.W., 
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“There is no percentage in keep- 
ing your feet on the treadmill,” 
said Scott. “If you have to keep in 
motion in order to exist, one might 
as well use that energy to further 
ourselves along the 


road of suc- 


cess.” 

Smitty and Scotty use the light 
English Ford delivery panels for 
service calls. 

“They come cheap,” said Garri- 
son. “They are economical to oper- 
ate. And they are easy to get 
around in.” 

These boys carry a good supply 
of parts. But they only stock parts 
for popular appliances and radios. 
Parts for off-brand items are or- 
dered out as needed. Customers, 
unless they are very young and dis- 
tressingly inexperienced, already 
know that when they purchase off- 
brand merchandise, service is going 
to be a problem. They will willingly 
wait; but become provoked when 
turned away with a tone of voice 
conveying that they were gullible 
to have “bought that junk in the 


first place.” A customer who may 


Power company program 
(Continued from page 95) 
tricity. Not only does it discour- 
age the use and sale of electric 
heaters, but it has taken the some- 
what unusual position for a power 
company of promoting the sale of 
domestic oil heaters. The result: 
a gain of 417 per cent in 1950 oil 

heater sales over 1949. 

In its campaign against home 
heating by electricity, the company 
won wholehearted co-operation 
from manufacturers, distributors 
and retailers, all of whom had seen 
the excellent results of the power 
company’s promotion of other elec- 
trical appliances. Prior to 1940 
very few oil, gas, or other house 
heating installations had been made 
in south Florida. In 1946, the first 
year of the company’s campaign 
for oil heating, only 453 oil heaters 
In 1947 the 
sales jumped to 10,742, with a fur- 
ther gain to 17,555 in 1948. There 
was a slump to 5,872 in 1949, a year 
in which business generally re- 
ceded, but the 1950 total was 27,092, 
and 1951 brought a further gain 
to 30,340. 

Success of the company’s year 


were sold by retailers. 


own a freak fan, may also own a 
standard make refrigerator that 
will soon need mechanical atten- 
tion. A service organization can 
toss a good customer out of the 
door by being tactless. 

“When an appliance we repair 
has a cord and plug that is obvi- 
ously worn,” said Scott, “we sug- 
gest to the customer that he let us 
replace it with a new one. This is 
just one way to keep a customer 
from coming back with the same 
unit later with the complaint we 
did not fix it as it should have been 
fixed in the first place.” 

“We get a tremendous amount 
of small fan repair work,” Garri- 
son concluded. “We clean, oil and 
grease small fans for a flat charge 
of $1.50. If blades are slightly bent 
so they roar in operation, we 
straighten them without charge. If 
blades are badly bent, we suggest 
new ones. During the season we 
make a strong bid for fan business. 
This is a way to get acquainted 
with a host of potential customers 
with bigger jobs in the offing.” 





round power load leveling campaign 
has been great. Electricity sales 
by Florida Power and Light Co. 
during the eight summer months 
of 1951 (April through November) 
rose to 86 per cent of the average 
of the four winter months (Decem- 
ber through March) as against only 
74.2 per cent 20 years ago. 
Success of the company’s electri- 
‘al appliance promotion has been 
just as great. Despite the national 
decline in sales last year of electri- 
cal appliances as compared with 
1950, dealers in the Florida Power 
and Light Co. territory made these 
remarkable 
ing units, 


gains: air condition- 
198 per cent; disposal 
units, 47 per cent; portable fans, 
90 per cent; heating pads, 14 per 
cent; diswashers, 11 per cent; tele- 
vision receivers, 35 per cent; 
clothes dryers, 35 per cent; clothes 
ironers, 27 per cent; electric 
blankets, 145 per cent. 

Television sales were greatly 
stimulated by a “See Hear” cam- 
paign, even though Miami is not 
yet connected to the big networks 
by coaxial cable. The campaign 
was conducted only in September 

(Please turn to page 122) 
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STAINLESS STEEL WALL PLATES 
FOR SPECIFICATION WORK 


Handsome, permanent, brushed satin finish blends with any 
type of wall decoration for LASTING BEAUTY. 


“) 


Here’s how you can fill every > 
auxiliary heating need of every 


BUILDER, CONTRACTOR and 
| HOME OWNER! 


XS 


RBC. 


WN 








WL 


Ge v F "* rn r")"™h 


QR 








Immediate delivery from stock! 
1 to 10 gangs in any combination of plate openings. 











Series 230 HEETAIRES 
1250 te 3000 watts 





10 or more gangs on special order, including tandem. 


Sold through wholesalers only. 

Write today for catalog! HEETAIRES . . . are manufactured in a 
complete range of type and sizes for every 
purpose eee 





ERFECT-LINE Ae HEETAIRES . . . range in wattage from 


P 1,000 to 5,000 (120 and 240 volts), produce 
Manufacturing Corp. ; Fa from 3,402 to 20,472 BTU’s per hour — 
Series 200 HEETAIRES for light, intermediate and heavy duty 
Hicksville, L. 1. New York 1008 te 2908 watts 
VW wus ALL HEETAIRES available with 


WIRING DEVICES - ME a camared sisi 4 AUTOMATIC THERMOSTATIC 


HEAT CONTROLS 


All HEFTAIRES can produce and maintain 

’ 7 - “ any desired temperature between 40° and 
s s Wanted = 

‘ orrespondents 80° F. (with only 2° differential at all 

times). This insures correct healthful com 














. - - fort — uninterruptedly — quickly wherever 
An Opportunity for Men in wanted. iin 
< =, Series 240 HEETAIRES Mi 
the Electrical Industry 1008 te 1000 watts HEETAIRES are available in wall inserts 
" and wall attachables — both with either 


Who Can Write Up the News : nm ' | built-in or external thermostatic controls. 








He HEETAIRES are available in three heat 
types—radiant heat, heated air, fan-forced 
radiant heat. 


If you are associated with the electrical 
industry—know what is going on in your 


territory—and have the knack of putting FAN-FLO HEETAIRES—Series 230 pro- 

“ae Pes a > 5 duce both kinds of heat— infra-red rays plus 

it in writing—here is a splendid oppor- fan-forced heated air. 

cae, serve cl eee ss ex: Series 250 HEETAIRES i 

tunity to serve the industry and to earn ex stus ce dean cas HEETAIRES Series 200 and Series 240 pro- 

tra money for yourself in your spare time. duce infra-red rays (radiant heat) 
Electrical South’s present plans include HEETAIRES Series 250, Series 210, pro- 

a greatly expanded coverage of local | duce fan-forced heated air. 

news—merchandising campaigns, adequate 


aaa te 
_ . rar a se ' a) FR EE 1 Write for the copyrighted 
wiring promotions, association activities, e441 | 0 | “A GUIDE TO QUICK HEATING” 
ete. Additional correspondents are needed ) 





in many of the trade territories in the ' ! : Tested and listed under reexamination service by 
? if fi, ® wearers wg eine Ft ~ a 
4 i s _ Ste ~ = rmostatic or ontr . adiont Heat, 
Southern and Southwestern States. Series 210 HEETAIRES | Hersesteste ov Mansel Cosmet... Radian? Hons, 
r . . ie 
You can obtain complete details by en Inserts and Wall Attachables 


writing at once to the Editor of 


a ; — MARKEL LA SALLE 
ELEC TRICAL SOU ru ELECTRIC PRODUCTS, INC. ; PRODUCTS, INC. 
806 Peachtree St., N.E. Atlanta 5, Ga. 
j 139 SENECA ST. BUFFALO 3, N. Y. 
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Year in... year out—the quality leader in the 
fan field is REED! The established Reed name 
and reputation means consumer acceptance, your 
sales job made easier! Sell REED—and you sell 
the leader! 


Fons 


Complete home-cooling 
without installation costs 
... the fan that pioneered 
window-type home 
ventilation. Quality 
constructed, finest 
materials, certified air 
delivery, and q-u-i-e-t. 
Sizes to fit every home 
ventilation need. 


Neale dcyets 


Packaged, lay-down type 
vertical discharge attic 
fans with special Reed 
shutters, requiring 

but a minimum of 
space and time to in- 
stall. Competitively 
priced, Reed quality 
throughout, certified 
air delivery, stock sizes 
for every need. 


Dealerships Open In Some Localities 
WRITE FOR INFORMATION 


' 

, REED UNIT-FANS, INC., 
a Department N 

t 1001 St. Charles Ave 

4 New Orleans 8, Lo 

¢ Please send me full information 
: about REED Wind-O-Vent 
' 
' 
’ 
' 
' 
i 














and Attic Fans: 
Nome 


REED UNIT-FANS, Inc. 
1001 St. Charles Ave., 
New Orleans 8, La. 


Address___ - 


‘ 
City Stote_ jj 
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(Continued from page 118) 
and October of last year and was 
confined to Dade and two adjacent 
counties, Palm Beach and Broward, 
because more distant places do not 
get good reception from Miami. A 
quota of 4,000 was established be- 
fore the campaign was begun, but 
there were 5,363 sales during the 
two months. Sales were boosted 
over the remainder of the year, 
also, so that 1951 sales in the three 
counties totaled 27,355 receivers— 
a gain of 27 per cent over 1950's 
21,459 TV sets sold. 


Publications help 

Florida Power and Light pub- 
licizes its activities and those of co- 
operating people in the trade in a 
monthly illustrated publication 
called The Dealer Sales Developer. 
It supplements this with a monthly 
multigraphed letter which reports 
sales figures on all items. Purposes 
of the publication: to tell dealers 
when a promotion is scheduled so 


they can stock additional appli- 





“WRIST ACTION” CORD SET 


Wireless swivel plug 
turns, ends, swings, 
spins — eliminates all 
cord wear, 95% 
of all cord 
troubles. Exclu- 
sive, patented de- 
sign. A_ proven 
seller. Attractive 
display card free. 


RANGE CONNECTORS 


Finest quality cord and recepte- 
cles, including new flush 
receptacle. Underwriter’s Ap- 
proved. 220 volt, 50 amperes. 
Eliminates costly electrical work 
in connecting ranges. 


your jobber or write direct 
for full details and prices. 


DAVIS Mfg. Company 


PLANO |, ILLINOIS 
Southeast Rep Southwest Rep 
H. K. Dewees Co M. C. Huie Co 
Walton Bidg.,Atianta,Ga Thomas Bidg., Da'las, Tex 
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ances and cash in on it, and to 
warn of saturations in certain ap- 
pliance fields. 

How sales figures are obtained 
with virtually 100 per cent accuracy 
is one of the outstanding features 
of the company’s sales promotion 
efforts. At first there were some 
who were reluctant to give their 
sales figures even though complete 
secrecy was promised so far as the 
individual firm is concerned. But 
the recalcitrants gradually were 
won over by the company and splen- 
did co-operation has been obtained 
There hasn’t been one bit of criti- 
cism of the manner in which these 
confidential 
handled. 


reports have been 

In the beginning monthly reports 
of unit sales of appliances were ob- 
tained from all retail dealers 
through personal solicitation by 
company representatives. This sys- 
tem entailed the use of considerable 
manpower and time by the power 
company’s personnel, which, it was 
decided, would be much more pro- 
ductive to dealers if directed toward 
sales promotional activities. For 
the past several years confidential 
monthly reports of unit sales have 
been obtained direct from almost 
all state wholesalers and from 
chain, department store and some 
other retailers who purchase elec- 
trical equipment and oil 
heaters from other 
state wholesalers. 


house 
sources than 

Copies of a special report form 
with confidential envelopes, pre- 
stamped, are supplied to all sales 
Practi- 
cally all these reports are returned 
by mail about the tenth of -each 
month. Final results are con*piled, 
and in the publications 


allies about once a year. 


appear 
counties and 
graphical sections of the state. A 
consolidated 


listed only by geo- 


report is distributed 
to all co-operating members of the 
trade, giving total sales by districts 
for all appliances in units and dol- 
lar volume. The company breaks 
down the dollar volume in each 
area into dollar sales per electri- 
cal residential customer and esti- 
mated effective buying income per 
family in dollars. 

In many ways the power com- 
pany does for retailers what many 
of them would not be able to do for 
themselves without going to great 


trouble and expense. For example, 
interested in promoting 


sales of electrical appliances can 


anyone 


obtain from the company a com- 
plete list of architects and builders 
in the company’s territory, and a 
list of electrical wiring contractors 
and other companies handling light- 
ing equipment. A list is also avail- 
the com- 
pany’s territory who handle electri- 


able of all retailers in 
cal and oil house heating equipment 
and service. 

During the past several months 
Florida Power and Light has been 
strengthening its dealer sales de- 
velopment activities by more than 
doubling the number of home ser- 
vice representatives available to 
assist in dealer promotions, and by 
assigning more dealer representa- 
tives to do likewise. 

This year’s promotional plans in- 
clude these campaigns: automatic 
home laundries and dishwashers, 
April through June; air condition- 
ing and ventilation equipment, May 
through August; television and 
radio, June through July or Au- 
gust; home freezers, July through 
August. The oil heating campaign 
will be resumed in the fall, along 
with a campaign for electric bed 
covering. 


Trademark acquired 
(Continued from page 92) 


Kraft Manufacturing Corp., of 
Lima, and the Baltimore Porcelain 
Steel Baltimore, Mary- 


land, were merged into a new com- 


Corp., of 


pany under the Universal name. At 
the same time, the new company 
acquired the trademark and name 
Frary 
& Clark, insofar as it applies to ma- 


“Universal” from Landers, 


jor appliances, plus the engineer- 
tools, 
presses, welders, and other fabrica- 
tion equipment, all of which has 
now been installed in a newly con- 


ing, patents, dies, fixtures, 


structed addition to the Baltimore 


plant and is turning out electric 
ranges and other appliances in vol- 
ume. 

Landers, Frary & Clark will con- 
tinue to manufacture the electrical 
housewares items such as electrical 
toasters, ironers, electric blankets, 
coffee percolators, etc., and to mar- 
ket these small appliances under 
the name of Universal. 
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Smart dealers are finding they have a 
errific selling feature in TK Monotubes* 
... especially when you need something 
different and better to get the business 
at a profitable price. 
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Whether it’s for fast frying or slow simmering, no matter what setting 
she chooses, the housewife gets even, all-over heat with each turn 
of the selector dial. No “hot spots” or “cold spots” that cause uneven 
distribution of heat to cooking food. 





That’s why most range manufacturers 
now equip new models with TK Mono- 
tubes and why more and more dealers 
are using Monotubes for replacement 
sales. Monotubes are designed and built 
for simplified cooking. 


HERE’S HOW 
Monotubes are single-coil surface units. 
This means that you get as much, or as 
little, all-over heat as you want. No 
“inner coil” or “outer coil” cold spots 
-..no complicated switch positions... 
and no charts to confuse her. By merely 
setting the Monotube dial for whichever 
heat she wants, the housewife gets in- 
stant all-over heat, for any size utensil she 
wants to use. And the broad, flat coil 
provides up to 32.8% more contact with 
utensils for economical cooking 


EASY CLEANING 
Monotubes are the easiest type unit to 
clean because they “stand alone’. One 
twist of the housewife’s wrist and the 
coil literally “‘stands alone’’...out of 
the way for easy, fast cleaning of pans 
and range surfaces. 

Easy-to-get heat, simple and econom- 
ical to use, and simple to clean. They 
add up to simplified cooking and TK 
Monotubes. 

See your distributor today and take 
advantage of this selling feature that's 
exclusive with TK Monotubes. All you 
need are 4 basic coils and 9 pans to serv- 
ice any range in your area...to Convert 
them all to simplified cooking. 


*T, M. Reg. U.S. Pat. Off. 


TUTTLE and KIFT, INC. 


1855 N. MONITOR AVE, * CHICAGO 39, ILLINOIS 





ELECTRICAL SOUTH for AUGUST, 1952 








See and Hear Betty Furness 
Star Salesiady of 
Westinghouse over 
CBS TV and Radio 


rgd 


Westinghouse RETAILERS ARE ON THE 


In the Big Summerand Fall 
“PICK THE WINNER’ CAMPAIGN 


(|| BLESSED ‘ 
LECTION i EVENT \| Westinghouse 
NIGHT )\) PROMOTION \\\)\ SPceD-Execrric wai 
PARTY ome lances |) 


wi j 11 / | Westingh Ve 
| History Makin @ with full TV and eo. ama Soitaaduces a8 
soe g + came Coverage tf LAUNDRY } wees cones i 
A a ‘| TWINS }}] “PRESIDENT” 
Debates VP essere i! 


OVER : As Halk : iy ; 


CBS sREMENDOUS 


| Fac res; 
l 
TV and RADIO | ND KEY CITY on Electric Beg ——— 
iff Electric entteeeen 


94 - | Vacuum ci : 
aaaeyg ff lif ee eaners 
rT ie TUBE ai 4 ans and Roaster Oven 2} 
a | { Vy ae’ : ; 7 ; 7% 
; sg tt) © fi ie 
4 i 


It really has had the trade buzzing — Westinghouse 1 ay 

TV and Radio coverage of the two big political ca eae THREE i 

conventions. But that was only the beginning. : ) STAR 
Now come still more cheill-packed events Tt 





‘ Z 
Starting with a 13-week series of TV-Radio i blue xk «x cig 
debates between the candidates and other na- ’ ary . tor | 
tional leaders. Then as a fitting climax there'll we | ; Refrigera 
be an all-evening-long, election night party. ly An and Home Freezer 





Backing up these “Pick the Winner” activities 
is the biggest advertising and sales promotion \\ie ; i 
program ever launched by Westinghouse. \ a at Ba A #ii) 
And so again, Westinghouse retailers are not VARY . j 
only on the right side of the fence—but the t} 1 


sunny side of the street. C’mon over! Ate you CAN BE SURE...IF ITS 
Westinghouse 


DORI 4.) \\) oe (Re E 
SINS Wf Ole see 
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“Oft-the-Shell” Parts Kits make 


| maintenance eas- 
ier than evet: Each kit 


contains parts necessary 
all load con- 


norma 


ated service 


An illustr 
enclosed to 


bulletin 1s 
provide quic 
tification 42 
installatio 


ASK YOUR ELECTRICAL 


ulletin 8536. 
Square D Company, 


| , 
44-444 
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ELECTRICAL INTERLOCKS Lt 


are available in kit form. 
Practically 


easier installation. 
(See cutaway at left) 





n instructions. 


4041 N. Richards Street, Milwaukee 12, Wisconsin. 


pisTRIBUTOR FOR SQUARE D propucts 
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These 500 MCM Deitabeston 
AVA cables carry 470 amperes 
-150 amperes more than stand- 
ard 60 C cables of the same 
size. This can mean more cur- 
rent from your present conduit 
extra current from every pound 
of copper. 








If you’re planning new distribution or changes in your existing wir- 
ing system, it will pay you to look into the savings of G-E Delta- 
beston AVA cable. Deltabeston can actually offer as much as 64°: 
more current from your present raceways——can offer more current 


in most wire sizes. 


Famous G-E No. 1799 varnished cambric and double-asbestos 
insulation make Deltabeston suitable for operation at high tem- 
perature. That’s why at normal ambient temperatures it can handle 


more current than ordinary types. 


Before you wire or re-wire, check Deltabeston AVA cable. For 
information get in touch with your local G-E Construction Materi- 
als distributor, or write Section W25-824,. Construction Materials 
Division, General Electric Company, Bridgeport 2. Connecticut. 


* Registered Trade-mark of General Ele 


You Con free, jour confudence mn — 
GENERAL @@ ELECTRIC 
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How much extra 
current can AVA 
cables carry ? 


These standard 500 MCM 
60 C cables carry 320 am- 
peres — 32% less current 
than the same size G-E 
Deltabeston* AVA cables. 
Deltabeston cables permit 
operation at increased 
temperatures — offer more 
current per pound of cop- 
per. 











